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FEATURES 
orne WATTS T&P RELIEF VALVES 


with the EXGLUSWE STRAIGHT TUBE 
EXTENSION THERMOSTAT DESIGN 


MEETS NEW 1959 F.H.A. REQUIREMENTS 
and A.S.A. CONSTRUCTION STANDARDS 


Leading authorities agree that an exten- 
sion type thermostat in temperature (and 
pressure) relief valves is essential to the 

omplete protection of hot water supply 
systems. As a matter of fact, they are 
required by both the new A.S.A. Standard 
221.22-1958 and the new F.H.A. Minimum 
Property Standards for temperature relief 


valves installed in the hot outlet piping 
from storage water heaters. 


Compare these superior features with 


any other valve on the market today 





4 x Ym No. 40XI 


, HYDRAULIC PRINCIPLE, PISTON TYPE 
; THERMOSTAT, NOT VULNERABLE TO FATIGUE OR COR- 
AGA. Emergency ROSIVE WATER CONDITIONS, ASSURES DEPENDABIL 
Temperature 

Steam Ratings 


ITY AND LONG LIFE. 
up to 100,000 BIU/HR 
Capacity Heaters 


SOLID WALL 








DOES NOT START TO OPEN VALVE UNTIL TANK 


%m x % No. 4XL 
TEMPERATURE EXCEEDS 200°F AND FULLY OPENS i 
BEFORE 210°F. 


A.G.A. Emergency 
Temperature 
Steam Rating 


up to 50,000 BTU/HR 
Capacity Heaters 


Watts No. 4Xl 


and 40XL provide fully 
automat 


temperature and 
relief protection for hot water 
tanks and heaters 





pressure 


storage 





, and contain outstand 
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%, 
> STRAIGHT TUBE EXTENSION THERMOSTAT 
“a WITH MAXIMUM %” 0.D. FOR ITS ENTIRE 
ing features as shown on this page Zz LENGTH, DOES NOT RESTRICT FLOW IN HOT 
The “‘heart’’ of a self-closing valve is y, OUTLET LINE. 
its thermostat, and these valves feature a = 
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traight tube extension type having a maxi 
mum 4” 0.D. for their entire length. Thi 


exclusive 
at the 





design eliminates any obstruction 
bottom end which can reduce water 


flow when typically installed in the hot outlet 
line. If overheating 


causes the 
pendably, 
water 





# MOTIVATED BY HYDRAULIC FLUID 
ACTION THROUGHOUT ITS ENTIRE 
thermostat 


occurs, the 


LENGTH — DOES NOT NECESSITATE 
valve to open accurately and de “PUSH RODS” — OPERATION NOT 
discharging only the amount of hot 


AFFECTED: IF BENT ACCIDENTALLY. 
necessary to restore safe conditions a 
Temperature operating range 200° -210°F 











TEMPERATURE posbad facts 
SENSING i Send for “What's What 
ZONE 
Be sure... Use 


at Watts’’ Bulletin 





Watts Regulator Company, Lawrence, Mass. 





You pay no more for unequalled SLOAN quality... 


Double PROTECTION 


with SLOAN 
Vacuum Breakers 
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Municipal plumbing codes as well as U. S. Government speci- 
fications stipulate that all plumbing fixtures be protected 
against the possibility of back-syphonage by either an air gap, 
where practicable, or by an approved vacuum breaker. 

Sloan Valve Company pioneered the development of vacuum 
breakers and was first to gain approval from the National 
Plumbing Laboratory which formerly tested such devices. 
Sloan Vacuum Breakers, sensitive to the slightest vacuum, 
incorporate double protection to prevent back-syphonage 
as follows: 

When a vacuum occurs in the supply line (as indicated 
in Fig. 2), two things happen simultaneously. The swing- 
ing check instantly seats against the water port to prevent 
back-syphonage; and, as it swings, it opens the air port, 
admitting full atmospheric pressure to the fixture, which 
again prevents back-syphonage. 








This superior vacuum breaker represents another achieve- 
ment of Sloan engineering, constantly employed to assure 
outstanding products through research. It is one more ex- 
ample of that bonus of quality you expect from Sloan. And, 
since you can have Sloan quality at no extra cost, why not 
make sure you get it. 


SLOAN FLUSH VALVES 


“S 


SLOAN VALVE COMPANY «4300 WEST LAKE STREET « CHICAGO 24, ILLINOIS 
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a new symbol 


for all these 


QUALITY PRODUCTS 


for plumbing and 
heating from ONE 


dependable source 


This distinctive corporate symbol is a new addition 
to the American business scene and will be found 
on the many diversified products made for the 
plumbing and heating industries by the Mueller 
Brass Co. of Port Huron, Michigan...your one 
dependable source for such products as Streamline 


solder-type fittings, copper tube and valves. 


MUELLER srass co. 


PORT HURON 4, MICHIGAN 


ALSO MANUFACTURERS OF: REFRIGERATION VALVES, DRIERS, FITTINGS AND 


ACCESSORIES @ FORMED COPPER TUBES ® BRASS AND BRONZE ROD @ FORGINGS e 
SCREW MACHINE PRODUCTS @ IMPACT EXTRUSIONS e@ CASTINGS @ ALUMINUM 
WINDOWS @ ALUMINUM SHEET, COIL AND STRIP @ POWDERED METAL PARTS @ PLASTIC 
PIPE, CUSTOM EXTRUSIONS AND INJECTION MOLDINGS. 
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Designed for corner installation, Nickel Stainless 
Aeronca Mfg. Corp., Middletown, Ohio, has 


Steel sink by 


“Swirl-Flo” action. 





Nickel Stainless Steel polishes up to a gleaming finish in this 


model by Federal Enameling & Stamping Co., Pittsburgh, Pa. 


Nickel Stainless Steel resists corrosion in this food preparation 


sink with chopping board by Lyon Stainless Products. 


Strong, corrosion-resisting Nickel Stainless Steel sink has heavy 


duty drainboards. This sink by Just Co., Franklin Park, Ul. 


Biggest seller in their line is this double bowl, 17 gauge, Nickel 
Stainless Steel sink by Zeigler, Harris & Co., Burbank, Calif. 


Good formability of Nickel Stainless Steel is shown by this 
“Tri-Level” by Carrollton Manufacturing Co., Carrollton, Ohio. 


Sanitary Nickel Stainless Steel makes an ideal food center in 
this “Cuisine Centré” by Elkay Manufacturing Co., Chicago, Ill. 


No chip, crack, craze or wear-away in sinks of Nickel Stainless 


Steel. Polar Ware Company, Sheboygan, Wis., designed this, 


Sell quality sinks of Nickel Stainless Steel! 


Sell the sinks. your customers prefer... the best of them are made 
of Nickel Stainless Steel for three good and practical reasons that 


help you sell your prospects a higher quality job: 
~ - 7 


1. Long Life—With Nickel Stainless, 
the first cost is the last...solid all the 
way through—won't crack, chip, dent, 
or wear away. 
2. Lasting Beauty — Nickel Stainless 
Steel resists corrosion, pitting and oxi- 
dation. It keeps its gleaming beauty 
year in, year out 
color SC heme. 


blends with any 


3. Easy Cleaning — No tiresome 


scouring or bleaching is needed to 


keep up the sanitary beauty of Nickel 
Stainless Steel. A quick wipe with 
sponge or cloth is all that’s needed. 

These quality features add up to a 
happy, satisfied customer. They add to 
your reputation for quality and good 
eood-bye to call 
backs and complaints. 


taste. You can say 


4S, ° 
INCO, Inco \ ickel helps make 


Already, Stainiess Steei sinks have 
zoomed more than 50% of all sales in 
the replacement and renovating mar- 
ket. Make sure you get your share of 
the sales ahead. Make sure you pro- 
mote quality sinks of Nickel Stainless 
Steel. 


The International Nickel Company, Ine. 
67 Wall Street New York 5, N. Y. 
> 


“sts c 


| label tells i sink is made 
N ss Steel for better 


yea Look for it 


stainless steel perform better longer. 
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NOW ... WITH THIS DRAMATIC, PORTABLE RCA WHIRLPOOL DISPLAY 


SELL DISPOSERS IN 
3 MINUTES 


using an actual demonstration 
on the job or in your shop! 


Hew 


IMPERIA\ 
FOOD WASTE DISPOS 





Products of WHIRLPOOL CORPORATION St. Joseph, Michigan 
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Put in some beans... point out the many features... 
turn on disposer . . . beans come out finely ground! 


Now, for the first time, you can demonstrate 
disposers without an elaborate setup! Here’s a 
lightweight, portable display that shows actual 
operation . . . is simple, fast to operate . . . and fits 
easily into your car or truck. It sets up on a kitchen 
table or floor, plugs into any 115-V outlet, requires 
no messy garbage, yet shows a disposer’s advan- 
tages realistically and convincingly. 

With it you can dramatize an RCA WHIRLPOOL’s 
quiet operation, efficient grinding, safety control 
top, built-in reversing switch and ease of opera- 
tion. Yes, now in less than 3 minutes, you can tell, 
show and sell RCA WHIRLPOOL food waste disposers. 

The disposer market is big, the profits above 
average. Less than 10% of the homes have them, 
more and more cities are requiring them. Get your 
share of the profits, right now, with RCA WHIRLPOOL. 


Mail the coupon today for all details! 
Contract Sales Division DE-2-0 
Whirlpool Corporation, St. Joseph, Michigan 


I'm interested in profitable sales of food waste disposers. Send 
me details on how to make them. 


Name " — 





Firm Name 





Firm Address ——___ 


City — SO See 








County State 





New Homes from Old 


Provide 


Low-Income Housing in Philly 


Plumbing-heating play key roles in conversions 


PHILADELPHIA A program of 
housing for low-income groups in- 
stituted by this city is being 
watched carefully by municipal au- 
the 


also by remodeling -conscious 


thorities and 


across country 
plumbing and heating contractors. 

The pilot project under the di- 
rection of the Philadelphia Housing 
Authority calls for the purchase of 
200 individual row-homes scattered 
about a broad section in the west- 


ern part of the city. Most of the 


A case history 
in face-lifting 


ar 


TYPICAL ROW-HOUSE being rehabil- 
itated in Philadelphia for low-income 
families. The two-story building has 
six rooms, bath and a_ basement. 


homes are badly deteriorated but 
structurally sound. Each one will 
eventually be completely rehabili- 
tated and then rented to families 
that evidence good housekeeping 
habits and have fairly stable in- 
comes, the authority said. 

P-h contractors who have already 
participated in rehabilitating some 
of the homes are optimistic about 
the work prospects. They recognize, 
however, the competitive conditions 
that exist. As 


required by law 


three bids must be received on each 
and individual homes are fig- 
ured separately. Final authoriza- 
tion of awards is in the hands of 
Harry Brunt, director of engineer- 


job 


ing and construction for the hous- 
ing authority. 

One of the end objectives of the 
reconditioning is to halt the prog- 
ress of blight in a street where one 
or several houses, because of previ- 
ous occupancy, may no longer be 
attractive to either renters, buyers 
or investors. 


a When the first home was com- 
pleted recently, city development 
coordinator William Rafsky joined 
housing authority officials at an 
“open house” celebration to which 
all interested individuals and 


BEFORE AND AFTER: J. P. Magness, Magness Plumbing & Heating Co. of Phila- 
delphia, is shown in a completed bathroom his firm rehabilitated as part of 
the city’s program of providing low-income housing. Photo at left shows some 
of the misuse that the bathrooms had been subjected to before renovation. 
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groups were invited. This home, 
typical of most of the others, is a 
two-story brick house with six 
rooms, basement and bath. It was 
purchased and restored at a cost 
of approximately $9,500, which is 
about half the construction cost of 
a one-family unit in a multiple 
family project, Brunt said. 


a The work of rehabilitation is the 
responsibility of a crew of eight 
engineers working under Brunt’s 
When a property is 
assigned to one of these engineers 
he inspects it thoroughly and re- 
ports its needs in detail. 

The reports may eventually call 
for a p-h contractor’s bill as low as 
$600 or as high as several thousand 
dollars. The total to all crafts in 
one home ran to $3,470. Under the 
authority of the Public Housing 
Administration, a maximum com- 
bined cost of $10,000 was set for 
both purchase and restoration. 

“The work of restoring the 
plumbing and heating in these 
homes will appeal chiefly to small 
to medium size contractors,” Brunt 
said, “due to the fact that each 
house is a separate job and presents 


supervision. 


Fi 


YOU'RE INVITED TO SOUTHERN CALIFORNIA to see Disneyland, Marineland 
and motion picture starlets, besides getting a look at how water heaters are 
made at the Day & Night Manufacturing plant at La Puente. No traveling 
plans are necessary—all of this comes to you via the firm’s latest color-sound 


movie, “Standing Invitation,” 


its own individual problems.” This 
also was pointed out by contractor 
P. J. Magness who has been award- 
ed contracts for a half dozen or 
more of the properties. Magness ex- 
plained that each unit “requires 
careful inspection and its require- 
ments are then matched against the 
work specified by the housing au- 
thority’s engineer.” 











ANTIQUATED HEATING PLANTS were replaced by the modern units shown in 


the picture on the right. 


Note the old “side-arm” water heater on the old 


unit and how it has been replaced by the modern water heater. Both warm 


air and hydronic heating systems 
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are 


used in the renovated homes. 


to be shown to contractors and wholesalers. 


Magness said that while much of 
the work in the homes requires the 
removal of old corroded piping, 
fixtures and the like, considerable 
rehabilitation is also called for in 
the heating equipment and in the 
kitchens. 


w The type of heating in the homes 
may be steam, hot water or gravity 
warm air systems. In all instances, 
the rehabilitated homes will use 
automatic gas or oil systems before 
they are offered to renters. 

the steps fol- 
lowed in the actual renovation, di- 
rector Brunt emphasized that only 
registered plumbing contractors are 
authorized to handle the work. 
Also, the materials and equipment 
installed must be of an approved 
type and put into use according to 
the local codes. 

(NEWS continued on page 12) 


In explaining 


Refrigeration Wholesaler Assn. 
Moves to New Headquarters 

CLEVELAND—Headquarters of the 
Air Conditioning & Refrigeration 
Wholesalers recently were moved 
here from Columbus, O. 

The was announced by 
Thom Muir, executive director of 
the association. The new address is 


21877 Euclid Ave., Cleveland 17. 


move 





News .. . continued from page Il 


BROADCASTING FOR TAX RELIEF for self-employed persons: This panel was as- 
sembled to promote the Smather-Morton-Keogh-Simpson bill which will allow 
yearly deductions to be used for retirement purposes. From left are J. O. 
Hendrickson, National Assn. of Plumbing Contractors; Gen. J. A. McCallan, 
American Veterinary Medical Assn.; R. E. Madsen, Washington, D.C. Junior 
Bar Assn.; F. J. Donohue, American Bar Assn.; 
Assn. of Real Estate Boards 


and John Williamson, National 
The broadcast was made in Washington, D.C. 


Major Appliance Sales in 1959 Top 
Records; 1960 Outlook Also Bright 


New York CIty 
unit 


Manufacturers Assn. are confident 
that 


Total industry 


sales of most major electri- even higher peaks will be 


cal appliances broke all previous reached this year (see chart). 
records in 1959, and member com- 


National Electrical 


As a group, major electric appli- 
ances in the scope of NEMA hit the 


panies of the 


the 
record year of 1950 and showed a 


highest shipment level since 
17 percent gain over the 1958 mark. 
A further gain of 3 percent is fore- 
cast for 1960. 

Built-in food 


waste disposers, dishwashers and 


electric ranges, 
food freezers topped all past indus- 
try sales records and exceeded 1958 
marks by from 9 to 38 percent. 


eShipments of built-in ranges 
reached 750,000 units for a gain of 
38 percent over 1958. Food waste 
disposers registered a 27 
785,000 
Dishwashers, with 


percent 
gain with units shipped. 
925,000 units 
shipped, showed a 24 percent gain, 
1,200,000 
units shipped, registered a 9 per- 
gain. Electric water heater 
shipments totaled 740,000 units, 10 
percent below the 1958 figure. 


and food freezers, with 


cent 


ult is anticipated that dishwashers 
will lead the 1960 parade with in- 
dustry sales totaling 575,000 units 
for a 9.5 percent gain over 1959. 
Built-in ranges expected to 
register a 6.7 percent gain in 1960 
with a new mark of 800,000 units. 
Food waste disposers will follow 
with 825,000 


units for a gain of 5.1 percent. 


are 


anticipated sales of 


MAJOR ELECTRICAL APPLIANCES 


Total Industry Sales—Number of Units (Including Exports) 





APPLIANCE 


1958 1959 


% Change 
59 over 58 


1960 % Change 
(anticipated) 60 over 59 





ELECTRIC HOUSEHOLD 


REFRIGERATORS 3,116,700 3,750,000 


ELECTRIC FARM 
FREEZERS 


(including chest and upright models) 


AND HOME 


1,100,900 .200,000 


ELECTRIC RANGES (Over 21% KW) 
Free-Standing Ranges 100 
Built-In Ranges 400 
Total Electric Ranges 500 


930,000 

750,000 

680,000 

ELECTRIC STORAGE WATER 
HEATERS 

ELECTRIC DISHWASHERS 
(Including motor-driven types only. 
Excludes 
types) 

ELECTRIC FOOD WASTE 
DISPOSERS 


(Plumbed-in units only) 


500 740,000 


24,700 525,000 


miniature or drainboard 


616,500 785,000 


3,800,000 + 1.3 


1,200,000 Change 


950,000 
800,000 
,750,000 


750,000 


975,000 


825,000 
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Pipe Threading Machine 


Maker Is on the Move 


MACHINERY CORPORATION 


ROULAC 


ee ee 


CONSTRUCTION COMPANY 


GROUND-BREAKING CEREMONY: Smiling happily at the site of Collins Ma- 
chinery Corp.’s future home, Robert Collins (right) lifts the symbolic first shovel- 
ful of dirt. Watching are his wife and Mayor Gordon Severance of Monterey 
Park, Calif., new home of the firm when it moves from Los Angeles this spring. 


Crane Seeks Larger 


Share of Market: 


to Set Up Exclusive P-H-C Division 


Cuicaco—In the nine months 
since Thomas Evans took over the 
helm of the Crane Co., the firm has 
undergone what many call the big- 
gest upheaval in its 105-year his- 
tory. The elimination of “unprofit- 
able” lines and company-owned 
branch distributors and the acqui- 
sition of some six new companies 
have marked the rapid changes in 
the brief period. 

Last month, in an exclusive in- 
the newly 
elected president, Wesley Songer, 
DE learned that “Crane has just 
begun.” 


terview with firm’s 


= Hottest item of all was the news 
that the firm will “very soon” an- 
nounce plans for a complete new 
division devoted exclusively to the 
plumbing-heating-cooling indus- 
try. “This new division will act as 
a separate corporation, with its own 
top executive and its own special- 
ized sales organization,’ Songer 
“A similar division will be 
maintained for the industrial and 
valve operations of the firm. 
“What this move means is that 
our field representatives will not 
be serving two masters, the highly 
divergent interests of the complex 


said. 
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industrial process plant market on 
the one hand and the regular 
plumbing-heating-cooling market 
on the other. 

a “The new organization,’ Songer 
said, “has been taking shape these 
past months. Now, the 
many pieces are beginning to fall 
into place like a jigsaw puzzle. 
These include the several acquisi- 
tions made recently, the elimina- 
tion of certain unprofitable lines 
and the lining up of a network of 
independent wholesalers. All this 


several 


plus the fact that more new prod- 
ucts are being introduced leads us 
to a position where we are better 
able to serve the p-h-c contractor.” 


= Songer then pointed to the com- 
pany’s newest acquisition, the Na- 
tional-U.S. Radiator Corp. of 
Johnstown, Pa., as one example of 
how Crane is expanding its line of 
products. National-U.S. is a lead- 
ing producer of heating and air 
conditioning. (As this was written, 
National-U.S. shareholders had not 
yet voted merger approval.) 
Commenting on Crane’s network 
of independent wholesalers, Songer 
said the company has already lined 
up some 1,128 suppliers, including 
branches of those wholesalers. The 
remaining company-owned 
branches, he said, will be retained 
“only so long as it is profitable.” 


=» How do the independent whole- 
salers feel about Crane’s new dis- 
tribution policy? “Very enthusias- 
tic,” Songer said. “Until now, Crane 
was not interested in the problems 
of the wholesaler. We 
switched that attitude to 

‘What does the wholesaler 
How can Crane help?’” 


have 
one of 
need? 


the 
Crane displayed four items at the 
National Assn. of Home Builders’ 
annual show last month. They were 
a line of plumbing accessories, 
called the Star-Lite; a line of com- 
pression plumbing trim, known as 
Crestmont; a lavatory, called the 
Westgate; and a cast iron bathtub, 
the Fairfax. Product 
on these items will be featured in 


a In area of new products, 


information 


(Please turn to page 14) 


Meet the New Crane Co. President 


SONGER 
elected 

and 
chief executive of- 
ficer of Crane Co. 
He had held the 
post of executive 
president of 
firm 


WESLEY 
has been 


president 


vice 
the 
June 


since 
of last year, W. A. Songer 
being one of the first appointments 
made by Thomas Evans after he 
took over Crane last April. 

(L.H.T. Clegg, president of Crane 


Ltd., Montreal, Ont., had been act- 
ing president of the Chicago-based 
company Evans took over. 
Clegg continues as president of the 
Canadian firm.) 

Songer’s background includes a 


since 


term as executive vice president of 
the American Safety Razor Corp. 
and a position on the president’s 
staff of General Electric Co. He is 
a native of Neodesha, Kan. and a 
graduate of the University of Kan- 
sas and the graduate school of bus- 
iness administration of Harvard. 





News ... continued from page 13 


RECOGNITION WAS GIVEN to George Boeddener recently for his 20 years of 
service with the National Warm Air Heating & Air Conditioning Assn. Present- 
ing an honor scroll to Boeddener is C. A. Olsen, long-time association official. 


Briggs Management Fights Back; Says 
No to Crane Bid for Shareholder List 


Micu.—In a 


statement 


WARREN, 
worded 


sharply 
last 
month, Arnold Kohler, president of 
Briggs Manufacturing Co., an- 
nounced that the board of directors 
of Briggs has formally rejected an 
offer by the Crane Co. of Chicago 
to buy the Briggs firm. 


issued 


Kohler also refused to give Crane 
a list of the Briggs stockholders. As 
a result, Crane has taken the mat- 
ter to the Michigan courts. (See At 
Press Time, page 39, for any new 
developments. ) 

In statement of 


his rejection 


Must Management Pay a Christmas Bonus Every Year? 


Kohle1 will 
oppose this attempt to secure a list 
We do not 
believe that the Crane Co.'s pur- 
pose in requesting this list is in the 
best interests of the Briggs Manu- 
facturing Co.” 


said: “Naturally, we 


of Briggs shareholders. 


Crane and its board chairman, 
Thomas Evans, have already gone 
on record as holding more than 10 
the In 


January was 


percent of stock. 
DE’s 


quoted as saying that 


Briggs 
issue, Evans 
Crane “is 
willing to pay cash” for the Briggs 


business. He also said that Crane 


Crane Sets Up Division 


for Plumbing-Heating 


(Continued from page 13) 
DE’s Service Section as it becomes 
available. 
Songer told DE that Crane is still 
its 
desires it to be in the p-h-c indus- 


not quite where management 
try. “We are contemplating further 
acquisitions,” he said, “because we 
want to offer the contractor a com- 
What those 


new acquisitions will be must re- 


plete line of products.” 


main undisclosed for the time be- 
ing, Songer said 


a» Taking a brief look ahead at the 
price that 
Crane prices “necessarily will in- 


situation, Songer said 
crease, probably about 5 percent,” 
because of the rise in steel costs 
that came out of the recent strike 
settlement. 

He added, “this industry has la- 
bored too long with slim _ profit 
margins. An increase in steel prices 
must be passed along, but the size 
will depend on inflation.” 

Concluding with 
DE, that 
“Crane still does not have the com- 
plete product package that we feel 
is necessary and which we will get. 
Crane will settle 
best in this industry.” 


his interview 


Songer re-emphasized 


not for second 


will not stage a proxy fight. 
Some financial sources, however, 
view the court action to require 


(Please turn to page 16) 


See answer, page 16 
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DEMING 


Submersible 
PUMPS 


The New Deming “F” Series of 


Lower ; \ Submersible pumps is modern 
bd : in design, accurately machined 
Prices a( 


and tested to give you the best 
: performance. “Fianite” parts 
| assure smoothest waterways. The 
motor is furnished with 3-wire 


cable and lightning surge arrester. 


For complete detai/s 


More use the coupon below. 


Tho 


] 


DEMING 
Co. 


286 BROADWAY + SALEM, OHIO 


Send me the new ‘‘F’’ series Submersible brochure 
NAME 


COMPANY 


3 e e a e r ADDRESS 
Setti n 2 | , andi 7 ZONE__STATE 


PROGRESS 


WITH 
EXPERIENCE 
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News ... continued from page 14 


LA PLUMBING IN SPAIN: No, that’s not a basic set-up for double plumbing. 
It's a double water tank for a single bowl in a hotel in Spain, Reason behind 


the novel system is the country’s poor water pressure. 


aos a reserve 


The extra tank is used 


The only problem for guests is to decide which chain to pull. 


Contractor Sales Training Moves Ahead; 
2nd Course Gets Under Way in Dayton 


Dayton, O.—One of 


instructors 


the first 


wholesaler graduated 
from the Plumbing-Heating-Cool- 
ing Information Bureau’s sales 
training courses began teaching a 
class of his own last month. He is 
James Pease of the New 
(O.) Supply Co., who represented 
an all-industry group from Dayton 


3remen 


at the bureau’s first training class 
held Chicago 
(See DE for January, page 114.) 


Pease’s class in PHCIB’s selling 


last December in 


Here's answer to the labor- 
relations question, page 14 


ARBITRATOR'S 
DECISION (XO 





NO, uncess 
ESTABLISHED BY 
CONTRACT, A BONUS 
16 VOLUNTARY AND 
MAY BE BASED ON 

EARNINGS. 
Based ona 1959 








New York Decision 





fundamentals is being presented to 
23 members of the Dayton Master 


Plumbers Assn. and one _ repre- 
sentative of a local wholesaler. A 
graduate of the second trainer 
course, William Kehl of the M. J. 
Gibbons Supply Co. here, is assist- 
ing Pease in teaching, as will mem- 
bers of the bureau’s sales training 
council. 

As more “Train the Trainer” 
classes are held, said PHCIB presi- 


Briggs Says ‘No’ to Bid 
for Shareholders List 


(Continued from page 14) 
Briggs to give Evans the sharehold- 
ers list as an omen of future strug- 
gles, including a proxy battle. 

Kohler’s statement also called at- 
tention to the fact that the Federal 
Trade Commission is investigating 
Crane’s purchase of Briggs stock to 
determine whether it violates any 
of the provisions of the anti-trust 
Both the FTC 


refused to confirm or deny that an 


laws. Evans and 
investigation is under way. 
Neither Evans nor Wesley Son- 
ger, new president of Crane, could 
about 


be reached for comment 


Kohler’s remarks. 


William 


number of 


“the 
will 
benefit from this program will mul- 
tiply rapidly.” of the 
first trainer classes have already 


dent Fitzpatrick, 


contractors who 
Graduates 


scheduled contractor selling courses 


in various cities. 


# With the graduation in Chicago 
last month of the second instructor 


training classes, a total of 31 in- 


structors now are prepared to put 
the course to work in their local 
marketing areas. 

PHCIB has announced that the 
third “Train the Trainer” course 
would be held during the week of 
March 28 in Chicago. For informa- 
tion about enrollment, contact the 
PHCIB, 35 E. Wacker Dr., Chicago. 

(NEWS continued on page 134) 


Seek More Inspectors to Help Enforce 
New York City’s Central Heating Law 


New York City—In a move to 
“speed up” the campaign against 
landlords who have failed to com- 
ply with this city’s heating law for 
multiple dwelling units, commis- 
sioner of buildings Peter Reidy has 
requested that 50 additional in- 
spectors be put on his staff. 
Gotham’s law requires all multi- 
ple dwelling units to have central 
heating plants or “approved” space 
heaters. Deadline for compliance 
was November 1, Reidy said. He 


estimated that there are some 13,- 
500 such dwellings that have not 
yet complied, containing 61,000 
apartments and housing 245,000 
persons. 


= The law was passed nearly four 
following a rash of 
deaths and was aimed at 
“marginal” or slum property which 
had no central heating. A year ago 


years ago, 


“heater” 


the law was amended to allow ap- 
proved space heaters. 
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Gaslights are 
coming back 
to add a gracious 
touch to 


modern living 





Homeowners, developers and builders are 


bringing back the soft, pleasant glow of 


gay ninety gaslighting for driveways, patios 
and garden walks. 

Architects and local gas companies 
sparked this resurgence, and lamp manu- 
facturers are producing replicas of many 
charming turn-of-the-century gas lamps. 

In Shreveport, La., for example, almost 
8,000 lights, manufactured by Arkla Air 
Conditioning Corp., of Evansville, Ind., 
have been installed since February, 1958 
in restaurants, motels and homes. 

The Eubanks Heating Company, also of 
Shreveport, La., has installed gas carriage 


lights on the grounds of many homes in 





this area. They use 60’ coils of 14"’ Type L 
Bridgeport Copper Tube, obtained through 
Amstan Supply of Shreveport, for their 
fuel lines. Copper, of course, is the natural 
choice for a job like this. Shallow trenches 
are dug, the easily handled tube is laid 
down, connected up, and then covered. 

Under or above ground, you can’t beat 
Bridgeport copper tube. Light weight, 
easily bent, simple to install (no threading 
required, just simple flaring) Bridgeport 
copper tube is the natural lasting choice 
for gaslights as well as plumbing, heating 
and cooling jobs. For a complete list of 
plumbing products designed with you in 


mind, write Department 6002. 


Bridgeport 2, Conn. * Sales Offices in Principal Cities 
Specialists in Metals from Aluminum to Zirconium 
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System Fails After One Year; 
Is Contractor Responsible? 

How long does a plumbing con- 
tractor remain responsible for 
work he’s performed? 

A contractor was sued by a 
property owner for an allegedly 
defective sewer line which be- 
came obstructed and flooded his 
basement. Testimony showed 
the line had worked properly for 
a year before the flooding oc- 
curred. After that, it was cleared 
with a rooter. At 
one time, a section of 


the 


The homeowner argued that the 


snake and 
six-foot 
line had to be replaced. 
trouble resulted largely from the 


“improper pitch” of the line. 


a lf that were so, said the court, 
flood for 


than a year? And wasn’t there 


why didn’t it more 
a possibility that cleaning oper- 
ations had damaged the six-foot 
length? With these questions in 
mind, the court decided respon- 
sibility could no longer be fixed 
on the contractor and he was 
absolved of damages. 

Citation: Levy v. C. 
Co., 139 A 2d 738. 


Young 


Court Renders Decision 
on Accident Compensation 


A journeyman plumber on 
24-hour emergency call had tire 
trouble on his truck after a job. 
He made it to the office on a 
spare and was told to store his 
equipment. Before doing so, he 
drove to a gas station to have the 


18 


E LAW! 


Legal Decisions of Interest to Contractors 





tire repaired, On his way back 
to the shop, he was killed in an 
accident, 

The contractor contended that 
compensation should not be paid 
the occurred 


because accident 


while the journeyman was on a 
personal errand, However, the 
court before which the case was 
heard pointed out two impor- 
tant facts 

First, since the worker was on 
his way to store his equipment, 
he was still engaged in the busi 
ness of his employer 

Second, because he was sup- 
posed to keep his truck in readi- 
ness for round-the-clock calls, 
the trip to the garage was in his 
employer's interest 

Consequently, accident com- 
pensation was given to the jour- 
neyman’s survivors. 


Citation: Spry v. Polt, 142 A 
2d 484. END 





Was he right? 


“in any way . 





YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 


A contractor sold his business and agreed not to estab- 
lish a new, competitive one for several years. Subse- 
quently, though, he loaned money to a relative to begin 
a directly competitive firm. The buyer of the original 
firm sued, but the contractor argued that he had simply 
made a loan and had not entered the business himself. 


Ordinarily, courts uphold noncompetitive agreements. 
In this case, they also ruled the contractor liable par- 
ticularly because his agreement specifically stated he 
would not become interested in a competitive business 
. or assist one.” 


(Citation upon request from Domestic Engineering.) 





* * 


Obviously, he had. 
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GROUND JOINT RUBBER CONE LEAD WASHER 


G Supp for aur 


Cooper Job Situation 


36,000 square feet of 
floor space devoted 
exclusively to the 
manufacture of Brass 
Fittings and Assem- 
blies. 
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Lavatory or Closet Supply 
%” or V2” OD Riser 
Flare or Compression Fittings 


Ground Joint or Rubber Cone 
Washer Connection to Fixture 


Furnished with Angle or Straight 
Fittings or with Angle Stops 


Packaged in Five Riser Lengths 
12", 17", 20", 20", 28") 


EASTMAN 


PRODUCTS CORP. 


Plano, Texas e Louisville, Kentucky 





CS$&B steps ahead in labeling, too! 


The BRAND NEW CS8&8B label instantly identifies every ite 


en : SaV ng YOu 
time and n 


The 


( a 


t effort to supply 


for you to BUY, STOCK 


THE CONNECTICUT STAMPING & BENDING CO. 
NEW BRITAIN, CONN., U.S.A. 
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to our customers 


I who have contributed so 
our employees much toward our progress 


our suppli ers over the past half century 


it 


Samuel Greenwald, President 


HAMMOND BSRITE-KOTEs BRONZE VALVES 
HAMMOND VALVE CORPORATION, HAMMOND, INDIANA 


Member of Vaive Mfgs. Assoc. 

















nahi ne 
beauty of a 


JENSEN 


DESIGN 
and FINISH 


*® Only JENSEN gives you the lustrous “see- 
yourself” mirror finish. 


® Only JENSEN gives you the smart new 
CONTOUR shape with easiest-to-clean 
corners. 


, & 


Sf Site S 
Aa em ayer aee A tae T 


Know how the gals rave about 
a new hairdresser or a no- 
calorie dessert? Well 
that’s the way they rave 

to all their friends 

about their new 

Jensen Stainless Steel 
Sinks. So put this rave- @ 
power to work for 

you. Sell a Jensen and 
you'll sell a whole 


neighborhood! 








JENSEN Jensen-Thorsen Corp 
239 Interstate Road 
STAINLESS STEEL SINKS Addison, Illinois 
Send for the latest 
Jensen-Thorsen catalog Dept. D-1 


Guaranteed for ninety-nine years 





Sink Sunk in '60 Census 

Everything but the kitchen sink 
is going to be included in the ques- 
tionnaires for the government’s 
1960 national census. 

The reason the census bureau is 
ignoring the sink is because just 
about every home has one nowa- 
days. Nevertheless, the census 
should uncover a lot of facts that 
will vitally concern the plumbing 
and heating industry. 


time, the 
the number of 
bathrooms in the home, source of 


aFor the first 
counters will 


nose- 


ask 


water, method of sewage disposal 
and whether there’s air condition- 
ing, a clothes washer and a dryer. 


In Tubs We Trust 

It’s natural, of course, but some 
plumbing contractors have come to 
bank on bathtubs too much. 

On Chicago’s south side, for ex- 
ample, a contractor hid $2,000 be- 
hind his bathtub. Who’d ever think 
of looking there, he reasoned. 

Somebody did. And the only con- 
solation the contractor has is that 
his money is in the hands of a 
burglar who knows a good tub 
when he sees it. 


Joe Sent Me! 

As if it weren’t disturbing enough 
that the Russians may be ahead of 
us in space travel, education, etc., 
now we hear they’ve done us one 
better in that historic American 
pastime—making home brew. 

Ever since Krushchev put a cork 
on vodka drinking, the Russians 
have been distilling the stuff in 
bathtubs like thirsty Americans of 
the 1920's. 

But in the town of Savin, the do- 


DoMEsTIC ENGINEERING, FEBRUARY 1960 


it-yourself movement would have 
drawn the admiration of our most 
enterprising old bootlegger. Two 
comrades took over the entire pub- 
lic bathhouse to go into mass pro- 
duction, leaving everybody else out 
in the cold. 


a We'll bet, though, that even six 
years after Stalin’s death, nobody 
gets into a Russian speakeasy by 


saying—“Joe sent me.” 


Do-it-Yourself Wholesaling 

Somebody in Chicago wants to go 
into the plumbing business and 
thinks the government should help 
small businessmen. 

First, the enterprising fellow re- 
moved three flush valves from the 
men’s room of a civic center. Then 
he took valves from both the city 
hall and the county building. To 
add insult, he struck again at po- 

(Please turn to page 24) 





almost as formal. 


entering the home. 





Ties, Toes and Tea 


An English plumbing contractor has issued orders to his 
journeyman plumbers that should make them as welcome 
in the customer’s home as Prince Philip—and on terms 


From now on, his men will: 
—Wear collars and ties at all times. 
—Bring their own doormats to wipe their feet before 


—Carry portable stoves for brewing their own tea. 
And, we might add, as a final good-will gesture, don’t 
forget to pick up the crumpet crumbs, chums! 











WHAT’S THE LAW? 

RicumMonp Hitt, N. Y.—We are 
looking for a particular item that 
appeared in your “It’s the Law” 
column. We don’t know what is- 
sue it appeared in, and we hope you 
can give us copies of this page pub- 
lished in the last two years. We 
know the item we’re looking for 
was in your magazine, as no other 


magazine that we receive has this 
regular service. 

We are avid readers of DomEstTIc 
ENGINEERING and refer to it fre- 
quently in our business. 

JEROME GREENSPAN 


@ Tear sheets of articles published in 
the past two years were sent to Mr. 
Greenspan. This month’s “It’s the 
Law” feature appears on page 18. 


Says Privazoning has much to offer; 


’ 

can't be allowed to 
WasuHinctTon, D. C.—I would like 

staff of Do- 

ENGINEERING for the excel- 


to congratulate the 
MESTIC 
lent report on Privazoning that ap- 
peared in your November issue. 

This article is one of the finest 
reporting jobs I have ever seen 
It ties together a group of very 
complicated facts, opinions and ex- 
periences in a clear, easy-to-read 
analysis. 

I have read the article completely 
three times and each time am more 
amazed at the ease with which it 
handles so complex a matter. 


aThere is no doubt that this is 
the most important story ever to 
appear on Privazoning. Indeed, it 
is probably the most important 
story on any matter to appear in the 
plumbing press during my entire 
association with the industry. 
Privazoning was introduced near- 
However, for 
various reasons (primarily lack of 


ly two years ago. 


24 


die by default 


funds) this industry has not under- 
taken any consistent, long-term 
program to promote Privazoning. 
Nor has it decided to drop it. This 
is a very serious matter. Privazon- 
ing has so much to offer the indus- 
try in terms of future prosperity 
and growth that it cannot be al- 


lowed to die by default. 


al have sent tear sheets of your 
article to more than 60 top execu- 
tives among the plumbing fixture 
manufacturing industry, together 
with personal letters to each calling 
their attention to this excellent an- 
alysis of the most important issue 
facing the industry today. 

I’m looking forward with eager 
interest to your further reports 
which I understand will appear in 
the next several issues of DE. 

WILLIAM KRAMER 

Secretary 
Plumbing Fixture Mfrs. Assn. 
(More Privazoning comments, page 28) 


Between Ourselves 


(Continued from page 23) 
lice headquarters, this time getting 
an inventory of hot and cold water 
faucets. 

The have a 
scheme on tap, details of which re- 
All the chief would 
say, in proper Dragnet tones, was: 

“When he comes back for the 


police, however, 


main secret. 


toilets, well, we’re ready to slam 
the lid on him.” 


Hats Off, Ladies! 

Wives who get tired of watching 
their husbands wear silly head- 
pieces at late parties would enjoy 
the turnabout staged recently by 
the Ladies Auxiliary of the Asso- 
ciated Plumbing 
Fort Worth, Tex. 

They became “Mad Hatters” by 
designing chapeaux of 
Mrs. Joe Cloud 


with a heads-up arrange- 


Contractors of 


plumbing 
items. won top 
prize 
ment combining a red plunger with 
washers, stoppers and faucet han- 
dles, all topped by a closet float. 
Another winner featured a mini- 
ature toilet seat, no doubt for peo- 
ple concerned with mental hygiene. 


MAD HATTERS: Mrs. Joe Cloud (right) 
shows off her closet float-topped 
chapeau which took first prize. With 
her is Mrs. Bill Delp who took second. 


For the industry’s most com- 
plete coverage of new products, 
turn to the special 16-page sec- 
tion beginning on page 161. 
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RECOMMENDED FOR DEEP WELL 
SUBMERSIBLE PUMP INSTALLATIONS... 


ID PIPE 


made of ABS Plastic 


RIGID PIPE SUBMERSIBLE PUMP INSTALLATIONS OFFER 
NEW PROOF OF SUPERIORITY OVER CONVENTIONAL PIPE 


In municipal installations ... in irrigation 
BE ABSolutely SURE... lines... in sprinkling systems .. -and now in 
submersible jet pump installations, rigid 
yn INSIST ON RIGID ABS PIPE pipe made of Cycolac ABS is demonstrating 
Sy a its ability to out-perform conventional pipe! 
Highly tensile and rustproof, it is recom- 
IT <i <e Kae mended by submersible pump manufacturers 
VY & OQ) / A g for 100-ft. and deeper wells. Tasteless, odor- 
od ad =. less and non-toxic, it is fully NSF-approved 
for carrying drinking water. Swiftly installed 
THE BORG-WARNER PLASTIC THAT IS and connected, it is acclaimed by submersi- 
TOUGH, HARD AND CORROSION-RESISTANT ble pump installers everywhere—saves 50 
to 75 per cent over metal pipe installation 
costs! An added feature—servicing a unit 
suspended from lightweight rigid pipe is 

relatively simple! 

Write for the name of your nearest supplier 


MARBON CHEMICAL vivision BORG-WARNER 


WASHINGTON WEST VIRGINIA 
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and KHORMICaA.... joined together 


Laminated Plastic 


to create the most exciting 


shower news in years! 


wonderwall 
Grerssraarereceyns 


FIAT has taken colorful, easy-cleaning Gold Sequin FORMICA right into 
the shower with the most advanced complete shower cabinet ever made. Here’s 

built-in consumer appeal with an extra builder-bonus. For Wonderwall 

Commodore supports itself . . ..no masonry or tiling. . . 

plumbing contractor makes complete installation in minutes. 
Wonderwall Commodore package is complete—sparkling Wonderwall panels, famous 

Fiat PreCast terrazzo floor, genuine factory-glazed crystal-grade glass doors 

and panels, gleaming anodized aluminum frames, and choice of plumbing trim. 
Simple, quick, economical installation! Send:coupon for full details. 


the 


inside = GOLD SEQUIN FORMICA 


story! 
Revolutionary WONDERWALL 


Pace setting Wonderwall panels contain 
a full inch of light weight sound-deaden- 
ing Styrofoam insulation, reinforced by 
two sheets of rustproofed metal and sur- 
faced. with genuine FORMICA. Built-in RUSTPROOFED METAL 
strength of full panel structural Wonder- 

walls replace masonry construction, tiling, 

time consuming piece-by-piece assembly. 

There is no stronger, quicker or more 

economical method of quality shower con- 

struction. 


RUSTPROOFED METAL 


SOUND-DEADENING STYROFOAM 


FIAT... FIRST IN QUALITY SINCE 1922...PACKAGED SHOWERS ¢ FLOORS « DOORS / tower ROOM ENCLOSURES 















































Get the facts about METAL MANUFACTURING CO. 


these new time and 
cost cutting products 
—send today for 
details! 


9301 Belmont Avenue, Franklin Park, Illinois 


Please send me your folder, the new ‘Wonderwall’ Commodore. 
strategically located plants for , 
fast delivery at lower cost! — SZ-| Name Position 
Plainview, Long Island, New York; ii 
Franklin Park, Illinois; Los Angeles, Calif. : Company 
Albany, Georgia; 
Orillia, Ontario, Canada 











Address 





City 











Letters 





(Continued from page 24) 
WHOLESALER ENDORSES 
CONTRACTOR SALES TRAINING 
ARDMORE, Pa.—It was particular- 


ly good to read your report on 
“What Happened in Dubuque” as 
the 


training 


value of 
the 


results obtained by those who par- 


further evidence of 


contractor sales and 


ticipated. It certainly appears that 
the training school was a huge suc- 
cess and is the major reason why 
plans are being laid to hold others 
throughout the country 

has done 
the 


promote 


al believe Hajoca Corp 
as much as any company in 
industry in an effort to 
the sale of plumbing and heating 
the 


Many years ago, I believe it was in 


materials through contracto 
1930, we employed a sales promo- 
tion expert to hold meetings with 
the trade, the expense of which was 
borne by Hajoca. 

Over the years we have contin- 
sales meetings fo1 


effort to 


ued to 
the 


sSpons¢ yT 


trade in an have a 


larger share of the merchandise 


distributed in the traditional way, 
namely manufacturer to wholesaler 
to contractor to consumer. 

We are exceedingly interested in 
the work being done by the P-H-C 
Information Bureau, and in addi- 
tion to backing it financially, we 
plan to help interest the contractor 
as the training schools are put on 
in the various territories where we 
are doing business. 

J. W. S1 
President 


CLAIR 


Hajoca Corp 


QUALITY OF DUBUQUE PROGRAM 
WILL BE REPEATED ELSEWHERE 
ELKHART, IND.—Your coverage of 
the Dubuque training program in 
November was wonderful. 

We are very enthused about the 
possibilities of the “train the train- 
er” program for 1960. By carefully 
selecting the students for this phase 
of the P-H-C Information Bureau’s 
sales training program, we expect 
to maintain the same quality per- 
formance in other areas of the 
United States. 

LEE MARTIN 
President 
NIBCO (Northern Indiana 
Brass Co.) 
@ Mr. Martin and Mr. St. Clair 
members of the PHCIB board. 


are 


More comments on the Privazoning report... 


“ITS A TREMENDOUS ASSIST 
TO THE INDUSTRY” 
New York CIty 


the recent story on Privazoning in 


I truly enjoyed 
DomMEsTIC ENGINEERING. You know 
it was the most complete story yet 
written on this new idea, and I be- 
lieve that it probably obtained ex- 


An old company with a new name 
wants a modernized letterhead ... 


WasH.—I 


magazine 


SUNNYSIDE have read 


your with special in- 


terest for several years now. At 


numerous times I’ve given con- 
siderable thought to your articles 
on the selection of a company name 
and the importance of a letterhead. 

The firm of which I am now sole 
owner has been in business in ap- 
proximately the same location for 
24 years. It was founded by my 
father, who had been engaged in 
the business in 


building various 


enterprises since 1893. 


1955. 


then my brother Roy and I have 


mHe passed away in Since 
continued operating the business 
as Emmette Taylor & Sons until 
March of this year, when the part- 
nership was dissolved, with Roy 
establishing a wholesale plumbing 
supply firm and myself continuing 


the retail and contracting business. 
I have continued to operate unde1 
the name of Emmette Taylor & Son. 


al have given considerable thought 
to changing the name, incorporating 
the name Taylor but making it 
much more descriptive of the type 
of business I’m in. Taylor Plumbing 
and Mechanical and Taylor Plumb- 
ing are a couple of possibilities I 
Our 
primarily in plumbing contracting, 


have thought of. business is 
lawn sprinkling systems, pump in- 
stallation and related products. We 
also do some heating work. 

I'd be very pleased to have your 
comments and suggestions. 


JERRY TAYLOR 


@ The new letterhead, with the com- 


pany name DE suggested for Mr. 
Taylor, appears on page 48. 


cellent readership in the industry. 

One of the most helpful parts of 
the 
comments from builders, the trade 


this report was roundup of 
and others connected with the in- 
stallation of plumbing fixtures. I 
will be most interested in reading 
what users have to say about it. 
You are to be congratulated on 

the tremendous assist you are giv- 
ing our industry. 

R. W. WILLIAMS 

General Marketing Manager 
American-Standard Plumbing 
& Heating Division 


“MOST IMPORTANT STORY 
ON PRIVAZONING” 


Cuicaco—Your special report on 
Privazoning was probably the most 
important story on this industry’s 
brainchild to appear to date in any 
publication. You deserve the con- 
gratulations of the entire industry. 

The only suggestion that we can 
offer for the future is that you 
with the secretary of 
association, William 
encourage all segments of the 


work our 


Kramer, and 
plumbing fixture industry to give 
the full support it de- 
serves. We believe Privazoning has 


this idea 
a great potential and intend to sup- 
port it with all the means available 
to our company. 
Oscar GERBER 
President 
Gerber Plumbing Fixtures Corp. 
(LETTERS continued on page 30) 
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More than 5,000 LEE's te Please 
CAST BRASS FITTINGS & VALVES fit:.5:" 


Flared . : 
Tube Couplings Cast Soldered 


Male Adapters 
90° Flared e 
Tube Elbows ‘ Bent Boiler Couplings 


x Extra Heavy 
< 90° Copper to Female Elbows Serewed Ghana 
‘tag 


as «Bra 4 M 

. < — o = 

| be "Sa acer ” 7 e) ! LEE | 
& 


Fiat Head 


Cas Stops 


Compression Stops Soldered Elbows 


| ‘ ia “Ses tooo, 2 ~ = : 
2 am af | Hp \ 


Extra Heavy Screwed Tees Cast Soldered Tees Fleved Tube Tees Serewas wee 


Valve (and wrought fittings) — which care is the forerunner 
of the highest quality possible. But, to be sure of excellent 
service, every “LEE” is individually air-tested under water 
(with 100 pounds of air pressure). This is a guarantee of 
being leakproof. 


| There’s sincerity built into each LEE Cast Brass Fitting and 


MnTre 
As proud craftsmen, each product is “signed” with the name 


EACH ONE TESTED UNDER of LEE cast into it. SPECIFY LEE (by name) and you'll SEE! 


Hew Catalog! 


The 1960 Edition of the LEE BROTH 
ERS Catalog, featuring more than 5,000 
LEE’s to please, will soon be off the press 
This is also a reference book, with much 
helpful engineering data (worth keeping 
ever handy). Send for your copy now 
Ask for Catalog No. 60 


Many LEE products 
are packed in indi- 
vidual cartons for 
shelf use and easy 
identification 


Where practical, For faster, lower-cost service, reserve factory stocks are carried in 
LEE cartons are New York, Boston, Los Angeles, Dallas, Philadelphia, Anniston, Cleve- 
packed and shipped land and Ft. Lauderdale 
in distinctive, sub- 
stantial corrugated 
boxes for greater 
protection, and con- 
venient handling. LEE pays the freight on all shipments 
of 250 pounds net or more. Let this 
quantity be your minimum order and 
save the cost of shipping. 
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Letters 





(Continued from page 28) 


HOW TO HANDLE IDLE TIME 
ON AN EMERGENCY JOB 


West Prarins, Mo.—I 
interest your 
“How to 
emergency job.” 


read with 
recent editorial on 


handle idle time on an 
Through my own experience I 
have seen idle time cost plenty of 


The handle 


this problem after the journeyman 


money. best way to 
calls in with a request, to use your 
example, is to send him to another 
job and, if possible, go yourself or 
send a foreman to the job to size 
up the situation, as any customer 
likes to the 
enough in his problems. 


see boss interested 
Customers do not resent a fore- 


man or salesman coming to the job 


HOW THE SEAT WORKS: By pressing 
button A (right), a stream of warm 
water flows out. The button at left 
provides a flow of warm drying air. 


nearly as much as to see a man that 
uses the tools standing around. If 
the tells the 
plumber to stay on the job he 


boss journeyman 
should know enough to busy him- 
self in the basement or somewhere 
until the laborer arrives. 

JOHN PALMER 


WE HEAR FROM AN OLD 
FRIEND IN MEXICO 


Tampico, MExIco 
antly surprised with the arrival of 
issue of Domestic ENGI- 
NEERING, which I’ve been reading 
with 


I was pleas- 
a recent 
head to 


tail. And after 30 years I find it as 
interesting as 


great interest from 


ever before and 
much improved in all senses. 


I feel very satisfied to have in my 


library this technical magazine that 
treats and solves all the problems 
we face in our trade every day. I 
feel myself now part of a very big 
but well-known family of Amer- 
ican plumbing contractors. 

FELIX MARTINEZ 


HOW TO PREFABRICATE 
CAST IRON SOIL PIPE 


New Orveans, La.—We would 
appreciate receiving a reprint of 
your article on the Mickey jig for 
prefabricating cast iron soil pipe 
and fittings. I believe it appeared 
in one of your 1958 issues. 

ELRoY ECKHARDT 
James F. Neil Co. 
e@ The article describes a system of 
prefabricating soil pipe invented by 
George (Mickey) Kjellberg of Lake 
Worth, Fla. For more information, 
write to Domestic Engineering, 1801 
Prairie Ave., Chicago 16. END 


Sittin’ Pretty . . . New Toilet Seat Washes, Dries 


A Los Angeles inventor has 
given the public a startling new 
what he 
siders a backward area of mod- 
ern life. 


development in con- 


Harry Umann, a criminal law- 
yer with a mechanical bent, has 
created a wash-and-dry plastic 
toilet that eliminates the 
need for tissue. Buttons on the 
right side of the seat direct a 


seat 


spray of warm water at the user, 


THE TWO STYLES of Washex automatic seats for residential (left) and non- 
residential uses are shown. A flexible supply is used for the water connection, 
and a plug-in cord provides the electricity for warming the water and air. 


and then a drying stream of 
warm air. The seat, say its pro- 
moters, is adaptable to both resi- 
dential and non-residential uses, 
and can be connected to the wa- 
ter supply in minutes. 

The Washex Corp. of Santa 
Monica, Calif., which bought the 
patent rights recently, says the 
seat “provides absolute personal 
cleanliness and fits perfectly into 
the American Way of Life.” 


= “Washex is no accident,” DE 
was told by Leon Jaffe, execu- 
tive vice president of the cor- 
poration. “The inventor spent 
years developing it, and after ac- 
quiring the manufacturing rights, 
our company invested over a 
quarter of a million dollars per- 
fecting it for public use. 

“As an aid to personal cleanli- 
ness and a health safeguard, 
Washex has no equal.” 

Readers who desire further in- 
formation may obtain it by cir- 
cling ‘“‘Wash & Dry Toilet Seat” 
on the reply card, page 177. 
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New Chevy pickups pay 
off in new ways 


Chevy's new way with work makes short work of meanest 
hauling jobs — gets them out of the way faster and easier, 
more economically and profitably. Pick the pickup that 
suits your needs from Chevy's big 11-model lineup that 
includes stylish Fleetsides, handy Stepsides and new lower 
priced 4-Wheel-Drive models. 


The trim, low lines of Chevy's 1960 pickups only hint at 
the tremendous difference in store for you. Their totally 


new chassis design is engineered from the road up to 
deliver payload performance like you've never known 


1960 CHEVROLET 
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before. For example, Chevrolet's new torsion-spring inde- 
pendent front suspension and new frictionless rear coil 
springs give you the smoothest truck ride you've ever 
experienced whether loaded down or running empty. 


And the new drop-center frame construction lowers 
Chevrolet's over-all height. This results in easier cargo 
handling, easier cab entry and exit. And it means a lower 
center of gravity which, teamed up with Chevy's advanced 
suspension, produces new stability on the road. There's 
new sure, easy handling that pays off in higher safe speeds, 


shorter trip times, more work and more profit per day! 


All this and much more — including the latest in eco- 
nomical V8 or 6-cylinder power and totally new cab com- 
fort — is yours in a 60 Chevy pickup. Find out for your- 
self the difference Chevy’s advanced design can make. 
Get full details from your local Chevrolet dealer. 
Chevrolet Division of General Motors, Detroit 2, Michigan. 


“TRUCKS seaeaar 
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MUELLER BRASS CO. 


Streamline: 


speed plumbing 
fixture installation 
ooccese- reduce 
carpentry time 


EASY 2-STEP 
INSTALLATION 


1. NAIL TO STUDS: Nail 
strap to stud faces, driv- 
ing lip of strap into stud 
for maximum rigidity. 
Three inch copper stack 
will clear easily where 
wall is of standard 2 x 4 
construction. 











2. ATTACH HI-EAR ELLS: 
Fasten ells to back side 
of supporting strap, using 
self-tapping screws. Pre- 
punched holes allow ac- 
curate centering of ells 
to fixtures. To complete 
assembly, solder tubing 
to ells. 


The new Mueller Brass Co. Hi-Ear Ell Kit is 

being hailed by plumbers everywhere as a real 
time-saver in making plumbing fixture 
installations. With the Hi-Ear Ell Kit and only a 
hammer and a screwdriver, the plumber 

can install a typical hot and cold supply assembly 
and make the solder joints in a fraction of 

the time needed with the old style method. 

This is possible because, with the Hi-Ear Ell Kit, all 
carpentry work such as sawing, notching and 
fitting is eliminated. A recent field study 
conducted on an average 5 fixture installation 
conclusively proved that the Hi-Ear Ell Kit was 
82% faster resulting in a $6.70 saving 

over the old conventional method. Get a 

Hi-Ear Ell Kit today, use it, and you'll never 

go back to the old way. 


MUELLER BRASS CO. HI-EAR ELL 
KIT contains: 10 Hi-Ear Ells; 6 alumi- 
num straps with pre-punched holes; 
20 self-tapping screws for mounting 
ells to straps; 12 nails for attaching 
aluminum straps to stud facings. 
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MUELLER srass co. 


PORT HURON 4, MICHIGAN 
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WATER LUBRICATED 


In submarines ...and in Franklin Submersible Motors, water- 
lubricated bearings provide the most dependable performance with 
maintenance-free operation. Water lubrication results in less fric- 
tion loss than comparabl oil-lubricated bearings ...and there is 
no possibility of damage from loss or dilution of lubricant. 
Submersible pumps powered by Franklin Motors continue first 
in contractor-dealer-customer acceptance and sales. Manufacturers 
who lead today and look to tomorrow offer the very best in sub- 
mersibles ... Franklineered for dependability. Franklin Submers- 
ible Motors are furnished in ratings from “4 through 40 H. P. 


| oS Ek ctric C, ae | = ° 


BLUFFTON, INDIANA 


DEPENDABLE MOTORS BACKED BY NATIONWIDE REPAIR-EXCHANGE SERVICE 
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The SATURDAY EVENING POST, SUNSET, HOUSE & _ times as many people know the Church brand as all the 
GARDEN (including HOUSE & GARDEN’S BOOK OF © other brands combined. Cash in on your share of this na- 
BUILDING) —three of America’s top magazines, and Church _ tional advertising support — and the fame of the Church 
ads appear this year in over 37 million copies of them! brand name. Stock Church seats — available in a wide range 
This kind of advertising support is another reason why three _ of styles, color and price through your plumbing wholesaler. 


[Church] ‘the best seat in the house... ° 


Amenican-Standard and Standard « are trademarks of AMERICAN -Standard 
American Radiator & Standard Sanitary Corporation. 


F CHURCH DIVISION 
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says C. E. Schreyer, Pres., C.E. Schreyer & Son Inc., Mamaroneck, N.Y. 


“With all the new homes going up and old ones being remodeled, 
competition for plumbing and heating jobs has been pretty hot 
around here. The fact that we’ve landed a good many I attribute 
largely to our Yellow Pages advertising. It has helped us almost 
double our business in the last five years. 

“One thing I’ve noticed is that people almost always use the 
Yellow Pages when they have an emergency and can’t get their 
regular plumber. We pick up a lot of work that way. 

“With three trucks going full time and volume growing every 
year, we figure the directory is a good investment.” 

Advertising in the Yellow Pages will help you develop greater 
AWHERENESS of your business and the services you offer. The 
Yellow Pages man is anxious to show you how it works. Call him 
at your local Bell telephone business office. 


| 





CHARLES B. SCHREYER & SON INC. 


PLUMBING AND HEATING : 

ALTERATIONS AND NEW HOMES © 

GAS HEATING — GAS WATER HEATERS 
Prompt Service on All Calls 


@ 25 Years of Satisfactory Service « 
AUTHORIZED CRANE DEALER 


Visit Our Showroom OWens $-2232 | 


PARKING IN REAR OF STORE 

















| At 521 N. BARRY AVE.. MAMARONECK 


x 





DISPLAY ADS in two Yellow Pages directories help 
spread Mr. Schreyer’s sales message throughout the 
area he serves. The ad shown here (reduced) appears 
under Plumbers. Schreyer’s also places a display ad 
under Heating Contractors in both directories. 





Find Us Fast 





inThe Display this sales-building emblem wherever your prospects can see it. 
| Yellow Pages The Yellow Pages representative will gladly supply as many as you need. 








DomeEsTIC ENGINEERING, FEBRUARY 1960 











Idea File 


MANAGEMENT TIPS FOR CONTRACTORS 


Some tips on compensating remodeling salesmen... 


How MUCH is a good salesman 
worth to the plumbing and heat- 
ing contractor? 

As much as you can pay him 
is probably the most logical an- 
swer. Certainly the compensa- 
tion has to be good enough to 
attract a sales staff that not only 
is productive of business but is 
also loyal and will stay with the 
company on a long-term basis. 

Men experienced in sales man- 
will tell 


the method of compensation that 


agement you it’s not 
is the prime factor in getting and 
It’s 


the quality of sales management 


keeping valuable salesmen. 


itself. Some salesmen may bring 
in high gross sales, for example, 
yet yield a low net return be- 
cause their expenses are high or 
their markup too low—due in 
part to poor direction and con- 


trol from management. 


e While the quality of manage- 
ment is the key factor in a pro- 
ductive sales staff, the incentive 
offered by a good remuneration 
system is obviously important. 

What plan should be followed? 
If you’re reviewiug your own 
method of compensation, with a 
possible change in mind, or if 
you’re thinking of adding to your 
staff, here are some things you'll 
want to keep in mind. 

The right plan is entirely an 
individual matter, influenced by 


local factors and by the charac- 


teristics of your own business. 
What is the salesman selling? Is 
he just handling your appliance 
line, or is he selling bathroom, 
kitchen or heating remodeling— 
or all three? Does he help plan 
remodeling jobs on his calls? 


Does he quick-estimate the cost? 


« How big is your salesman’s po- 
tential market? What 
markup and net profit? 


is your 
How 
much of an investment are you 
making in advertising and pro- 
motion to help him sell? 

As you answer these questions 
for yourself, the value you can 
ascribe to your salesman’s serv- 
ices will become clearer. 

Another 


important factor to 





consider is what rival firms, bid- 
ding for top sales material in 
your area, are paying and what 
compensation system they use. 
You can find this out from local 
sales groups, by comparing notes 
with other businessmen—and es- 
pecially by reading the want ads 
in local papers. 

There are several basic com- 
pensation plans to choose from— 
straight salary, salary plus com- 
mission, salary plus commission 
plus bonus, salary and bonus, 
straight commission. Salary plus 
commission is probably the most 
popular. Straight salary is not 
too common any more. 


aIn the straight commission 
plan, 10 percent is usually the 
figure, with a draw in propor- 
tion to estimated monthly in- 


(Please turn to page 45) 


A LOYAL, EXPERIENCED SALES STAFF is an invaluable asset to 
the plumbing and heating contractor. How he compensates his 
salesmen is a key factor in their job tenure and productivity. 


Domestic ENGINEERING, FEBRUARY 1960 





SEE SPECIFICATION SPIGOT ep AN IR 


Now, Also Produced tn 10-FOOT LENGTHS 


In addition to the regular five foot length, APCO CAST IRON 
SOIL PIPE is now available in ten foot lengths! 


APCO’s TEN FOOTERS are made by the same “revolutionary” Saues 
process as the regular five-foot length. They are produced by 


Centrifugal Force. The molten iron is mechanically spun against 


a sand lining in fast revolving molds. INSTALLING TIME 


The NEW 


“LARGE ECONOMY SIZE” xm 
Now you can add the benefits of the new ten foot lengths to the 


advantages of this modern method of making APCO’s “Sand Spun” CAU LKING 
Cast Iron Soil Pipe! This is why you, too, can term the TEN 
FOOTERS as the new “Large Economy Size!” 


Because of the double length, only half the number of pieces is 
required! 


So, less caulking is necessary and there are, otherwise, savings in 
work, time and money. 





Remember all APCO Cast Iron Soil Pipe is ‘Sand Spun.” 
The metal is homogenized” and its texture is smooth 


and of even grain. Saues 


There is maximum strength throughout each length- — 


5 or 10 feet. MONEY 
INSTITUTE’S 


Specifications APCO is easy to cut (with a cold chisel or pipe cutter)— 
easy to caulk and easy to handle. 


APCO FITTINGS 


APCO also manufactures a complete line of machine-made and 
“Stringer” Fittings. There’s a size and type for every job. Specify Saves 
them when you specify APCO Pipe. 











ame 
The end of the APCO hub Send for new folder, X 
is painted orange featuring APCO’s TEN FOOTERS. 


ALABAMA PIPE COMPANY 


WESTERN PLANT & SALES OFFICES—535 Southern Avenue, South Gate, (Los Angeles), California 
GENERAL OFFICES — ANNISTON, ALABAMA 
Sales Offices in Principal Cities MEMBER OF CAST IRON SOIL PIPE INSTITUTE NI 


~~ 


p 
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This $5,000,000 fire might have been prevented 
with a steel pipe automatic sprinkler system 


There wasn’t much left when this $5,000,000 industrial prop- 
erty in New England burned to the ground. Yet how different 
the ending could have been if a steel pipe fire sprinkler system 
had been installed and the fire checked at its inception. 

Yes, it pays to have an automatic sprinkler system in any 
building—store or warehouse, hospital or hotel, theater or 
school. As to cost—insurance premium savings often more 
than pay for the fire protection system’s installation. 

Backbone, of course, of fire sprinkler systems is dependable 
steel pipe. Architects, engineers and contractors know that 
low-cost, easily-worked steel pipe provides lasting and depend- 
able service. Tat’s why steel pipe is first choice for fire sprinkler 
systems, electrical conduit, vent and drainage lines, structural 
applications, radiant heating, snow melting, refrigeration, ice 
making and gas, air and water transmission lines. 


STEEL PIPE IS FIRST CHOICE 


e Low cost with durability « Threads smoothly, cleanly 

« Strength unexcelled for safety ¢ Sound joints, welded or coupled 
e Formable—bends readily ¢ Grades, finishes for all purposes 
« Weldable—easily, strongly ¢ Available everywhere from stock 


INSIST ON PIPE MADE IN U.S.A. 


J 


Automatic sprinkler systems check fires at their 
start — quickly, automatically and economically. 


COMMITTEE ON 
STEEL PIPE RESEARCH 


150 East Forty-Second Street, New York 17,N.Y. 
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SENSATIONAL ...IT'S THE SUCCESSOR TO 


ET ILK AY 


THE KITCHEN SINK! 


AP acetal gh oe 


ASSOCIATES, INC 


EXTRA-ADDED CONVENIENCE 


N i T 0 ne 


rm New Spark for your Sales 
£3 New Sparkle for Your Kitchens 


Only the new ELKAY Cutsine Centré offers you so much sales appeal 3 


To the exclusive features above, add the advantages of a large 
flat bottom bowl, small service bowl, plus a vegetable basket and 
hard maple cutting board all included in the price §3 Cuisine 
Centré by ELKAY 15 the only true food preparation center 
£3 Cuzsine Centré gives every woman a reason to replace her 
kitchen sink ry Make it the center of your 1960 sales program re 


t 1959—Elkay Mfg. Co. 


Food Center at handy location 


REMOTE DRAIN CONTROL 


Finger tip action from ledge 


NEW BEAUTY 


Tiara Faucet 


FREE DEALER MANUAL 


sinkronizing 


(a system to sell more sinks) 
makes sense, and will make 
money for you! Get all the 
facts and selling help—write 
today for the SINKronizing 
Manual 


ELE AY ec.co. 


1874 South 54th Avenue, Chicago SO, Illinois 


America's oldest and largest manufacturer « 


of stainiess stee/ 
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on all DURO 


No Substitute Materials Used Throughout Entire Duro Line 


It’s true! Instead of the conventional one 
year guarantee against defective materials 
and workmanship, Duro now doubles the 
guarantee period. The result: a striking com- 
petitive sales advantage over every other 
pump line on the market. 

Think what this means...how much 
easier it will be to sell Duro pumps. Think 
of the customer good will . . . the opportunity 
to turn what could be customer complaints 
into solid profitable customer relationships. 

How is this possible? The answer is simple 
... Duro has resisted the trend to substitute 
materials. Duro uses brass and bronze for 
critical parts and backs up this practice with 
high caliber workmanship and design. 

Yes, this new guarantee is a good reason 
why the Duro line should mean more profits 
for you. And there’s more! 

Remember that Duro has been pioneering 
with terrific new traffic-building pump 
models. Duro was first to crack the $100 
barrier with a complete shallow well system. 
And Duro recently introduced the most ver- 
satile pump on the market... the remark- 
able 5-jobs-in-one Flex-O-Jet. Duro was also 
first with a submersible that could be well- 

eumr/”s pecsing: SYSTEMS site serviced with the simplest tools. 

Duro is on the march! Duro is a quality 
line, a profitable line, a line with unusual 
customer acceptance. 

Write for a Duro catalog today, or see 
your wholesaler. 
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THE DURO CO: DAYTON. OHIO 
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“TER SOFTENERS : FILTE 
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_..For the first time in the industry, 
DURO offers you a 


pumps and water systems! 


$78.00 retail 


Duro Jet Ace, world’s 
greatest jet pump value 


Complete shallow well pump 
with all-bronze impeller, ven- 
turi and nozzle...4%3 HP 
N.E.M.A. standard heavy 
duty motor with stainless steel 
shaft, overload protection, and 
double pole pressure switch. 
Self-priming. 
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. Submersibles.. 


$86.00 retaii 


The Great 5 in 1 
Flex-O-Jet 


This skillfully engineered 
basic pump design is adapt- 
able to shallow wells, dee 

wells, vertical mounting, high 
pressure or — pump- 
ing. Now, with less — in- 
ventory, you can efficiently 
meet more customer uire- 
ments with the Flex-O-Jet. 


. Multi-Stage .. 


=> 
THA 
4 yy 


. Centrifugals... 


Cellar Drainers... 


MORE 

BIG REASONS 

FOR HANDLING 
DURO! 


The Pioneering Well-Site 
Service Submersible 


This Duro submersible is so easy to 
service you can do it locally at well- 
site or repair shop so you can check 
for yourself what’s needed... and 
you’re still under warranty. ‘You'll 
find Duro Cp reduces call-backs 
on the Gol 


Reciprocating 








READING “LEKTRONEAL” COPPER WATER TUBE e READING COMMERCIAL BRASS & COPPER TUBE 
READING "LEKTROSEAL” COPPER REFRIGERATION TUBE e READING RED BRASS COPPER PIPE 
READING THREADLESS PIPE e READING COPPER DRAINAGE TUBE 
READI-FIN INTEGRAL FINNED TUBE e PRECISION COPPER TUBE by MACKENZIE-WALTON 
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(Continued from page 36) 
come. A business with a large 
volume and good merchandising 
aids can attract top salesmen 
with this plan, 

Here are some other compen- 
sation programs used by leading 
p-h contractors: 


# Under one popular system, the 
salesman is permitted a $50 a 
week drawing account against 
the following commission sched- 
ule, based on monthly sales: $4,- 
000 at 5 percent; $4,500 at 6 per- 
cent; $5,000 at 7 percent; 

$5,500 and over at 8 percent. 


and 


In another plan, a new sales- 
man is placed on an eight-week 
test period with a $125 per week 


draw. Afterward, he receives a 


reduced draw based on overhead 
considerations and given a 5 per- 
cent commission. 

One contractor has developed 
an unusual plan aimed at tighter 
control of the sales force and 
creating greater company loy- 
alty. The salesmen are given a 
guaranteed base of $1.20 an hour, 
plus $10 per week for their cars. 
(All compensation plans include 
expense coverage for automo- 
biles, although usually on a mile- 
age basis.) 


a The salesmen are required to 
give a detailed report on their 
activities each day to qualify for 
hourly pay. However, the bulk 
of their income comes from com- 
missions, based on the following 


Lots of Advertising Mileage... 


SOME FOLKS in Eaton, O. 
thought John Campbell was car- 
rying this small car trend too far 
when they first spotted his new 
plumbing and heating service 
truck—a waist-high vehicle that 
could be parked in the trunk of 
some Detroit super-specials. 


But Campbell’s truck, pow- 
ered by a four-cycle gasoline en- 
gine, really the national 
grand prize offered by Rheem 
Manufacturing Co. in conjunc- 
tion with one of its dealer meet- 
ings late in 1958. 

The 


was 


miniature vehicle isn’t 


nN CAMPBELL 


=—/\ 


KIDDY SPECIAL GETS GRANDDADDY RESULTS: 
Richard Braden, president of the Treaty Co., Greenville, 
O. wholesaler, presented this miniature Rheem service 
truck to contractor John Campbell, no one guessed the 
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When 


sizable publicity benefits Campbell would get. 
18 months later, his grandchildren, John and Becky, 
ages 10 and 7 years, are still scoring points for their 
“gramps” by riding the vehicle around their home town 


gross sales schedule: $3,000 at 
1 percent; next $2,000 at 2 per- 
cent; over $2,500 additional, 3 
percent; and over $7,500 addi- 
tional, 7 percent. 


a While there are many plans to 
choose from, they all have two 
common denominators. They 
provide salesmen with the in- 
centive to sell more and stay 
with the firm. And because they 
provide such incentive, they also 
boost the contractor’s gross sales. 
Under good this 
gross adds up to a very respect- 
able net at the end of the year. 

(Some of the elements of good 
sales management for contrac- 


management, 


tors will be covered in this col- 


umn in a future issue.) END 


much help on _ service calls. 
Campbell concedes, but in adver- 
tising-promotion it’s really high- 
powered. It put Campbell on the 
front page of the local news- 
paper, and now his grandchil- 
dren, 10 and 7 years old, some- 
times drive it about Eaton (su- 
pervised of course), stirring up 
more interest than a caravan of 
regular-sized trucks. END 





Now, 
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OIL HEAT and 

AIR CONDITIONING 
EXPOSITION 


NEW YORK CITY COLISEUM @ APRIL 4-7@ 1 TO 9 P.M. DAILY € ‘Shanon 


DIAMOND 
JUBILEE 
YEAR 





IN NEW YORK AT THE ae 
You are invited to your national trade show. Dra- 
SAME TIME ee OHI’s matic new products ... new methods . . . new 
systems . . . new ways to save money and make 


D } A M 0 N D J U B } L E E money ... all these will be on display at the BIG 


SHOW OF 1960. Want your business to keep pace 
C0 NVENTI 0 N and move ahead? This is the show you MUST 

ATTEND. This is the Big Event of Oil Heat’s 

Ee eee en Ee eT eer| Diamond Jubilee Year . . . hundreds of GREAT 
tute of America will be the most important in IDEAS, all assembled for you on the huge street 
OHI’s history. Based at the Park Sheraton level of New York’s ultra-modern Coliseum. No 


Hotel, just a short walk from the Coliseum, the Saas 
: . . é ission Cnarge. 
Diamond Jubilee Convention will offer 4 morn- idm re ch sat 


ings (April 4 through 7) of richly rewarding meet- 

ings. This is your big opportunity to learn at ATTENTION MANUFACTURERS 

first hand what’s new and useful in YOUR busi- 
ness. Outstanding Oil Heat and Air Conditioning Over 100 manufacturers have already reserved 
men will share their experiences . . . in selling space, but there are choice spaces still available. 


ideas, in installation and service methods . . . in Write, wire or phone R. H. L. Becker, Oil Heat 
delivery techniques . . . in progressive manage- 


ment . . . in important new technical break- Institute of America. 


throughs. HOTEL RESERVATIONS 
ADVANCE REGISTRATION 


Save time, write Oil Heat Institute of America Write O. H. I. Housing Bureau, c ‘o New York 


today. Enclose check. Advance Convention Convention and Visitors Bureau, 90 E. 42nd 
Registration Fee is only $5 per person. Your , 


badge will be ready for you to pick up at Advance Street, New York 17, ee £ 
Registration Desk, Park Sheraton Hotel. Badge 
also admits you to the Exposition without further 
registration. 











OIL HEAT INSTITUTE OF AMERICA, INC. 7 on, Y. y an 4.3755 
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HOUSE & GARDEN’S FIRST ANNUAL 
SPRING, 1960 REMODELING AND 
MODERNIZATION PROMOTION! You are 
cordially invited to participate 

it's absolutely free and will help attract 


and sell your most likely prospects! 


Ou 
asked Plumbing, Heating and Cooling 


Contractors like you have asked for a 


or promotion that will do an all-around 
® effective salea and merchandiaing job 
] Jeee : for them, So, in April, for the frat 


time, House & Garden devotea the ma joi 
part of an iaaue to remodeling and 
modernization, using quality brand 
names materials and equipment 

lo tie in with this-issue, and capitalize 
on the sales interest it will spark, we 
have prepared a special traffic-building 
kit for plumbing-heating-cooling 





contractors. It contains useful, practical, 
important ideas and materials to 
bring your customers in and increase 


your business. 


Join with hundreds of leading plumb- 
ing, heating and cooling contractors 

all over the country by participating in 
this promotion. Reserve your personal 





REMODELING AND REMODERNIZATION KIT 
today. Just return the coupon below. 
The actual kit will be sent to you 
around March 1, 1960. With it, you will 
serve and sell your customers with 

the authority and conviction that only 
House & Garden magazine can provide! 


HOUSE & GARDEN 
MERCHANDISING DEPARTMENT—DIV. P 
420 LEXINGTON AVENUE, NEW YORK 17 


RE ] / would like to participate in House & Garden’s 
® exciting first PLUMBING, HEATING & COOLING 
PROMOTION, Spring, 1960. Please reserve a House & 
Garden Promotion Kit, to be sent to me early in March. 


ETH 
HEBERT 
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A Condé Nast Publication « 420 Lexington Avenue, New York 17 + Boston « Cleveland « Chicago + Miami « Los Angeles 
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Looking for a way to merchandise a wide range of services? 


THE OLD ADAGE, “a picture is Furthermore, the over-all ap- _lor’s services, it also inspires con- 
worth a thousand words,” isn’t pearance of the letterhead not fidence in the p-h contractor 
always true—it depends upon_ only bespeaks the range of Tay- whose name appears on it. END 
what you have to say. 





However, it certainly applies 
to a merchandising piece in 
which initial impact is important 

A billboard offers a good ex- 
ample. The passing motorist has PLUMBING CO. 
time to give it only a fleeting 
glance. Therefore, the message 
must be brief and to the point. 
Generally this is accomplished 
by means of illustrative material 
—a humorous situation, a prod- 
uct being used, etc. 

Initial im pact upon the be- 
holder is important in the case 
of the letterhead too. A logo 
without artwork certainly can be 
an effective salesman, if it is well- 
designed. However, its effective- 
ness can be increased materially 
with the right illustration. 


» Take the case of the logo DE’s 
Letterhead Design Clinic created 
for Jerry Taylor of Sunnyside, 
Wash. 

Taylor is particularly active in 
water systems and lawn sprink- 
ler installation as well as the Oa 
“more common” types of plumb- LAWHN SPRINKLER 
ing and heating work. Spot 
drawings underscore this versa- | 














SOMETIMES THE PROSPECT DOESNT REALIZE how many types of services are 
available from his p-h contractor. A letterhead that spells out the contractor’s 
systems and sprinklers” would. versatility can go a long way toward accomplishing “consumer education.” 





tility far better than a mere list- 
ing of “plumbing, heating, water 
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Kepidagi7eads the way to BIGGER PUMP PROFITS! 


CONVERTIBLE JETS 
to dominate a booming market 


Nation-wide industry sales of convertible jet water systems are up 
approximately 35% over a year ago. Rapidayton wholesalers and deal- 
ers are riding high on the crest of this profit wave. The reasons are 
simple. Tait aggressively developed the market for two-jet-pumps-in- 
one: producing quality water systems that can be used, without addi- 
tional pump parts, for either shallow or deep wells; systems that are 
easier to stock, easier to sell, and easier to install. And Rapidayton 
competitive prices are the result of advanced manufacturing methods 
and skills, not compromises in design and materials . . . Today there 
are three packaged convertible systems in the broad Rapidayton line. 
No matter what your competition, you can meet it—and beat it—with 
a Rapidayton quality convertible jet. Stock Rapidayton today. 


Convertible JETSTAR* — One highly- Convertible CHAMPION* —The Cham- 


competitive low-priced pump for any 


installation 0 to 80 ft. Real versatility 
and maximum profit from simplified 
inventory. Quality-built for outstand- 
ing performance and long life. 14 and 
1., h.p. 56-frame complete motors with 
overload protection. Capacities to 750 
g.p.h. Three tank types 


division 


© 1960 TAIT MFG. CO. * TRADEMARK 


Domestic ENGINEERING, FEBRUARY 1960 


pion sets the standard for all modern 
convertibles. Every feature, every part 
is of the supreme high quality which 
has all but disappeared from most 
competing lines. Yet the Champion is 
priced among the lowest. For wells 0 
to 80 ft. 14 and 14 h.p. capacitor motors. 
Capacities to 810 g.p.h. Three tanks. 


The Tait Manufacturing Company, 


Convertible TWIN CHAMPION *-—Deluxe 
two-stage convertible, the ideal system 
when extra pressure is wanted from 
a shallow well, or both extra pressure 
and capacity from a deep weil. Pumps 
full capacity at 40 lbs. pressure. For 
wells 0 to 150 ft. 1 to 114, h.p. heavy- 
duty motors. Capacities to 1250 g.p.h., 
and pressures to 80 lbs 


Dayton 1, Ohio 








Before you 


buy a truck, 


be sure you 


see this book! 
It tells what 
FORD TRUCK 
SAVINGS 

can mean to 


you. 








*26 to *246 lower priced...25% better 


Wouldn't it be great if you could fully test a truck 
before you bought it? Compare its gas mileage with 
other makes .. . determine how well it will hold up 


. how reliable it will be on the job? 


Well, these tests have already been made for you 
by independent research engineers. The certified 
results of these tests are now available in the “Cer- 
tified Economy Reports” book at your local Ford 
Dealership. These test results, toge ‘ther with a com- 
parison of the manufacturers’ suggested list prices 
of the five leading makes, represent the greatest 
assurance you can have that Ford Trucks give the 
most for your transportation dollar. These are the 
types of savings you can expect with a 60 Ford. 


Save with Certified lowest prices*! 


Ford's Light and Medium Duty Trucks are priced 
lower than comparable models of the four other 
leading makes. For example, you can save from $33 
to $181 on the list price of a standard 4-ton pickup. 
The savings on a %-ton pickup run from $32 to $185 
and the initial price advantage on a Ford 1%-ton 
stake model ranges from $26 to $246. 


Save with Certified gas economy! 


Ford 's-ton pickups beat all competition in Econ- 
omy Showdown, U.S.A.! Ford’s standard 6-cylinder 
engine delivered more miles per gallon in every 
test—low and high speed highway driving, simu- 
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gas mileage...doubled tire life ! 


lated city traffic and door-to-door delivery. The 
average figure for all the tests conducted by inde- 
pendent research experts shows a Ford advantage 
of 25.2% more miles per gallon. 


Save with Certified tire life! 


Ford’s true truck front suspension saves on tire 
wear. Independent experts checked tire wear of 


the 1960 Fords with competitive makes using a 
soft-type suspension and found that the front tires 
on a Ford lasted twice as long. Your Ford Dealer 
has all the test results in his “Certified Economy 
Reports” book. Go in and check the record. 


*Based on latest available manufacturers’ suggested retail prices, 
including Federal excise tax, excluding dealer preparation and 
conditioning and destination charges 


FORD TRUCKS COST LESS 


...- LESS TO BUY...LESS TO RUN... BUILT TO LAST LONGER, TOO! 
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TO WIN CUSTOMERS 
AND INFLUENCE PROFITS! 























GENERAL HUMIDIFIER puts moisture in... 
GENERAL FILTER takes harmful dirt out 





Picture your customers in this happy setting ; Model 800 
9 ‘ . “u“ . . 

you’ve just installed a trouble-free ; — | Moisture-Matic”’ 
GENERAL HUMIDIFIER and a depend- ae float to = or clog 

te vl . wT .] lo oh in) ° 3 » + » bs Orrosion-proo 
able GENERAL FUEL OIL FILTER in } 4 molded pan 
the heating system. Typical dealer profit? * Lifetime neoprene diaphragm 
A} $15.00! ‘ 2 ® Chrome plated valve 
About $15.00: * Holds up to 15 ‘/Porous Weave” 
: . . l 
Sell your customers this double heating pro- Bec 

ne year guarantee on parts 
tection: a comfortable, healthy home thanks 
to increased humidity; steady, dependable 
heat that gives maximum efficiency, saves 
on fuel bills, ends middle-of-the-night call- General Filter 
backs for you! ® Lifetime cast iron and steel 
YOUR SAI ES M ARKET IS HUGE! construction protected with rust- 
Seep pigabceg “ipa tase . resistant plastic coating 

Fewer than one warm air furnace in five has — * Wool felt cartridges- 
a humidifier. Millions are without a filter — "2P_ moisture, dirt, lint; 

. a prevent nozzle clogging 
—or dirt-clogged cartridges are changed  ® Wool felt cleaned and bonded to 

, infre > r Every ti ” . “k center core 

only infrequently Every time you check . O1A25A, DA-7ODA, 20900 
heating system, look for these easy sales! 


HOMES are GENERAL-humidified . . . GENERAL-filtered 


Member of the Humidifier Association 


GENERAL FILTERS, Inc. “cvi'wcussn 


IN CANADA: Canadian General Filters, Ltd., 39 Crockford Blvd., Scarborough, Ontario 
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.& because SPARTAN pays unusual attention to even the 
most minute detail in the development, manufacturg, 


is your assurance that you are selling your; 
stomer the best made products of their typ@s. 





Write for 
illustrated literature 














SPs ” INC. : 
SPA,") . ine. 
SPAR: ~~. TOR corr. 
52-55 74th ST. + MASPETH 78, N.Y. 
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GOING UP! A 5-ton Cleaver-Brooks boiler holds the 
attention of three nuns as it’s hoisted to the roof 


of their new Notre Dame High School in Toledo, O. 
where it will be installed in 


ave 
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a small penthouse. 
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Your family will love , 


our family of 


®t Whirlpool, 


home appliances 


Picture 
Paragraphs 


LITTLE GIRL WITH A ROSE: This cute moppet symbol- 
izes the RCA Whirlpool brand name for 1960. She 
will appear in all the firm’s appliance advertise- 
ments, display pieces 


and promotion literature. 


BIBLICAL BATH scene is from the movie spectacular 
“Solomon and Sheba,” and the beautiful bather is 


Gina Lollabrigida, Italy’s gift to Hollywood. The 
tub was called a “voluptuary” in ancient times. 
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An installed 
fc) fae 
hitchen Aid. 
Is my best 
salesman 





KITCHENAID, the plumber’s dishwasher 


Every time I install a KitchenAid—and, incidentally, they’re 
designed for the easiest installation I’ve seen—it is just like 
putting a good, aggressive salesman to work for me 

More KitchenAid dishwashers are sold because prospects 
have seen them in action in homes of friends. They see the 
results, too: dishes washed cleaner and dried brighter than ever 


before. Displaying and demonstrating are the keys to KitchenAid 
showroom sales. 


KitchenAid’s revolving power-washing action is accomplished 
by a man-sized wash arm extending the full width of the 
porcelain enamel wash chamber—not a skinny, short tube 
which squirts tiny streams of water that depend on dish deflec- 
tion for coverage. It scrubs every piece of tableware clean with 


an exclusive, high-velocity wash action. Flowing, sanitized hot-air 


the finest made...by Hobart... The World's Largest Manufacturer of Food, Kitchen and Dishwashing Machines 


drying is another KitchenAid exclusive. Once I install a 
KitchenAid, I know I won’t have to be running back to adjust 


or service it. That is mighty important to a plumber’s profit. 


KitchenAid Home Dishwasher Division, Dept. KDE 
The Hobart Manufacturing Co., Troy, Ohio 


Please send information, specifications and prices on the 
complete line of KitchenAid dishwashers. 


Name 





Address. 





City Zone ee 





eevee seeeeeeeeeeeeeee 
ecoeceeeseeeeeeeeeeeeee 


ee ee) 


Each time I install a KitchenAid... it starts to sell for me 
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introducing the first variable input 


o 


THE NEW RHEEM 


The all-new 30-Plus from Rheem is basi- 
cally a 30-gallon size water heater, able to 
produce from 30 to 40 to 50 gallons of 
hot water every hour by heating water at 
three different ‘‘speeds.”’ 

It’s actually like three different water 
heaters in one. A new Rheem ‘‘variable”’ 
control regulates gas flow to a especially 
engineered burner allowing homeowners 


to recover up to 50 gallons an hour from 
its 30-gallon tank. When less hot water is 
needed, they simply reset the dial to any 
smaller amount from 50 to 30-gallons. 

What does all this mean to you? It means 
a new way to sell; less stock; easier in- 
Stallation; greater customer satisfaction 
... and most important, a water heater 
that only you can sell. 


Now! only you can offer customers these water heater exclusives 


FREEDOM FROM WAITING 
DOING WITHOUT 
HOT WATER 


Homeowners never wait for hot 
water because the 30-Plus con- 
trol increases BTU input to heat 
water faster. They never run 
out of it because the 30-Plus re- 
covers as much as 50 gallons an 
hour... hot enough to handle the 
hardest job, plentiful enough 
for the biggest demands. 

Your customers now can save 
hours of time every week, sched- 
ule washdays with complete 
freedom. 





Here’s proof. Eleven members 
of the Louis Ellis family of 
Detroit, Michigan proceeded to 
use all the hot water they possi- 
bly could in two hours. (11 
baths, two full wash loads.) 
Never once did they run out of 
hot water or have to wait for it 
to reheat . . . proof positive that 
the 30-Plus can handle hot wa- 
ter demands for eventhe 
biggest families. 





Wi 


Imagine! The 30-Plus works 
like a 30-gallon, a 40-gallon, 
and a 50-gallon water heater. 
It outperforms conventional 
units with “fixed” inputs, lasts 
longer, offers modern conven- 
ience of other up-to-date appli- 
ances. No future replacement 
is necessary either. . . another 
big saving and feature to your 
customers. 


DoMEsTI 





For the first time, you can offer 
customers this exclusive... the 
convenience of dialing their 
30-Plus from the kitchen, base- 
ment stairs, or any other con- 
venient location. Here’s com- 
plete hot water control without 
even touching the water heater! 
Installation is simple, and the 
extra profit is yours. 
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...multiple recovery water heater 


ae 


PLUS 


GAS WATER HEATER 


§ FEATURES. 
WATER HEATER you CAN ie gg practically 
aT LAST. --t ou offer these exclusive ben nor supply 
= tt Syaomers* an immediate, peer . the convenience 0 
guarantee ved unit « one the family We ts change. 
F tome yr down as hot water requiremen 
dialing up, 


a A WATER HEATER EASY To STOCK .. . BIG ON PROFIT 
Compact size of the 30-Plus makes it easy to install everywhere. its 


A BIG DIFFERENCE IN THE WAY IT Wenns. pally ene 

homeowners turn their water heater thermostat nigh i + 

on more hot water. All they get is hotter bege voir oe 
;, the 30-Plus to he 

snough. Temperature Is pre set on ; ~ . 

ae gS 140 A concealed thermostat can easily be adjusted by 

the plumber to a higher setting if desired. 


ENTIRELY 

pes NEW — BAFFLE AND FLUE. Rheem enginee 
ely new bigger burner, baffle and four-inch i 

ifferently, me 

€ inputs from 37,000 to 

rise, from 30 to 50 gallons of hot 


design lets the 
BTU's, and to recoy rol provid 
per hour. wa ee 


water 


Contact your Rheem wholesaler or 
Rheem Manufacturing Company 
for full details 


The 30-Plus is available with payessgncaoend 
38 , 1/713 yr the Copper- 
plas lining, carrying 4 15 year warranty (7 >) hes et 
matic Rheem 30-Plus with a clearly worded unconditional p 
warranty. 





RHEEM MANUFACTURING COMPANY D 


Home Products Division « 7600 S. Kedzie Ave. « Chicago 52, Ill. « Dent DE-2 DE-2 
You can rely on Rheem—the big name in comfort products for the home-Water heaters, heating and air conditioning, oil and gas-fired boilers, plumbing fixtures. 
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Death 
of a snowflake 


Pity the luckless snowflake that lands on a sidewalk, when 
lying-in-wait, 314 inches below the paved surface, is the 
dreaded enemy of all snowflakes—a modern steel pipe snow- 
melting system. 

These systems spell instant death for all snowflakes. And, 
they’re ideal for installation around office buildings, hotels, 
churches, theaters, bus terminals, airports and highway toll 
gates. When you’re planning snow-melting systems, be sure 
to include USS National Steel Pipe in your plans. 

For more than 60 years, National Pipe has been the con- 
sistent choice of architects, engineers and contractors for 
every type of tubular application. It’s the largest selling 
pipe in the world. For more information, write National 
Tube Division, United States Steel, 525 William Penn 


Place, Pittsburgh 30, Pa. USS and National are registered trademarks. 


The world's largest and most experienced manufacturer of tubular products 


National Tube 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
United States Steel Export Company, New York 


DomEsTIc ENGINEERING, FEBRUARY 1960 





Inserting skirt of Trim-Seal strip 
between baseboard panel and wall. 


Weil-McLain Trim-Seal is an extruded Neoprene 
moulding developed as a top finishing strip for Weil- 
McLain Snug Baseboards. The Neoprene material 
has been especially compounded to withstand base- 
board temperatures and can be satisfactorily painted 
without danger of staining the paint because of color 
migration from the strip. 

Trim-Seal is used in place of the wood moulding 
previously required on top of the baseboard panel to 
secure the dust-seal paper and provide a finished 


WEIL: McLAIN 


BOILERS- RADIATORS 


Tightening holding clip which secures 
baseboard and clamps Trim-Seal to wall. 


TRIM-SEAL 


A TIME-SAVING 
ADVANTAGE OF 


WEIL: Mc LAIN 


CAST IRON 
BASEBOARDS 


Better appearance 

Installs quicker—no nailing 
Seals better 

Made of heat-proof Neoprene 
Saves cost of wood moulding 
Eliminates need for carpenter 


Won't warp—always fits snugly 


Example of neat corner possible 
with Trim-Seal. 


appearance. It eliminates both the cost of moulding 
and the need for a carpenter to complete the installa- 
tion. When used where walls are normally smooth, 
dust-seal paper can be omitted, since Trim-Seal is 
designed to form its own dust seal. Installation is 
extremely simple and rapid. 

Trim-Seal comes in 12-foot lengths which minimize 
the number of joints required. It is easily cut with a 
knife, hack saw or shears. To assure making good 45° 
cuts, a Trim-Seal miter box is furnished in each full 
package of ten Trim-Seal strips. 


WEIL-McLAIN COMPANY 


MICHIGAN CITY, INDIANA 


Address literature requests to Dept. A-20 
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CONTRACTOR ASSNS. . . . National 


Feb. 1-4—ASHRAE 
meeting of the American Society of 
Heating, Refrigeration & Air Condi- 
tioning Engineers (held in conjunction 
with the Southwest Regional Heating 
& Air Conditioning Exposition); Baker 
Hotel, Dallas 


Semi-annual 


Apr. 4-7—OHI—Annual convention 
of the Oil Heat Institute of America 
(held in conjunction with the Nation- 
al Oil Heat & Air Conditioning Expo- 
sition at the Coliseum); Park-Shera- 


ton Hotel, New York City 

May 2-5—MCAA—Annual conven- 
tion of the Mechanical Contractors 
Assn. of America; Waldorf-Astoria 
Hotel, New York City. 


June 20-23—NAPC—Annual con- 
vention of the National Assn. of 
Plumbing Contractors (held in con- 
junction with the annual Plumbing & 
Heating Exposition); Cleveland Public 
Auditorium, Cleveland. 


CONTRACTOR ASSNS. .. . State 


Feb. 1-3—Wisconsin—Annual con- 
vention of the Wisconsin Assn. of 
Plumbing Contractors; Schroeder Ho- 
tel, Milwaukee 


Feb. 10-12—Ohio—Annual conven- 
tion of the Ohio State Assn. of Plumb- 
ing-~Heating-Cooling Contractors; 
Commodore Perry Hotel, Toledo. 


Feb. 11-13—Minnesota—Annual con- 
vention of the Minresota Assn. of 
Plumbing Contractors; Nicoliet Hotel, 
Minneapolis. 


Feb. 12-13—Kansas—Annual conven- 
tion of the Kansas Plumbing & Heat- 
ing Contractors Assn.; Broadview Ho- 
tel, Wichita. 


Feb. 29-Mar. 1—Nebraska—Annual 
convention of the Nebraska Plumbing 
& Heating Contractors Assn.; Corn- 
husker Hotel, Lincoln. 


Mar. 11-12—Oklahoma—Annual con- 
vention of the Associated Plumbing & 
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Mechanical Contractors of Oklahoma; 
Skirvin Hotel, Oklahoma City. 


Mar. 16-17—Maine—Annual conven- 
tion of the Maine State Assn. of 
Plumbing Contractors; Hotel Eastland, 
Portland. 


Apr. 3-5—Missouri—Annual con- 
vention of the Missouri State Assn. of 
Master Plumbers; Sheraton-Jefferson 
Hotel, St. Louis. 


Apr. 7-9—New Jersey—Annual con- 
vention of the New Jersey Assn. of 
Plumbing Contractors; Chalfonte- 
Haddon Hall, Atlantic City. 


Apr. 14-16—Tennessee—Annual con- 
vention of the Associated Plumbing, 
Heating & Mechanical Contractors of 
Tennessee; Hermitage Hotel, Nash- 
ville. 


Apr. 19-20—Massachusetts— Annual 
convention of the Massachusetts State 
(Please turn to page 80) 


WHOLESALER ASSNS. 


Feb. 15-16—WDA—Annual conven- 
tion of the Wholesale Distributors 
Assn.; Statler-Hilton Hotel, Dallas. 


Apr. 3-5—MAWA—Annual conven- 
tion of the Middle Atlantic Whole- 
salers Assn.; Chalfonte-Haddon Hall, 
Atlantic City, N. J. 


Apr. 10-12—SWA—Annual conven- 
tion of the Southern Wholesalers 
Assn.; Palm Beach Biltmore Hotel, 
Palm Beach, Fla. 


Apr. 20-22—CSA—Spring meeting 
of the Central Supply Assn.; Palmer 
House, Chicago 

Oct. 23-26—AI—Annual convention 
of the American Institute of Supply 
Assns.; Americana Hotel, Bal Har- 
bour, Fla. 


Oct. 25-29 — ACRW — Annual con- 
vention of the Air Conditioning & Re- 
frigeration Wholesalers; Statler Hotel, 
Dallas 


MANUFACTURER ASSNS. 


Feb. 1-4—ASHRAE—Southwest Re- 
gional Heating & Air Conditioning 
Exposition (held in conjunction with 
the semi-annual meeting of the Amer- 
ican Society of Heating, Refrigeration 
& Air Conditioning Engineers at the 
Baker Hotel); Memorial Auditorium, 
Dallas. 


Mar. 30-Apr. 1 — GAMA — Annual 
meeting of the Gas Appliance Manu- 
facturers Assn.; Greenbrier Hotel, 
White Sulphur Springs, W. Va. 


Apr. 4-7—OHI—National Oil Heat & 
Air Conditioning Exposition (held in 
conjunction with the annual conven- 
tion of the Oil Heat Institute of 
America); Coliseum, New York City. 


Apr. 5-7—BRI—Spring meeting of 
the Building Research Institute; Stat- 
ler-Hilton Hotel, New York City. 


Apr. 7-8—PFMA—Spring 
of the Plumbing Fixture 
turers Assn.; Americana 
Harbour, Fla. 


meeting 
Manufac- 
Hotel, Bal 


Apr. 20—TSMA—Spring meeting of 
the Toilet Seat Manufacturers Assn.; 
Palmer House, Chicago. 


Apr. 21-22—SBI—Annual conven- 
tion of the Steel Boiler Institute; 
Shoreham Hotel, Washington, D. C. 


Apr. 27-30—WACIA—Annual prod- 
uct show and technical meeting of the 
Western Air Conditioning Industries 

(Please turn to page 80) 
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GOULDS OFFERS VERIFICATION OF 10 IMPORTANT WATER SYSTEM FEATURES! 


Performance test: On October 27, 1959 the United States Testing Co., Inc. completed a series of tests 
on Goulds Water Systems. They checked the complete manufacturing process at the Goulds plant. 
They inspected the water systems from raw material to finished product. They made further tests 
in their own laboratories. Purpose: To verify the following Goulds sales features—!. Safe Motor Loads. 

Corrosion-resistant Construction. »}. Self-priming Design. 4. Full Motor. 5. Protected Seal. 6. Balanced- 
Flow Performance. Hex-a-Drive Design. Lightweight Rotating Element. Water Lubricated 
Motor. Three-lead, One-wire Cable with Waterstop. Result: The United States Testing Co., Inc. 
verified all ten Goulds Water Systems features! Read these pages for details of their report. Compare 
Goulds Water Systems with any other make! *Report No. 08981 dated November 4, 1959 
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UNITED STATES 
TESTING CO., INC. REPORT 


‘The pump was tested at max- 
imum rated flow and minimum 
discharge load. The input 
power requirements were found 
to be well within the recom- 
mended vaiues of the motor 
manufacturer.” 


After observing the manufac- 
turing process and immersing 
the castings in an aerated 
water bath at 175° for a period 
of 10 minutes, the United 
States Testing Co. reported: 

. Cast-iron parts are sus- 
pended from a continuous con- 
veyor and dipped in a bath of 
melamine resin, drained, and 
passed through an_ infrared 
oven. The corrosion resistance 
provided by the melamine 
resin was found to be satis- 
factory."’ 


“The pump was found to be 
capable of self-priming at 
suction heads as great as 25 
inches of mercury (equivalent 
to 29.5 feet of water).’’ Pump 
tested was a Goulds shallow 
well Balanced-Flow. 


“The mechanical design fea- 
ture of Full Motor (complete in 
itself) was found to be as ad- 
vertised.”’ 


“The mechanical design fea- 
ture of Protected Seal was 
found to be as advertised.”’ 


HOW THIS HELPS 
YOU SELL 


Goulds Water Systems can be 
run twenty-four hours a day 
without stopping. Motors are 
rated for safe continuous op- 
eration, have built-in overload 
protection... both jet and sub- 
mersible motors. 


Bronze, stainless steel, and 
BYRITE materials combined 
with a baked-on alkyd mela- 
mine finish make Goulds Water 
Systems corrosion resistant. 
Result: Goulds Water Systems 
operate at top efficiency—have 
longer life. 


Prime your Goulds jet pump 
and forget it. Gas or air in the 
water won't bind it. Faster ini- 
tial priming at time of installa- 
tion. Patented self-priming 
design features on all Goulds 
deep and shallow well jets. 


The familiar complete stand- 
ard motor on your Goulds jet 
water system means faster, 
easier maintenance—no_ spe- 
cial tools required. 


Once your Goulds jet pump is 
primed, its seal can’t run dry 
—water trap keeps seal pro- 
tected. 


COMPARE MAKES! 
GOULDS MAKE A MAKE B 


See for yourself. Fill in the names 
of any other water systems. Make 
your own comparison test. 
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THREE-LEAD DROP 
CABLE DESIGN 


UNITED STATES 
TESTING CO., INC. REPORT 


To meet requirements, the 
United States Testing Co., Inc. 
stated ‘‘there shall be no in- 
termittent flowing, spitting, or 


surging in the flow’’ while 


# opening and closing a faucet 


tap in the discharge line while 
a second tap remains open. 
‘The Balanced-Flow feature 
was found to be as advertised. 
The water delivery was found 
to be essentially constant with- 
in the capacity of the pump.” 


“The pump shaft is fabricated 
from ¥%” stainless steel hexag- 
onal stock, which is attached 
to the splined motor shaft 
with a bronze coupling.” 


“The impellers are injection- 
molded from clear plastic with 
a hexagonal control hole, which 
fits directly upon the pump 
shaft without the necessity of 
a keyed drive shaft. The guide 
vanes and cover plate for each 
stage are also molded from 
plastic.”’ 


The submersible pump and 
motor (water lubricated type) 
unit was subjected to a 100 
psig pressure test for 15 min- 
utes. ‘‘There was no evidence 
of water entry as a result of 
the submerged pressure test 
previously described. The 
pump was tested at maximum 
rated flow and minimum dis- 
charge load. The input power 
requirements were found to be 
within the recommended values 
of the motor manufacturer.’ 


‘The motor is powered through 
a 3-wire single jacket cable 
with a waterseal insertion con- 
nector.”’ 


HOW THIS HELPS 
YOU SELL 


This Goulds jet water system 
provides a steady water sup- 
ply. It immediately adjusts 
flow to meet demands ... 
from a gallon a minute up to 
maximum capacity of 525 
G.P.H. without starting or 
stopping. 


Goulds Silent-Flow Submers- 


ibles have a Hex-a-Drive stain- 
less steel shaft which length- 
ens the life of your pump. Its 
six sides provide positive drive 
with minimum wear. 


The BYRITE parts in the Silent- 
Flow make starting easier and 
faster. Lightweight parts make 
starts easier on the motor. 
Makes unit last longer. (BY- 
RITE is a special plastic prov- 
en by lab and field tests.) 


No oils in the motor . 
in the well . . . no oil in the 
water. Goulds submersible 
motors are water-lubricated. 
No need to pull unit from well 
for periodic motor refilling. If 
water does enter the motor, it 
will not contribute to motor 
failure. 


.. nooil 


A one-piece drop cable—three 
leads in a single cable jacket— 
with simple plug-in device elim- 
inates splicing, cuts installa- 
tion time and cost. All controls 
above ground for easy acces- 
sibility after installation. 


COMPARE MAKES! 
GOULDS MAKE A MAKE B 








THIS YEAR WILL BE A 
FOR GOULDS DEALERS! 


PROOF. They get PROOF of Goulds’ 
high quality. Ten important Goulds 
product features are verified by the 
United States Testing Co., Inc. 

Goulds dealers are backed by fact! 
EASY CREDIT TERMS BOOST SALES. 
Goulds dealers can sell the way people 
want to buy—on a time payment plan. 
Result: They get bigger orders 
Build up repeat business 
Make more year-round sales 
Sell more new customers. 

Your Goulds distributor will help 
you arrange a time payment plan for 
your customers. Take advantage of 
this powerful sales method! 


*Report No. 08981 dated November 4, 1959 


CO-OPERATIVE ADVERTISING MAKES 
SELLING EASIER. Goulds’ big national 
advertising program stimulates con- 
sumer interest. Dealer local advertis- 
ing takes advantage of this interest— 
and brings the consumer to the deal- 
er’s shop. Sales are easier, faster, and 
bigger. 

Dealers get free ad mats and other 
advertising material—pay only half 
their newspaper or radio bills. 
FREE BLOCKBUSTER KIT of 


aids contains Cooperative Advertising 


selling 
and Finance Selling folders which 
show dealers how to put both these 
plans to work. 

Also included—other tools to help 
you sell. 











Mail the coupon. Join other Goulds 
dealers in a great BLOCKBUSTER 


year! 


GOULDS PUMPS 


GOULDS PUMPS INC. 
Dept. US-2, Seneca Falls, N.Y 
I'd like the following: 
Goulds Blockbuster Kit 
Name of nearest Goulds distributor 
Goulds Water Systems Catalog 
Name 
Title 


Address 








famous 


@ With BUILT-IN PRESSURE LIMITING ELEMENT—to prevent motor over- 
loading and motor burn-out—denoted by the letters P.L. as #402-2F-PL 


requiring protection against motor overload—denoted as #402-2F 


The Small-Fixture Valve 
For All Fixtures _ 


Field proven models for 
all these capacities: 


REFRIGERANT- 1 2 
V4, V2 and 1 Ton 
REFRIGERANT-22 
Vo, % and 11% Ton 
REFRIGERANT-40 

M ledadess. Y%, 1 and 2 Tons 


ACTUAL SIZE 


These are your benefits 
V LIQUID CHARGE—Install in any position. 


¥ WIDE RANGE SUPERHEAT ADJUSTMENT—2 to 
20° F—Easy External adjustment fits Standard Serv- 
ice Wrench. 


V REVERSE SEATING—Assures smooth feed at all 
loads. 


v¥ RUGGED CONSTRUCTION — Brass, Bronze and 
Stainless Steel, 


V REMOVABLE STRAINER—At inlet—Easy to clean. 


IF THERE’S ROOM FOR YOUR HAND ... V CAPILLARY AT SIDE—Allows more head room for 
THERE'S ROOM FOR AN ALCO 402 mounting. 


Call your Alco wholesaler—Write for Specifications 





® BUY SECURITY 
e BUY QUALITY 
8216 e BUY ALCO 





The one complete line of refrigerant controls: Thermostatic Expansion Valves* Refrigerant Distributors 
Solenoid Valves ‘ Suction Line Regulators * Flooded Evaporator Controls and Reversing Valves 
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“T wish I could have done something to help...” 


You can do something 


about traffic accidents! Drive safely yourself—obey the 
law. Sure. But you can do a lot more! Traffic accidents affect everybody. 
Reducing them is a community problem. Its solution calls for systematic, 
organized effort and cooperation with public officials —for teamwork and 
leadership. Here is where you can help. Join with others who are working 
actively to promote safe driving and secure strict enforcement of all traffic 
laws. Make your influence count. Support your local Safety Council! 


@@ 
Mone ; 


Where traffic laws are strictly enforced, deaths go DOWN! 


Published in an effort to save lives, in cooperation with the National Safety Council and The Advertising Council. 
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how to seal a 


This ARI Seal of Certification on unitary* air-conditioning 
equipment tells you—and your prospects—that it meets its 
published standards of performance. 

With the ARI Seal on a unit, you can specify it with complete 
confidence. You know that the unit is built and backed by one 
of 46 companies who manufacture 90°% of all unitary equip- 
ment sold. You know it is subject to intensive laboratory 
testing under adverse conditions and is rated to perform at 
maximum cooling capacity in the hottest, most humid weather. 

ARI-certified equipment makes it easier for you on any job. 
It is easier to sell and to maintain. Once installed, you'll have 
fewer complaints from customers, fewer service calls, less re- 
pair and replacement expense—fewer headaches all around. 

The ARI Seal of Certification on unitary equipment is an 
excellent sales closer. Put it to work for you next time you 
talk to a prospect. 


*“Unitary” air conditioners included in this program: all packaged air conditioners, 
whether single units or two-piece units (called ‘split’ systems) up to 135,000 B.T.U.’s per 
hour in capacity, but not including room air conditioners. ARI Standard 210-58 for 


clectrically-driven equipment; ARI Standard 250-58 for heat-powered equipment, 


this seal helps you sell 


For free explanatory booklet and Directory of participating 
manufacturers, write to: Chief Engineer, Dept. D-201, Air- 
Conditioning and Refrigeration Institute, 1346 Connecticut 
Avenue, N.W., Washington, D.C. 
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V8031 Hydronic Zone Valve can be used 


with all standard Series 80, two-wire, low-voltage 
thermostats. The valve has an integral line voltag 
auxiliary MICRO SWITCH to operate the circulator 
and/or the burner. This eliminates the need 
separate switching relay. The V8031 also features a 
Stainless steel butterfly assembly with a “Viton A” 
rubber seal to provide long valve life and positive 
shut-off. 
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\t-W Honeywell Hydronic 
Zone Valve controls both 


hot and chilled water 


Honeywell’s new Hydronic Zone Valve is 
specially designed for both heating and cool- 
ing zone control applications. Its high qual- 
ity assures top performance and a long, 
trouble-free life. You profit many ways by 
handling Honeywell’s complete line of con- 


trols. You have easier installation, simplified 
inventories, field training—plus really fast 
help when you need it. Honeywell backs up 
its products with prompt, efficient, nation- 
wide service—available from 112 Honeywell 
sales-service offices. There’s one near you. 


Specify Honeywell the next time you order thermostats, 
heating equipment or air conditioning equipment 


For information about Honeywell’s 
complete line of control systems 

for heating and cooling, call your 
local Honeywell office. Or write: 
Minneapolis-Honeywell, Department 
DE-2-11, Minneapolis 8, Minnesota. 
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NATIONAL ADVERTISING—Briggs Beautyware promotes New Home Living and these bathroom 
fixtures to your customers in full-color ads in LIFE, HOUSE & GARDEN’S BOOK OF BUILDING 
HOUSE BEAUTIFUL’S BUILDING MANUAL and LIVING’S GUIDE TO HOME PLANNING. You'll 
find this nation-wide Briggs promotion will give added impetus to your selling efforts. 








Feature for feature 
BRIGGS BEAUTYWARE proves 
that brand does make a difference 


Ease of installation ... maximum durability . . . ready availability are 
just a few of the reasons why more and more plumbing contractors are 
turning to Beautyware by Briggs. They also know that the distinctive 
styling . . . the fused-in-to-stay compatible colors plus the ease of 
maintenance are Briggs features that keep customers happy. 


Whatever the job, either in new homes or in remodeling, you'll find 
Briggs offers a complete range of styles and sizes that will meet your 
specific job requirements. Install BRIGGS BEAUTY WARE plumbing 


fixtures—they’re your guarantee of customer satisfaction. 


BRIGGS 


THE CHAUCER vitreous china lava 
tory features special lavatory fitting 
with stainless steel pre-formed 
moulding. It has off-center oval 
bowl, cast-in soap impression. Can 
be installed easily in a countertop, 
vanity, or it can stand on legs. 


THE MEDALLION seam-free porce- 
lain enamel finish bathtub weighs 
only 120 pounds but is stronger than 
cast iron tubs. Has full-length seat, 
slip-resistant bottom. Requires no 
blocks, shims or extra supports— 
installs quickly and easily. 


THE KING vitreous china water 
closet is wall-hung for cleaning 
ease. Has round-front, reverse-trap, 
close-coupled closet combination 
with regular float valve in tank. 
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PLUMBING DRAINAGE PRODUCTS 


Series 
No. 400 
Roof Drain 





USED IN BUILDINGS AND POOLS 





OF HONOR AWARD PROJECT 


Series No. 4820 


| *K 
——— another example of IP, 1D), 


co-ordinated plumbing drainage 








Honor Award, Chicago Chapter of A.I.A. and Chicago Association of Commerce and 


Industry, 1959. Office of the Year Award of Merit, Office Management Magazine, 1959. 
Series No. 0290 : . 


Deck Trench Grates 











Series No. 300 
Floor Drain 





Series No. 0600 
Poo! Gutter Drain 








Photography by Hedrich-Blessing 


Project: International Minerals & Chemicals Corp., Skokie, Ill, 
Architects: Perkins & Will, Chicago, Illinois 
Plumbing Contractor: W. T. Mahoney & Sons, Chicago, Illinois 


Series No. 0660 Where buildings and pools — indoor or outdoor — are part of a modern 
Pool Angle 


construction project today, both can enjoy the benefits of *Coordinated 
Gutter Drain Plumbing Drainage by Josam. At Skokie, Illinois, in the famed International 
Minerals & Chemical Corporation center Josam Products bring the highest 
standards of performance to the drainage requirements at the roof, on the 
floor . . . in the pool. These standards developed through 50 years of 
specialization in plumbing drainage provide the assurance that each Josam 
Product will perform its specific function in coordination not only with the 
plumbing drainage system but with all other structural elements. In every 
type of building today you can meet ALL your plumbing drainage require- 
ments with just one word — Josam! Write for Catalog ‘'K’’. 


JOSAM MANUFACTURING CO. JOSAM MANUFACTURING CO. 
General Offices and Manufacturing Division , Dept. DE-2 
MICHIGAN CITY, INDIANA ' tal K 
REPRESENTATIVES IN ALL PRINCIPAL CITIES Moves send copy oe 








Series No. 0670 
Pool Deck Drain 





Michigan City, Indiana 


West Coast Distributors 
JOSAM PACIFIC CO. By .. 


765 Folsom Street San Francisco 7, Calif. Aitivees 


Josam Products are sold through plumbing supply wholesalers 





City . ' Zone State . 
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THE SPECIFICATIONS TELL THE STORY! 


HEATING SYSTEM OF FEATURE HOUSE IS EQUIPPED 
THROUGHOUT WITH B&G HOT WATER SPECIALTIES 
Specifications read as follows: 


CIRCULATING 

WATER PUMPS 

They shall be Booster 
Pumps as manufactured by 

Bell & Gossett, Inc., or ap- 
proved equal, in accord- 
ance with the following: 
G.P.M. Head B&G No. 
8 ft. 114” 
10 ft. 2" 
8 ft. 144” 


Designation 
No. 1 Tae 
No. 2 22.0 
No. 3 10.0 


FLOW CONTROL VALVES 

They shall be Type S Flo-Control Valves 
as manufactured by Bell & Gossett, Inc., 
or approved equal. 


The Carl Murchison residence, Provincetown, Mass. 
Architects: The Architects Collaborative, Cambridge, Mass. Robert $. McMillan, Partner in charge. 
Engineers: Reardon and Turner, Boston, Mass. Contractors: Anderson and Spinny, Inc., Hyannis, Mass. 


PRESSURE 
REDUCING 
VALVE 

Furnish and 

install onthe 

cold water 

supply tothe 

boiler, one 

pressure re- 

ducing valve, No. 12, as 


BOILER 
RELIEF VALVE 
Shall be Model 750, 
ASME Code, Relief 
Valve as manufac- 
tured by Bell & Gos- 
sett, Inc.orapproved 
equal. Valve dis- 
charge connection 
shall be individually 


BOILER 
FITTING 
Provide Model 
ABF-2'4” Air- 
trol Boiler Fit- 
ting as manu- 
factured by Bell 
& Gossett or ap- 





CONDENSER WATER PUMP 
The condenser water circulating 
pump shall be integral, flange 
mounted, vertical type, all bronze 
fitted, with stainless steel shaft. 
The electric motor shall be of 
sufficient capacity to deliver 57 
gpm against a total head of 70 
ft.; it shall be suitable for opera- 
tion at 208 volts, three-phase, 60 
cycles and shall be provided with 
a magnetic starter having ther- 
mal overload protection. Bell & 
Gossett Series 1522 Pumps, 
bronze fitted, S.S. shaft 2”. 


manufactured by Bell & 
Gossett or approved equal. 


piped full size to 6” 
above the floor. 


proved equal. 


' 


The Carl Murchison home, Provincetown, Mass., features an array of the most 
modern comforts and conveniences...among them a forced hot water system com- 
pletely equipped with B&G Hydro-Flo hot water heating specialties. In a home in 
which nothing but the finest equipment received consideration, the selection of 
B&G equipment speaks for itself. 

On all the equipment specified, the B&G emblem is a warranty of quality and 
outstanding performance. The pumps, for example, are noted not only for long- 
lived dependability but for quiet operation. In addition, the owner has the pro- 
tection of a single manufacturer's guarantee on all the specialties in the system. 


Hydro -Fie. system 


Send for catalog of B&G Hydro-Flo 
Products and full color booklet 
on the B&G Hydro-Flo System 


BeLL & GOSSETT 


Cc oO M P AN Y 
Dept. GB-1, Morton Grove, Ill. 


. ; ‘ Fal * 
Canadian Licensee: S.A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto 16, Ontario 
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EASIER REMODELING WITH COPPER TUBE. Overhead work is easier — no threading, no 
caulking and a copper tube installation weighs only one fourth as much as one of ferrous piping. 
Saves space — copper tube is trim, solder-joint fittings are compact. Work is faster — Anaconda 
copper tube and fittings for soil, waste and vent lines cut installation time one third to one half. 
A better job — copper tube won't rust: its smooth inside surface resists clogging. For more informa- 
tion and cost comparisons — write: The American Brass Company, Waterbury 20, Conn. In Canada: 
Anaconda American Brass Ltd., New Toronto, Ont. 


6904 


® COPPER TUBE AND FITTINGS for soil, waste and vent lines 


Available through plumbing wholesalers. Products of The American Brass Company 


Longer Lengths—Few Joints 
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DISPOSER BOWL 


WITH RECESSED OUTLET! 


POPULAR DOUBLE 
COMPARTMENT SINK 
WITH DISPOSER BOWL 


Notice how the drain outlets have been moved 
to tl rear to permit more pace tot load 
PrepPAralion wr the bowl atsell, See how the 
aynel the ah prasee outlet has heen ve 

No, 82 LDR Gtlo 

thhy lO aveh bawl 

deep sllawin tail 

Ji portant feature 

Werte that ve 


y \ebyatvn 


Ne, #22 .08 
(Diaper Bow! at lett) Specially designed for more 
Made with disposer bow! at left or 


Sanat bearine seeeinne ied efficient sink service 


with any garbage disposer! 


NEW VEGI-PREP 
MODEL WITH 
DISPOSER BOWL 


The sink that takes the backache out of sink 

chores Disposer and drain outlets at the reat 

permit comfortable kree space when seated, 

The shallow bowl (available at right or left) 

acts as a preparation unit for preparing fruits, 

vegetables, meats. Bowls are each 14 by 16 

No. DS 832 LDB . FING. pee ante inches, but the depth of the shallow bowl is 

(Disposer Bow! at left) . only half the depth of the regular bowl (7 

Every Carlrim, Sink is made of the inches). Each Carlrim Sink is faster and easier 
finest 20 gauge type 302 (18-8) nickel , : . 

bearing stainless steel to install, since no extra sink frame is required. 


Write for Carlrim Catalog No. 860 which provides complete blueprint specifications of 
all models to Sink Division, Carrollton Manufacturing Company, Carrollton, Ohio. 


You just ect buy 
hotter whon you. bv. IRIS == res arr 
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The SHERWOOD CREDO 


. . confidence in our market, the nation we serve. 
Producing the best possible products with the best 
available materials at prices advantageous to all! 





-_ 
Ct TRol > 1 





This is YOUR ASSURANCE that 


the Top Quality Ball Cock Today 
...is SHERWOOD! 


No manufacturer casts his name upon a product unless he is justly 





proud of its long lasting quality and dependability. That, as you un- 
doubtedly know, is true about the SHERWOOD No. 86-A Anti-Syphon 
Ball Cock. For the SHERWOOD thoroughly protects against the haz- 
ards of back syphonage and the costly waste of water. Operates quietly 
on any city water pressure, and fills 6 gal. tank in less than 11/, minutes 
at 28 Ibs. pressure. The SHERWOOD No. 86-A is a well made product. 
Consists of a simple, one pin assembly, assuring minimum wear, quiet SS 
efficient operation and long life. This is about all one can expect of a good 


FROM YOUR 


ball cock. And SHERWOOD has it. WHOLESALER 





You Specify the Best 


When You Specify... . Manufactured Only By 


SHERWOOD BRASS WORKS 


6331 E. Jefferson Detroit 7, Michigan 
Established 1903 
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EASTMAN 


SPEED-FLEX 


POLISHED CHROME-PLATED 


ype) 


Precision Engineered in 
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Look to EASTMAN for stop styles and sizes to 
meet your most difficult job situation. Guar- 
anteed quality SPEED-FLEX SUPPLIES are 
accurately made, beautifully finished and 
immediately available through your wholesale 
distributor. None finer!! 


PRODUG 


LAVATORY 
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... the practical approach to air conditioning 


is the word for air conditioning 
in Atlantic City motels 


Here you see just a few of the fine motels 
in and around Atlantic City that feature 
Acme air conditioning equipment. Fact its, 
there are more than S50 altogether ranging 
in size from 25 units to more than 250 and 
in value from $250,000 to almost two million 
And in every one of these motels the “heart” 
of the comfort conditioning systems, the 
chillers and cooling towers are Acme 
the name that has been synonymous with 
quality and dependability in air conditioning 
and refrigeration equipment since 1919. 


Yes, “the word” for air conditioning in 


Atlantic city motels is Acme. And you know 
why when you ‘“‘add up” some of the advan- 
tages of Acme equipment... space-saving, 
cost-cutting compactness . . . easy to install, 
factory-assembled “packaging” . . . quiet, 
efficient operation . . . factory certified per- 
formance reliability. These Acme pluses, and 


more, are the reason why Acme systems are 


the answer to air conditioning for a// types of 


multi-room buildings motels, hotels, 
apartments, hospitals, offices. Call your 
nearby Acme sales engineer for the com- 


plete story. 


INDUSTRIES, INC. 


JACKSON, MICHIGAN 


+1 
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1'4-220 tons 


Cooling Towers, 
3-120 tons 


Evaporative Con- 
densers, 10-110 tons 


Remote Room Condi- 
tioners. 200-600 cfm 


Air Handlers, 
665-36,000 cfm 


| 2 


Packaged Air Condi- 
fioners, 3-60 tons. 








——— 


Your Republic distributor maintains 
a complete steel pipe inventory 


Need good pipe fast? Your Republic 
distributor has it in stock—all sizes and 
weights backed by a full-time de- 
livery system. His business was designed 
for speed. But let him save you even 
more money. 

This man is im business to employ the 
people, freeze the capital, pay for the space, 
equipment, and other incidentals involved 


= 
LS uC 


in large steel pipe inventories. You save 
time and money by letting him deliver all 
your pipe...as you need it...from 
under-roof ...in the sizes and weights 
you specify. 

Give him a try. In addition to Republic 
Steel Pipe— the very best—your Republic 
distributor offers outstanding lines of fit- 
tings, fixtures, and controls. 


INSIST ON PIPE MADE IN U.S.A. 


AF Call your local distributor for fast delivery of... 


cs REPUBLIC Gteel, Pipe «ie 
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CIRCULATORS 
Tops in quality 
for 32 years! 


SEALED-IN 
LUBRICATION 


DOUBLE SEALS 





TIME-TESTED 
COUPLING 


ADJUSTABLE BRACKET 


AUTOMATIC 
OVERLOAD 
PROTECTION 


TWO-BOLT FLANGES 


THRUSH 

WATER 

CIRCULATOR 

HORIZONTAL OR VERTICAL 


Forced Circulation 


INCREASES EFFICIENCY AND 
REDUCES PIPING COSTS... 


Turusu Water Circulators are soundly engineered 

PD and have been constantly improved to assure better hot 
THRUSH HEAT EXCHANGERS 

Thrush Heat Exchangers are used not only for 


heating domestic hot water but for many other . o 7 ° P 
; : ae ; Water Circulators are available in four sizes. 
industrial applications such as heating water for 


water heating at lower cost. They are made in seven 


sizes, both horizontal and vertical types. Hi-head Thrush 





dishwashing machines, fuel oil preheating, etc. : : o . 
Designed to give greater heat exchange efficiency. You can fit the Circulator to the job, be sure of the 
highest heating efficiency, and keep your price in line. 
STEAM OR You know you are giving your customers the best when 
HOT WATER SUPPLY 


you install a Thrush Water Circulator. 








See your wholesaler or write Department A-2 





4-WAY WATER PASSAGE 


Free circulation in the shell and header reduces 
frictional resistance and pressure drop. Straight 


copper tubes make cleaning easy. No acids or 
chemicals. Ideal for steam or hot water. 





Quality Hydronic Heating Specialties 








H. A. THRUSH & COMPANY 


PERU, INDIANA 


Typical application of Thrush Heat Exchanger 
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Convention Dates 





Manufacturer Assns. 


(Continued from page 60 
Assn.; Shrine 


Angeles 


Exhibition Hall, Lo 


May 1-4—LPGA—Annual 
tion of the Liquefied 
Assn > 


conven- 
Petroleum Gas 
Conrad Hilton Hotel, Chicago 


May 8-13 
of the 
turers; 
Db. C 


NCPM—Annual meeting 
National Clay Pipe Manufac 
Shoreham Hotel, Washington 


May 11-14—FCI meeting of 
the Fluid Controls Institute; 
brier Hotel, White Sulphur 
W. Va 


Spring 
Green- 
Springs 


May 15-18—CBRA—Annval meeting 
of the Copper & Brass Reseirch Assn 
The Homestead Hotel, Hot Springs, 
Va 


June 5-8—OHINE—Summer 
vention of the Oil Heat Institute of 
New England; Wentworth-by-the-Sea 
Hotel, Newcastle, N. H 


con 


June 20-23 
ing & Heating 
conjunction 


PHE—Annual 
Exposition 


Plumb- 
(held in 
the annual 


with conven- 


Subs Get the Air 


OuR NEW SUBMARINES have what 


it takes in these modern days of 
armed peace. Atom-powered, they 
bristle with Polaris 


warheads 


missiles with 


nuclear that 


can be 


launched from under water 


» But without air conditioning, the 
subs would be Carrier 
Corp. points out that the crews of 


helpless. 


tion of the National Assn. of Plumbing 
Contractors); Cleveland Public Audi- 
torium, Cleveland 

Oct. 2-6—CIPH—Annual meeting of 
the Canadian Institute of Plumbing & 
Heating: Club, Montebello. 
Que 


Seigniory 


Oct. 10-12—Annual convention of 
the American Assn.; (hotel not 


yet determined), Atlantic City, N. J. 


Gas 


Nov. 14-17—NEMA—Annual meet- 
ing of the National Electrical Manu- 
facturers Assn.; Traymore Hotel, At- 
lantic City, N. J 


Nov. 18-22—ARI—Annual meeting 
of the Air Conditioning & Refrigera- 
tion Institute; Hollywood Beach Hotel, 
Hollywood Beach, Fla 


Contractor Assns. 
(Continued from page 60) 


Assn. of Master Plumbers; New Ocean 
House Hotel, Swampscott 


Apr. 21-23—Colorado—Annual con- 
vention of the Colorado Assn. of 
Plumbing Contractors; Denver Hilton 
Hotel, Denver 


100 men could not function unless 
its air conditioners constantly 
cooled, purified and recirculated 
the air. 

No air can be exhausted from the 
because surface bubbles 
give thei: 
Even when surfaced with the con- 


ning 


vessels 


would away positions 


tower sub must be 
ventilated and cooled. So the big 
300-ton air conditioning 
are never otf duty. 


open, a 


systems 
END 


COOLING COMES TO THE NATIONAL DEFENSE: It'll take 300 tons of cooling 


to keep the Navy’s newest nuclear submarine in action, says Carrier Corp. 


80 


Apr. 21-23—Virginia—Annual con- 
vention of the Virginia Assn. of 
Plumbing & Heating Contractors; 
Chamberlin Hotel, Old Point Comfort 


Apr. 21-23—Washington — Annual 
convention of the Associated Plumb- 
ing & Heating Contractors of Wash- 
ington; Elks Club, Port Angeles 


Apr. 24-26—Indiana—Annual con- 
vention of the Indiana Assn. of Plumb- 
ing Contractors; French Lick-Shera- 
ton Hotel, French Lick 


Apr. 24-26 
tion of the 
Contractors; 
Waterloo 


Annual conven- 
Assn. of Plumbing 
Russell-Lamson Hotel, 


Iowa 


Iowa 


Apr. 24-26—North Dakota—Annual 
convention of the North Dakota Assn 
f Plumbing & Heating Contractors; 
Clarence Parker Hotel, Minot 


Annual con- 
Plumbing 
Miramar 


Apr. 26-28—California 
vention of the Associated 
Contractors of California; 
Hotel, Santa Monica 


Apr. 27-28—New Hampshire—An- 
nual convention of the New Hamp- 
shire Assn. of Plumbing Contractors; 
Carpenter Hotel, Manchester. 


Apr. 28-30—Pennsylvania—Annual 
convention of the Pennsylvania Assn 
of Plumbing Contractors; Sheraton 
Hotel, Philadelphia 


Apr. 28-30—Texas—Annual conven- 
tion of the Associated Plumbing & 
Heating Contractors of Texas; Sham- 
rock-Hilton Hotel, Houston 

May 5-7—Florida—Annual conven- 
tion of the Associated Plumbing & 
Mechanical Contractors of Florida 
Robert Meyer Hotel, Jacksonville 


May 6-7—Arizona—Annual conven- 
tion of the Associated Plumbing, 
Heating & Piping Contractors of Ari- 
zona; Mountain Shadows _ Resort, 
Scottsdale 


May 6-7 —South Dakota — Annual 
convention of the South Dakota Assn 
of Plumbing Contractors; Sheraton- 
Johnson Hotel, Rapid City 


May 7-9—North 
convention of the 
Assn. of Plumbing 
tractors; Morehead 
Morehead City 


Carolina—Annual 
North Carolina 
& Heating Con- 
Biltmore Hotel, 


May 11-12—Connecticut—Annual 
convention of the Connecticut Assn. of 
Plumbing & Heating Contractors; 
Eond Hotel, Hartford. 


May 12-14—Michigan—Annual con- 
(Please turn to page 143) 
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DUNHAM/BUSH 


“GOES CRITICAL” 
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_., heating and air conditioning 
a radioisotope laboratory... 


In the course of its many contracts, Dunham-Bush has satisfied an 

imposing variety of industrial and commercial demands for optimum 
heating, cooling, and air conditioning. The greater part of these demands 
has been commonplace. Others have been of a highly critical kind, 

such as those involved here at Picker X-Ray, where extremely sensitive 
instruments to trace and measure radioactive material are developed, 
and where new medical and industrial uses are created from x-rays 


and isotopes. E. W. Coleman, Picker’s lsotope Department manager, has 


made the point directly,". .. . the handling of radioactive materials, 
the ... proximity of the Center to residential and industrial areas, 
the need for in-plant safety, employee comfort and well-being, taken 
together place tremendous responsibility on the air system.” 


Outside the Center's million-curie test cell, looking in on 
the fascinating “finger’ operation of the Master-Slave 
Manipulators as they encapsulate a radioactive 
material. Failure of the air system here would seriously, 
perhaps disastrously, impair the protective function 

of the cell's $10,000, 61” thick glass and zinc bromide 
window. Part of the cell's enormous 40-ton access 

door of steel and concrete can be seen in the background 


A dependable Brunner Air Compressor 
provides pressure for the air-operated 
tools in the Center's second-floor 
machine shop. 


Roof-Top Dunham-Bush Air Cooled Condensers enable 

the Center's air conditioning systems to function 

without water; and problems of excessive water impurities 

and their disposal naturally are avoided. 
Dunham-Bush Air Handling units—vital organs in the 
Center's anatomy—serve the four separate air 
conditioning systems designed to prevent the public's 
exposure to products of a radioactive atmosphere. 


+Heoat-XK Heat Interchangers and Brunner 
Compressors are integral parts of the Center's all 
Dunham-Bush air conditioning system. 





ne vital responsibility of a single source 


In tastefully appointed surroundings made atmospherically 
comfortable by Dunham-Bush air conditioning, one of 
the Center's receptionists greets visitors. 


In winter, Dunham-Bush 
Cabinet Convectors with 
the manual adjustment 
feature warm the 
Center's non-air 
conditioned stairwells. 


Dunham-Bush Thermo Vector Radiation sharply reduces 
downdrafts, and circulates warm air to every corner 
of the Center's engineering department. 
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Dunham-Bush Unit Heaters warm the Center's busy 
warehouse in winter. They also are used to circulate air 
for summertime comfort. Extension tubes funnel the 
Architect & Consulting Engineer—McGeorge, Hargett and Associates—Cleveland, Ohio air downward, past structural elements. 
Mechanical Contractor—The Feldman Brothers Company—Cleveland, Ohio 
Wholesaler—Cleveland Hermetic & Supply Company—Cleveland, Ohio 














Belle Chasse High School, Belle Chasse, Louisiana, 
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To specifiers, buyers, and users of Dunham-Bush 
equipment, the reassuring significance of the 
Picker installation is simply that whatever the 
demands for performance proficiency, this single 
source responsibility meets them with the same 
high-quality equipment . . . equipment that always 
ensures top-drawer efficiency and safety. 


is served by these Dunham-Bush products: Air Handling 
units, Comfort Conditioners, Wall Jet Unit Heaters, 
Electric Defrost Low Temperature units, Baseboard 
Radiatipn, Cabinet Convectors, and Unit Heaters. 





Cardinal Glennon Memorial Hospital for Children, 
St. Lovis, Missouri, Uses Dunham-Bush Vacuum and 
Condensation Pumps, Convectors, Radiator Traps, 

. F & T Traps end Strainers, and Unit Heaters. 














Pictorially expressed above are the 
ingredients of the directed effort made 
by our engineering and production team 
in the interests of public and private 
comfort, safety, and productivity. 

Call on Dunham-Bush for responsible 
performance of any heating or cooling job. 





And at IBM’s new Engineering Laboratory, Kingston, New 


York, the following Dunham-Bush equipment is installed: 

Finned Tube Radiation, Unit Heaters, F & T Traps and 

Strainers, Bucket Traps and Strainers, Air Handling units, 

Convectors, and Low and High Pressure steam specialties. | 


_Dunham-Bush, Inc. 


‘heat-x; 


FORM NO. 51! 


HEAT-X, INC 


BREWSTER, N.Y 


L 








179 SOUTH STREET * WEST HARTFORD, 10 ¢ CONNECTICUT, U.S.A. 


MICHIGAN CITY, INDIANA 7 MARSHALLTOWN, IOWA ° RIVERSIDE, CALIFORNIA 


SUBSIDIARIES 


THE BRUNNER CO DUNHAM-BUSH (CANADA To DUNHAM-BUSH, LTD. BRUNNER CORPORATION (CANADA) LTD. 


WEST HARTFORD, CONN TORONTO, CANADA PORTSMOUTH, ENGLAND PORT HOPE, ONTARIO 








O. T. Carson, chairman of the board of Domes- 
tic Engineering Co., died Friday, January 22, in 
Chicago. He was 74 years old. 

A pioneer in business publishing, Mr. Carson 
was widely known in this field and had thousands 
of friends in the industries served by Domestic 
Engineering publications. A forceful personality 
and a rugged individualist in the best sense of 
the term, he was also a firm believer in organiza- 
tion and management diversification—which he 
put into practice in his own company. 


# After working as a journeyman steamfitter in 
various sections of the country, Mr. Carson joined 
Domestic Engineering as a subscription salesman 
in 1908. Moving into advertising sales, he started 
In 1917 


he became one-third owner when he and two asso- 


acquiring stock in the company in 1912. 


ciates purchased the company. 

One of the associates left the company in 1933, 
and the other died in 1937, leaving Mr. Carson as 
principal owner. He was president from 4934 
until July 1, 1959—at which time he became 
board chairman. 


# While highly talented as a salesman, financial 
manager and personnel manager, Mr. Carson’s 
greatest contributions perhaps lay in his ability 
to originate publications and create distinctive 
editorial formulas for them. 

Domestic Engineering magazine moved rapidly 
to top position in the plumbing and heating in- 
dustry, and has retained that position for many 
years. Domestic Engineering Catalog-Directory, 
started in 1923, became a substantial success. 

Mr. Carson was largely instrumental in launch- 
ing Heating, Piping and Air Conditioning Maga- 
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O. T. CARSON, PIONEER 
PUBLISHER, DIES 


zine, which was a Domestic Engineering property 
until 1933. He launched Institutions Magazine, a 
horizontal monthly 
mass-housing establishments, in 1937. 

Engineers’ Product File (a catalog-directory) 
and Actual Specifying Engineer (a monthly maga- 


serving mass-feeding and 


zine) were started in 1958 to serve engineers in 
the large and medium-sized construction field. 
Both are already firmly established. 

Always interested in young people, Mr. Carson 
followed a consistent policy of building the man- 
agement team from within the organization. His 
concern for the welfare of employees was shown 
by the establishment of a liberal hospitalization 
plan and a non-contributing profit-sharing retire- 
ment plan. 


# An orderly transition of ownership was provided 
by an agreement with employees in 1951, enabling 
them to purchase his stock over a period of time 
Employees now own mcre than 71 percent of the 
outstanding stock. 

A management transition was similarly planned 
and executed by Mr. Carson. In 1954, J. A. Fox- 
worthy was made executive vice president: 
George L. Milne, vice president; C. L. Staples, vice 
president; and his son, William M. Carson, secre- 
tary and a director. 

On July 1, 1959, Mr. Milne was named president 
and on December 29, elected a director, as was 
Fergus McKeever. 
been associated with the firm from 10 to 30 years 

Mr. Carson was a member of the South Shore 
Country Club and the Chicago Athletic Club, as 
well as various industry organizations. 


All officers and directors have 


In addition to his son, he is survived by his 
widow, Mrs. Leona M. Carson. END 








The Websters tell... 


Be your own 
salesman 


THERE’S MONEY to be made in 
water systems, says Tom Web- 
ster, shown here in front of his 
Kankakee, Ill. store. He cites a 
10-fold growth in his business 
since 1953 to prove it. Tom 
delegates detail work to others 
so as to keep himself free for 
selling, “because the rural cus- 
tomer wants personal service.” 


Show them to 
sell them 


YOU CAN'T do business from an 
empty wagon, is the Webster 
motto. The firm keeps an aver- 
age of 20 water systems, in- 
cluding one operating model, 
on display in the store at all 
times. Shown here are partners 
A. P. Webster and his son Tom. 


How They Sell a Water System Every 


Their experience with 3,000 installations, including 180 in 1959, 
adds up to a lot of know-how which they share here with you... 


WHAT TIPS who’s 
3,000 offer 
fellow plumbing contractors who 


this 


Can a Man 


sold water systems 


want to grow bigger in 
profitable type of work? 
That’s the 
A. P. Webster, who’s been selling 
pumps in and around Kankakee, 
Ill. since 1919. The past couple 


of years he and his son Tom, who 


lifetime record of 


became a partner in 1954 and is 
the 
have averaged between 175 and 


now manager of business, 
200 water systems a year. 


Last year, the firm’s gross was 


a healthy quarter million dol- 
lars, of which about 15 percent 
was in water systems. 

The large percentage of Web- 
ster’s pump business in recent 
has been in residential- 
But there’s been a 
steady growth in the installation 


years 
size jets. 
of six and eight-inch submer- 
Their 


providing water for air condi- 


sibles. use ranges from 
tioning systems in bowling al- 
leys, theaters and similar build- 
ings to the domestic water supply 


for housing developments and 


schools beyond the water mains. 

(Webster’s activity in submer- 
sibles is featured in the story 
that begins on page 92.) 

A review of the Webster oper- 
ation is of particular interest, not 
only because A. P. Webster can 
look back over what virtually 
amounts to a history of the indi- 
vidual water systems industry— 
but of the 
come 


because most 
growth 
about in the past six years and 
coincides with the introduction 


of a vigorous merchandising pro- 


also 


company’s has 
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Other Day of the Year... 


gram, with strong emphasis upon 
building customer relations. 

Up to 1953, the firm’s annual 
gross was in the neighborhood of 
$25,000. 


years, 


During the next three 
Tom 


special program of personalized 


when initiated a 
selling to builders, added product 


lines and increased promotion, 
the business quadrupled. And it 
has continued to increase stead- 
ily since then, until it reached 
$250,000 last year. 

Furthermore, the Websters are 
confident that certain ideas they 
have in mind for 1960 will add 
another $50,000 to their gross. 

For plumbing contractors in- 
terested in water 
systems and add-on appliances, 


growing in 
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the 
technique is of special interest 


Websters’ merchandising 
because they operate in typical 
“pump country.” 

Kankakee is a town in north- 
eastern Illinois with a population 
of 20,000. There are other small, 
rural-type towns around it, and 
Much of 


Websters’ marketing area is be- 


lots of farm country. 
yond the city water mains. 


=» How does a successful “pump 
country” contractor find his cus- 
tomers? How does he sell them? 
How does he meet the competi- 
tion from such outlets as Sears, 
which are traditionally strong in 
rural areas? 

The whole 


Websters have a 


repertoire of effective merchan- 
dising techniques. They have a 
handsome showroom (page 88). 
They use large-space advertising 
in the 
89). 
pump displays set up in 
showrooms of 


local newspaper (page 
They have plumbing and 
the 
noncompetitive 
90). They 
send out complimentary theater 
tickets with their Christmas 
cards (page 88). They buy dis- 
play the telephone 
directory, offer giveaways such 
as matchbooks, etc. 

“But,” says Tom, “we feel that 
in a market area such as ours, 


businessmen (page 


space in 


the most important single mer- 
chandising technique is a _ per- 


(Please turn to page 88) 





(continued) How Websters Merchandise ... 


Please Accept these Complimentary 


7 every job at once, but he does 
i ine ay Be 
$ as Our W 


Theater Ticket the next best thing. He makes 


sure he’s always available by 


of Expressing Sincere 


keeping in touch by _ phone. 
: There’s a phone in his car that 

Wishes for Cac 2 i p One > 

can be rung or dialed like any 

office phone. When he’s at a job 


4 Season site, but out of his car, an auto- 
4 H1 ny #1 matic tooting of the horn tells 
him when he’s got a call. 
“We do our best to treat our 
builders’ customers as our own 
which they indirectly are, of 
course,” Tom says. Among the 
services the Websters offer build- 
, ae WEBSTER & CO. ers is use of their showroom for 
152 N. ast Avenue prospective homeowners to pick 
a INe ; out the colors of their bathroom 
Kankakee, Illinots fixtures, tile, etc. 
The Websters are personal 
friends of most of their builder 
GOOD NEIGHBOR POLICY: Two complimentary tickets to a local theater ac- 
+ 
companied this Christmas card (inside page shown) sent by Webster to its i 
customers. They appreciate the gesture, and it helps them remember the gether socially. 
Webster company as a friendly and reliable place with which to do business “This personal selling is typical 


customers, and they do things to- 


of good salesmanship anywhere, 
I think,’ Tom says. “It’s just 
(Continued from page 87) finished to make sure everything good business to work with the 
sonalized approach to selling. is functioning all right.” same people over and over again 
“Our customers ere shrewd Tom naturally can’t be at whenever possible. You get to 
buyers who know the value of a 
dollar, but we've never sold on 
the basis of price alone and we 
never will 
‘We make sure our customers 
know they're getting their 
money’s worth because they can 
count on us to give them quality 
service. We have a definite pro- 
gram with builders, for example, 
who are among our most im- 


portant customers.” 


» The Websters work regularly 
with about 15 builders. About 
70 percent of the time they’re the 
only bidder, says Tom. “We get 
the jobs because our builders 
know we do quality work. cat 
“Right now, for example we eg 
have about 17 heating and 38 : 
plumbing jobs going in. I per- ONCE A LIVERY STABLE, the Webster store is now modern, spacious, inviting. 
The access plate in the left foreground covers a weil which once was used to 


water the stable’s horses. It was retained when the store was modernized as 
in progress and also when it’s _ part of an operating water system display normally featured over the spot. 


sonally visit every job while it’s 
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DoMESTIC 


do an increasingly better job. 
“It’s important to note, though, 
that we naturally wouldn’t take 
advantage of our friendship to 
cut any corners on our work— 
and our builders return the cour- 
tesy by not trying to bid-shop.” 


The kind of 


ualized service is offered custom- 


same individ- 


into the 
Tom and his dad are on a 


ers who call or come 
store. 
first-name basis with many. 
the Webster business 


repeat 


a Most of 


is either business or 


comes to them by customer re- 


This they 
take the time to make sure the 


ferrals. is because 
customer gets what he wants and 
what will best serve his needs. 
‘“Let’s take a pump sale as an 
example,” Tom says. “Just about 
50 percent of our pump sales are 


We don’t make 


over the counter. 


BIG-SPACE ADS like this one (10 by 18 ins.), 
appearing in the spring of the year, 
Kankakee-area’ residents about the special 
buys available from the Webster company. 
“Satisfaction or your money refunded” and 
are two prom- 
ises made by the ads, which also offer con- 
venient credit and Monday night shopping. 


“You pay less for the best’ 


the installation in these cases 


because the farmers like to do 
it themselves.” 

The rural customer is the orig- 
inal do-it-yourselfer, Tom points 
It’s not a hobby, it’s a way 
The Websters 


sell him not only pumps but have 


out. 
of life with him. 
a large inventory of other prod- 
ucts and parts in which they do 
a good business. 

“We accept this type of busi- 
ness because we get full markup 
on the prices and it’s very profit- 


able. Besides, 


if we didn’t cater 
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| A. P. Webster & Co. 


SPRING 
PLUMBING 











DAYS ONLY 
* FRIDAY 
* SATURDAY 
* MONDAY | 
a | 


MARCH 
14-15-17 


3-Piece White 


se ‘BATH ROOM OUTFIT 


et 


REGULAR ' *169” 


or Cast Iron Tub 


? Lavatory 


Stee! 


hdown | et 


$119 





it ry | A. 0. Smith Glass 


Water Heater 


§79* 


Galvanized Water Heater 
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% H. P. CONVERTIBLE 
Jet Water 


tell 


| 
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Lined Water Softener 


[} 
Sale 
Priced 


Special 


sOo9°° 


VASHDOWN TY 


TOILETS 
vee SQ 


REVERSE TRAP TYPE | 


TOREES | 
18) | es 82.75] 


FLUORESCENT LIGHTED 


Medicine 
Cabinet 


RECULAR 
$24.95 








USE OU! 


R CONVENIENT CREDIT PLAN! 


er WEBSTER ace. 


1S2 NORTH EAST AVENUE 


OPEN MONDAY NICHTS PHONE 25423 





to the do-it-yourselfer, the busi- 
ness would probably go to Sears. 
“Anyway, when a customer 
buy a 


pump we expect to spend at least 


comes into our store 


an hour discussing his needs. 


He’s putting out a lot of money, 


and we want him to walk out of 
our door a satisfied customer.” 

To this 
Tom or his dad analyze the cus- 


They 


sure the pump he’s thinking of 


assure satisfaction, 


tomer’s situation. make 


(Please turn to page 90) 





MILEAGE FROM A PARKING LOT: The sign 


TURN ABOUT: Through a reciprocal agree- 
ment with the Troup Lumber Co., Webster 
maintains a plumbing and pump display 
in Troup’s modern showroom, in return for 
which he refers lumber customers to Troup. 


sells’ Web- 


sters while offering free parking to the firm’s customers 


How Websters Merchandise... 


(continued ) 


(Continued from page 89) 
buying is big enough for his 
present and future needs. They 
discuss his electric power and 
his well condition with him and 
advise him in any way they can. 

“Usually this isn’t too hard,” 
says Tom. “Since dad has been 
putting in water systems in this 
part of the country for almost 
40 years, he knows soil condi- 
tions, ete. pretty well.” 


alIn special cases the Websters 
the 


gainst trying to make his own 


advise do-it-yourselfer a- 


installation, and he_ generally 
listens because he’s come to re- 
spect their judgment. In other 
cases, they offer advice to make 
certain the installation will con- 
form to good practice. 

The Websters carry a parts 
inventory of about 3,000 items 
and make sure that every new 
customer knows this. 

The availability of parts at all 
times is very important to the 


man thinking of doing business 
Tom 


brings in a lot of store traffic. 


with you, says. It also 


The Websters have a spacious 
5 by 30 foot showroom and a 


5 
7 


() by 30 foot warehouse, besides 
office and workshop space. They 
carry an unusually large inven- 
tory of plumbing fixtures and 
brass, heating equipment, water 
heaters, pumps, etc., with a large 
selection out in the display area. 
There about 20 
pumps on the showroom floor, 


are usually 
for example, one of them a work- 
ing model. The warehouse in- 
ventory of water systems aver- 
ages about 50. 
a “Seeing so many items to 
choose from gives the customer 
the comfortable feeling that he 
can take his pick,” says Tom. 
“He doesn’t have the idea that 
he’s getting the last or next to 
the last pump that we just hap- 
pened to have on hand.” 
Showroom traffic is heavy at 


Webster’s. And they’re thinking 
of ways to make the store “an 
even nicer place to come to.” 
This year, for example, they’re 
going to install canned music. 
The store also has a free parking 
area for customers. 

Time payment buying can be 
for if the 
wants it, says Tom, but most of 


arranged customer 
their customers pay either cash 
or within 30 days. 


=» Tom Webster feels so strongly 
about keeping the personal ele- 
ment in selling that so far he 
hasn’t hired any salesmen, pre- 
ferring to do his own selling. 
His younger brother, John, who’s 
still in college but lives at home, 
helps him in the store and some- 
times in the field. He also has an 
efficient manager-coordinator in 
the store, Chuck Osborne, whom 
he calls his “right arm” and who 
handles all detail work, leaving 
Tom free to do the quality sell- 
ing and followup work he likes. 
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PRICE-SHOPPING AT SEARS: Tom Webster is a frequent 
visitor to the new $3 million Sears store in Kankakee, his 
chief competitor for pump business. He watches Sears 
prices, notes the number of customers patronizing its 
plumbing department and observes its selling technique. 


Since pumps are an important part of their in- 
store business, the Websters make a special pro- 
motional effort with this product. Besides keep- 
ing a working model on the display floor all year, 
the company participates in the observance of 
National Water Systems Month every May, utiliz- 
ing the store banners, giveaways, etc. supplied by 
the National Assn. of Domestic and Farm Pump 
Manufacturers. 

“There’s a lot of money to be made in pumps,” 
says Tom, “and we want to go even more actively 
after that business in the future than we have in 
the past by stepping up our merchandising. 

“I’ve mentioned that we want to add another 
Some of 


that we hope to get in heating, which our com- 


$50,000 to our annual gross this year. 


But some of it should 
come to us in bigger water systems business. 


pany entered last year. 


“I feel, for example, that we could get more 
replacement business than we’re getting now. We 
patched up a lot of old pumps last year that 


(Please turn to page 98) 





What Webster has to say about large- 


capacity submersibles.....(page 92) 
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THE ORIGINAL DO-IT-YOURSELFER is the farmer, says A.P. 
Webster. He’s generally handy with the tools, and one 
way to keep him as a big-ticket customer for water sys- 
tems is to cater to his small-item needs. Hence this well- 
stocked do-it-yourself counter in the Webster showroom. 


Bs es) 


PERSONALIZED SERVICE is vital in “pump coun- 
try,“ the Websters maintain. Customers are 
never hurried through the selling process, and 
the Websters figure they devote about an 
hour to each water system sale, about 50 
percent of which are made “over the counter.” 
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A case history in pump profits: 


The re 


Websters 


How They Built a Market 
for Big-Inch Submersibles 


PARK VILLA is a subdivision of 
40 homes about three miles 


Half 


the houses are supplied by the 


beyond the water mains 


six-inch submersible pump in- 
stallation shown on the facing 
page, and the other half by 
systems, all 


installed by 


also 


individual water 
of which 
Webster, 
the plumbing contract for each 
house. The 


the submersible 


were 
who received 
box for 
installation, 


control 


far right, is mounted on a post 


50 feet from the well € 
%, 
ane’ 


about 


Tom WEBSTER offers this advice 
to plumbing contractors who are 
active in water systems, but who 
have not yet added submersibles 
in the six-inch-and-up range 

“If you're operating in ‘pump 
country,’ don’t overlook the big 
money to be made in submersible 
water systems for schools, fac- 
tories and similar-size buildings 
beyond the mains—and for the 
extra water needed for air con- 
ditioning and process uses with- 
in the city.” 

Tom is a co-partner with his 
dad in the plumbing and heating 
firm bearing their name in Kan- 
kakee, Ill. (see the story appear- 
The 


firm has been installing large- 


ing on preceding pages). 


size submersible water systems 
for about five years. 
Example: Installation of a 20- 


] 


e sgh WILLA 


I) 
f) 
I 


. 


PREMIERE 
‘mca qo’ 
ay 


sacha DL 


Chen rs 
gauss AOE 


horsepower, eight-inch submer- 
sible in the basement of a movie 
theater that needed more water 
for its air conditioning system. 
Job return: $5,000. 

Example: Installation of a six- 
inch, three-horsepower submer- 
Park Villa, a 
subdivision near Kankakee. The 
pump 


sible in housing 


supplies water for 20 
houses. Job 
the plumbing contract in 
homes: $23,000. 


return, including 


the 


a “At 
think of the rural area beyond 


one time we tended to 
the water mains as strictly a 
market for 
“We 
discovered in 1954—happily— 
that this isn’t so at all. We do 
a big business, of course, in the 


But 


domestic and farm 


water systems,” says Tom. 


smaller pumps. there are 


plenty of places where large- 
capacity water delivery is re- 
like theaters, 
stores, schools, etc. Here’s where 


quired. Places 
the six and eight-inch submer- 
sible really shines.” 


s Tom believes that the nonresi- 
dential type of market for water 
received the 
attention from many plumbing 


systems has not 
contractors that it deserves. He 
points out that wherever small 
going up, so 
are the usual stores, shopping 


communities are 
centers, theaters—not to mention 
schools, industrial buildings and 
similar large structures. 

These mushrooming new com- 
munities need water, of course, 
for regular plumbing needs, for 
manufacturing processes, for air 
conditioning, fire protection, etc. 
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Furthermore, Tom adds, there 
are many existing buildings that 
need more water than they’re 
getting, particularly if they want 
to air condition. 

Summer cooling is as much a 
coming thing in the smaller com- 
munities, he believes, as it is in 
the cities. People are going to 
express their demand for it by 
patronizing the places that have 
it—thereby putting pressure on 
non-cooled buildings in the com- 
munity to follow suit. 


« “Our first big submersible job,” 
he points out, “was to provide 
water for air conditioning in a 
bowling alley. We put in a six- 
inch, seven-and-a-half horsepow- 
er submersible. It’s been work- 
ing fine ever since.” 

How do Tom Webster and his 
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father go after this large-capacity 


submersible business? 

Pretty much the way they go 
about getting the smaller pump 
business: through personal sell- 
ing and quality service as out- 
lined in the preceding story. 


a “We 
builder confidence in our water 
Tom. 


“We do all the analyzing of water 


work hard to _ inspire 


system knowledge,” says 
needs, soil conditions, etc. before 
we submit a bid on a job. The 
builder then knows that we 
know what we’re talking about. 

“We've worked with the same 
well-driller and 


for years 


know 


our 


builders he’s reliable. 
We’re also extremely careful in 
our installations and use only the 
best materials. While a pump is 


going in, I visit the job site to 


make sure everything is 
along all right.” 

What advice does Tom Web- 
ster have for the plumbing con- 


going 


tractor who’s not yet active in 
big-inch submersibles. 

“First of all,” he says, “know 

your market. Then concentrate 
on making quality installations. 
A reputation for quality is, per- 
haps, even more important in the 
big-pump market than it is in 
domestic sizes. 
# Webster lists these elements 
as being of prime importance in 
the quality installation of big- 
capacity submersibles: 

1. Know the 
This may be obvious, or the cus- 
himself may this 
needed data on the well’s forma- 


well condition. 


have 


tomer 


(Please turn to page 94) 





A case history in pump 
profits . . . (continued ) 





TO THE CENTER of the Earth, says the marquee on Kankakee’s Paramount 
theater (below), as though to symbolize this installation of an eight-inch 
submersible pump which is used to supply water for the theater's air condition- 
ing system. The pump installation, made by Websters, was a $5,000 contract. 


This Webster installation shows you dont have to 
go beyond the mains to sell big-inch submersibles 


Oromo 


i 


? 


f 
i 


(Continued from page 93) 

tion. If necessary, in the case of a 
long-standing installation, go 
back to the man who drilled the 
well initially. 

Where is rock, 
clay? What's the water level? 
If a new well is to be drilled, the 


there sand, 


same questions apply. 

2. If there’s an existing well, 
determine its capacity to deliver 
water. If necessary, install a test 
pump to find out. If a pump is 
beyond the capacity of the well 
to deliver, itll burn out—and 
this naturally must be avoided. 

3. Find out what the present 
power conditions are and what 
they should be for the size of 


pump to be installed. There must 
be adequate overload protection, 
otherwise a momentary surge in 
power might kick out the motor. 

4. Not only before the installa- 
tion is begun, but before a sale 
is made, determine the custom- 
er’s water needs carefully. Don’t 
‘too 
little pump,” but allow enough 
for future growth of water need. 


sell “too much pump” or 


a}. Make that the 
and all accessories are top qual- 
ity. Stress the pump’s construc- 
tion features every bit as much 


sure pump 


as its gpm delivery. Never sell 
on price. Don’t put a product into 
the ground that will cause you to 
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worry about some part ot it go- 
ing bad after a couple of years. 

6. Handle the actual pump in- 
stallation with the greatest of 
care. Make cables are 
spliced and guarded properly. 
Make sure no pipe shavings get 
into the pump or the well. Lower 
the pump into the well gently. 
Use two safety devices, a well 
vise and a clamp, to keep the 


sure 


pump or pipe from falling while 
work is going on. 

Tighten joints securely. Before 
the pump is put into the well, 
test it and the controls carefully. 

If the submersible is a high 
head one, a pressure relief valve 
should be put into the discharge 
before any gate valves are in- 
stalled. 


7. Follow the manufacturers’ 


A pump for every need: Big-capacity jets play a 
big role in the Webster scheme of things, too 


To ASSURE customer satisfac- 
tion with your pump department, 
handle every type of water sys- 
tem so that you can recommend 
the right one for every need, 
says Tom Webster. 

His firm does—from the small 
domestic sizes and big-inch sub- 
mersibles shown on the preced- 
ing pages to the 60 gallon per 
minute jet illustrated here. 

This installation, located in the 
basement of the “big house” 
shown in the photo below, serves 


THIS 60 GPM JET PUMP delivers water to the 40-unit trailer court shown below. 
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40 trailer homes on the edge of 
Kankakee. The system utilizes 
the 525-gallon storage tank which 
is partially visible at the right. 
Size of the contract: $1600. 


«The Websters—on the thresh- 
old of the 60’s, with their promise 
of booming construction beyond 
the city water mains—are gear- 
ing up to handle the growing 
number of big-pump installations 
that will soon be needed in and 
around Kankakee. END 


instructions. Attend one or more 
of the pump schools sponsored 
by them and by wholesalers. 
“By setting these high stand- 
ards of installation for our- 
selves,” says Tom in conclusion, 
“we built a reputation that 
means customer referrals. We’ve 
been installing submersibles for 
five years and have never had to 


pull one we've put in.” END 





- A New Technique for 
Septic Tank Sewage 
Disposal Systems 


Distribution box is eliminated. FHA-approved method 
is said to be more efficient, less costly 


Photo courtesy of San-Equip, Inc. 


A NEW, government-approved 


method of installing residential 


septic tank systems has been an- 


nounced by the U.S. Public 


Health Service 

It’s described as a technique 
that 
distribution box and reduces the 
possibility of failure by an im- 
proved underground absorption 
trench system.” 


“eliminates the need for a 


million 
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dollars may be saved annually by 


method, accord- 
ing to the Public Health Service. 

The method, which was devel- 
oped by USPHS researchers, un- 
FHA 


ready 


the “improved” 


der sponsorship, has al- 
the 
minimum property requirements 


for FHA-insured 


septic 


been adopted under 


using 
It’s de- 
cribed in an addendum, just pub- 


lished, to the U.S. Public Health 


homes 
tank systems. 
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The maxi- 


8B A-A 
This layout is one of several considered satisfac- 


ground absorption system. 
mum permissible difference in elevation of the distribution 


tile is six inches. 
needed over the trenches. 
new-type absorption system are outlined in the article. 


At least 


Service’s Manual of Septic Tank 
Practice. 

Here’s how the addendum ex- 
plains the new installation meth- 
The report that follows is 
verbatim. 


ods. 


The provisions regarding the 
need for distribution boxes in soil 
absorption systems for private 
residences are based on the 
that distribu- 
tion of effluent over the total de- 


premise uniform 


Elev. 


_ 100.4 ase 





C) | Elev. 


98.4 














B-B 


12 inches of earth cover is 
Other requirements for the 


DoMESTIC 
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FROM SEPTIC TANK 








signed absorption area is neces- 
sary. Distribution boxes have 
been employed in an effort to 
obtain uniform or parallel distri- 








bution. 
Recent studies sponsored by 


\ 
” ave de ato P ALTERNATE DROP BOX METHOD AS SHOWN IN 
the FHA have demonstrated that | SECTION 88 MAY BE USED, 





various arrangements in the tile 
field, including the distribution 
box, do not achieve uniform dis- 








tribution. Furthermore, it has 
never been established that equal 
distribution has any advantages 
as opposed to some arrangement 
of serial distribution. 


#Serial distribution is achieved 


by arranging individual trenches INVERT OF THE OVERFLOW PIPE 
oY arranging individual trenches prt ath ep 
INVERT OF THE SEPTIC TANK OUTLET 





of the absorption system so that 
each trench is forced to pond to 
the full depth of the gravel fill 
before liquid flows into the suc- 


ceeding trench. UNDISTURBED 
. EARTH 
In this manner, the total ab- 


sorption area of the entire sys- e 6' MINIMUM 
tem is utilized before ultimate 








SECTION A-A 
failure can occur. 


Serial distribution has the fol- 
lowing advantages: 











1. Serial distribution minimiz- 
es the importance of variable ab- 
sorption rates by forcing each 
trench to absorb effluent until its 
ultimate capacity is utilized. The 
variability of soils even in the 





wow) vir 





small area of an individual ab- TIGHT JOINTS 2 
sorption field raises doubts of the 

, ee ‘ ; . UNDISTURBED EARTH 
value of uniform distribution. 


< 
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SECTION B-B 
( Alternate Construction ) 
* DIFFERING GROUND SLOPES OVER SUBSURFACE DISPOSAL FIELD 
MAY REQUIRE USE OF VARIOUS COMBINATIONS OF FITTINGS. 


6' MINIMUM 





#Any one or a combination of 
factors may lead to non-uniform 
absorptive capacity of the sever- 
al trenches in a system. 
Varying physical and chemical L. 
characteristics of the soil, con- 





FIG. B shows an arrangement for serial distribution in sloping ground 
Either a relief line or drop box arrangement may be used. Each adjacent 
terface smearing or excessive trench (or pair of trenches) is connected to the next by a closed pipe line. 

. . The invert of the overflow pipe in the first relief line must be at least four 
compaction, poor surface drain- inches lower than the invert of the septic tank outlet. For a complete 
description of this hookup, and alternate methods, see the article 


struction damage such as soil in- 


(Please turn to page 132) 
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How Websters Merchandise... 


(Continued from page 91) 
should have been replaced in- 
stead. If I had personally gone 
out on the calls instead of send- 
ing one of our plumbing mechan- 
would have sold 
So for 


taking on any salesmen because 


ics, Wwe more 


pumps we've resisted 


we don’t want our business to 
lose the personal touch. 
“Tf brother 


the business when he’s through 


John comes into 


school, he’ll be a big help sales- 


wise, of course. Also we might 


take on a salesman and train 


us as though 
the 


him to represent 


he were a member of 


family.” 


aThe Websters have not at- 
tempted to do their own well- 
this 
well-driller 


drilling, sub-contracting 


work to a_ local 
named Griffy. This doesn’t mean 
that they’re giving their drilling 
business to a competitor, though. 
“He doesn’t sell pumps and we 
drill 
conic comment. 
The Websters 


about 


don't wells,” is Tom’s la- 


aren't worried 


what could be their arch 


competitor, Sears, which recent- 
ly opened a new $3 million store 
in Kankakee to serve that town 
and the surrounding area. 
“Sears has a bigger territory 
than we have,” says Tom, “but 
within our marketing area we 
can match Sears sale for sale. 
“We do comparison shopping 
at Sears and know their prices 
and what they have to offer. 


» “Our answer to the competi- 
tion from Sears can be summed 
up in our positive approach to 
selling. We sell quality and serv- 
ice. We emphasize the construc- 
tion features of our pumps. We 
don't try to sell on price. 

“Sears is an outfit with unlim- 
ited merchandising resources,” 
Tom admits. “We couldn’t begin 
to match it in advertising it goes 
without saying. But we can 
match it—and better it—when it 
comes to personal service.” 

The Websters all the 


personal interest in their busi- 


have 


ness and in their customers that 
is typical of the small town busi- 


nessman who's a good salesman 


and merchandiser.- It goes back 
to when A. P. Webster got into 
the business in 1919. 

When the elder Webster got 
out of the army following World 
War I, he went to work for an 
After a 

he had 


electric contractor. 


decent interval he felt 
earned a raise in salary and 


asked 
“Tf you 


for one. The boss said: 
think there’s so much 
money to be made in this busi- 
ness, you take it,” and he gave 
Webster the business. Its book 
value was less than $1,000. 


s Webster started right in build- 
ing it up. He used to go out to 
the farms and stay a couple of 
days, doing all kinds of electrical 
work, including pump installa- 
tion. Gradually he built up a 
loyal clientele, some of which 
“We've 
replaced pumps for some of our 
old three 
times,” he says. “And we hope 


he’s had to this day. 


customers two or 
to keep right on doing it, especi- 
ally with our resolve to go after 
more replacement as well as new 


business in 1960.” END 





Legend 


A—Company handled on- 
ly pumps and allied 
products 


—Electric 


added 


C,D,E—Promotion and ad- 
vertising increased, 
store modernized 


appliances 


—Full line of plumbing 
products added 


(Thousands of dollars) 


—Heating added 

—Will increase promo- 
tion, step up selling of 
pump replacements 
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Recovery rate can be 


increased or reduced 
at the turn of a dial 


KEEPING THE FAMILY in hot 
water has taken on a new di- 
mension. 

Now, with the turn of a dial, 
the recovery rate of a new water 
heater, just introduced, can be 
raised or lowered in a wide range 
of speeds, depending upon the 








needs of a household at a par- 
ticular time and under a vari- 
able set 

This innovation in water heat- 
er design (called “30-plus”) was 
announced in Chicago last month 
by Rheem Manufacturing Co. 
Its Home Products Division has 


of conditions. 


GROWING WITH THE FAMILY: The picture on the left dramatizes how the new 
30-plus water heater can be adjusted upward when a new arrival comes to 
the house and downward (right) when the children grow up and leave home. 
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introduced a water heater that 
performs as a 30, 40 or 50-gallon 
unit—or in any desired range 
between 30 and 50—by setting 
a dial that controls the rate of 
Btu input of the gas burner. 

A pressure regulatcr built in- 
to the the 
amount of gas being fed to the 
burner. This means, of course, 
that if the dial is set for a 30- 
gallon recovery rate, only enough 


control determines 


gas is fed to supply this need. 
More gas is fed for a slightly 
higher recovery, and so on up 
to a 50-gallon return. 

Water temperatures are main- 
tained at 140F for any recovery 
rate selected. 


# The control for the unit is lo- 
cated on the face of the heater, 
but there’s also a remote control 
dial that may be located else- 
where, preferably in the bath- 
room, kitchen or laundry. 
According to the heater’s de- 
signers, the theoretical 
consideration guiding them was 
this: “To produce a heater that 
can yield more hot water faster 


major 


(Please turn to page 100) 





HOW THE 


beakers of 


BURNER WORKS: 


input, the water reaches 140F in abc 


Three-speed water heater 


in a given-size tank, instead of 


relying on a larger-size heater 
water 1 


the 


if more needed or upon 


raising thermostat to pro- 


duce a given quantity ol hotter 
that must be 
cold to 


The result i 


water tempered 


with make it stretch.” 
a heater in which 
emphasis is upon recovery rate 
instead of 

This 
production 


able, 


out, because the 


storage capacity 
hot 


deemed 


flexibility of water 


was desir- 


Rheem spokesmen point 


needs of a fam- 
from day to day and 
the the 
As an example, newly- 
don’t hot 
water as they do after the first 


ily vary 


also during lifetime of 


heater. 


weds need as much 


baby comes. As the baby gets 


older and there’s no longer a 


daily laundry problem, the hot 
the 


As more chil- 


water demands of family 


may drop again. 
dren are born, the demand rises 
again. When children go away 


Demonstration 
60F water shows that by doubling the Btu 


with two 


photo. 
half the 


time 


.. «+ Ccontinued ) 


to school, the need for hot water 
time 


And 


drops, but it rises every 


they come home to visit. 
oO on 

A Rheem spokesman told DE: 
“The industry long has stressed 
the importance of alleviating the 
bathroom rush problem with a 
And 


We emphasize the 


second bath or a lavatory. 
rightly so 
importance of having modern 
plumbing facilities and adequate 
water under pressure. 

“In going after water heater 


business we perhaps haven't 
put sufficient emphasis upon the 
that 
having enough hot water offers 


We think 


recovery 


‘reat convenience always 


entire family. 
this 


water heater is a positive step 


the 
having 3-speed 
in the right direction.” 
Field tests of the water heater 
were conducted in selected areas 
of Michigan and Massachusetts. 


Controls for the heater were 


BURNER OPERATION can be seen in this 
At top the unit is shown with 
setting at low. Bottom flame is at high. 


Robertshaw-Ful- 
&0:, 


with 


developed by 
Controls 
operatively 


ton working co- 
Rheem’s_ re- 
search engineers. 

Readers desiring further in- 
formation about the heater may 
obtain it without obligation by 
No. 66 on 


reply card, page 177. 


the handy 
END 


circling 


REMOTE CONTROL, located in kitchen 
bath or laundry, allows quick adjust- 
ment to fit varying hot water needs. 
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UncLe Sam can be pretty in- 
flexible when it comes to collect- 
ing his taxes. But some of his 
regulations can save you money 
if you take advantage of them. 

So if you feel you’re on uncer- 
tain ground when it comes to 
some facets of your business that 
are subject to tax laws, it'll be 
worth your while to do a little 
reviewing. 
the Internal 
Revenue Code that permits you 


A provision of 


to “speed up” depreciation de- 
ductions on your property, sav- 
ing you tax dollars and making 
more capital available to you 


faster, is a good case in point. 


# Briefly, it provides for an extra 
20 percent deduction during the 
first year you have an investment 
And, 
you can also take the regular 


in depreciable property. 


first-year depreciation on the re- 
maining 80 percent of cost. This 
special tax saving applies only to 
the first $10,000 of investments in 
depreciable property each year 
and is increased to $20,000 in the 
case of a joint tax return of a 
husband and wife. 

For instance, suppose you in- 
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It’s Tax Time... 


Here are some tips to help you 
save money through depreciation 
deductions on major equipment 


vest the maximum ($10,000) in 
equipment. You can deduct 20 
$2,000 
your adjusted gross income. In 


percent of this or from 
addition, you take your regular 
depreciation for the first year on 
the remaining $8,000. Using the 
double- declining - balance meth- 
od on a 10-year life of the equip- 
ment, you would take regular de- 
preciation of $1,600 for the first 
vear. 

Thus, your total deduction for 
this $10,000 
proved facilities would be $3,- 
600 the first year (leaving a bal- 
ance of $6,400 for future depre- 


investment in im- 


ciation). You would have 36 per- 
cent of your investment back to 
further expand or modernize the 
next year. And, you would have 
tax savings on the entire amount 
of this deduction this year. 


#To qualify for this extra in- 
come tax deduction, you must 
meet these requirements: 

1. Your investment must be in 
depreciable property. Anything 
that is intended for use in a trade 
or business or held for the pro- 
duction of income that wears out 
or reaches a point where the 


original usefulness declines can 
be depreciated. You can depre- 
ciate your service equipment, 
trucks, office equipment, etc. 

2. It must have been acquired 
during the current tax year. This 
requirement sets the date when 
the property must have been ac- 
quired to qualify. There is no 
indication in the law that the 20 
percent deduction should be pro- 
rated for the portion of the year 
the property is owned. 


» Thus, equipment purchased 
anytime during the current tax 
year would qualify for the full 20 
percent deduction, but depreci- 
ation would be calculated on the 
actual portion of the year the 
property was owned. 

For instance, suppose equip- 
ment were purchased in October. 
The 20 percent deduction would 
be on the full amount. However, 
the deduction for depreciation 
would be only one-fourth of the 
full year’s amount. 

One point specifically stressed 
in the depreciation speed-up law 
is the “purchase” of property. 
Thus, the property must be pur- 

(Please turn to page 203) 








JOB PROBLEMS...an 


A short course in the advantages and applications 
of four basic types of hydronic heating systems 
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amount of radiation in each room 


suit the pat 
and if the 


is figured correctly to 
ticular svstem going in 


pipe sizes are right. one vstem 


worl atisfactorily as another 
# We've been answering the que: 
tion by saying that each system is 
best under certain conditions, and 
that any one of them is not best all 
of the time 

However, we'd like something 
definite on which to base our opin- 
ion. Can you help us? 

New York C3. 
To the Reader: 

You’ve been giving a proper an- 
swer to the question of what sys- 
tem is best. As to why one may be 


better than another under a given 


et af have to 


eondition Wie 
inte the faetar 

Hers 
(1) Coat of the Yate (2 


af the 


that 
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tems with a chart ummarizing 
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tages and limitation 
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ny piven 


that for 


system 1S 


evaluation indicate 
iob, the best 
determined by matching up the 


governing factors against the ad 


vantages and limitations of the four 
basic choices, plus the possible use 
hybrid large 


of a especially in 


jobs. Here’s how the choice might 
be made: 
For a small house or building, in 


which the hours of use and tem- 


ow to solve them 


i needed ith all POooTnS are 


ximately the same, the series 


op would be i logical choice 


the owner needed to save every 


Ollar ot investment 
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tions inherited from the old aravitt 


cireulation day favor the reversed 


retiu1n Howevet nee wate 


movement is achieved nowadays by 
a pump, the use of balancing eoel 


weomplishes what the revers d ve 


turn is for, and with a physieal 


aving in piping 


s Whether the balancing cocks save 


much over the return is a good 
subject on which to practice esti- 
mating. Local conditions at the job 
will have a substantial effect on the 
comparative For 


(Please turn to page 104) 


estimates. ex- 


THE DRAWING illustrates four basic types of hydronic 
heating systems. The advantages and limitations of each, 
requested by a reader, are given in the chart above. 
Each system can be “best” under certain conditions. 
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Comparative Advantages and Limitations 


of Four Basic Hydronic Heating 


Systems 





KIND OF SYSTEM ADV.ANTAGES 


LIMITATIONS 





1—Least expensive to install. 

2—Good when piping must be run 
above floor. 

3—Easy access. 

SERIES LOOP 4—Minimum after-service needed. 

5—Can be zoned—one loop to a zone. 

6—Good for small buildings. 

7—Suitable for baseboard or extended 
wall radiation. 

8—Only one size of pipe throughout. 


Moderate pumping head, as radia- 
tion is hooked to loop in parallel. 
Suitable for finned tube baseboard 
ONE-PIPE or extended wall radiation. 
Individual radiator control possible. 
Zonable, one loop to a zone, using 
a common return. 

One size of pipe in main. 


Not limited by building size. 

All radiators supplied with water of 
approximately same temperature. 
TWO-PIPE Can be zoned readily. 

DIRECT RETURN Temperature in individual rooms 
and radiators easily controlled 
Suitable for finned tube or extended 
wall radiation 

somewhat less expensive than two 
pipe reversed return 


2 4, 5-Same as above far direct 
TWO.-PIPE 


return system 


REVERSED RETURN 6 Syate 


n halanced largely by reversed 


ii lavaut 





PALIATION 


— >in 


1—Individual room temperature is dif- 
ficult to control. 

2—Radiation nearest boiler tends to 
overheat, farthest underheat. 

3—Cumulative resistance of series radi- 
ation builds up needed pumping 
head. 

4—All radiators circulated or not cir- 
culated simultaneously, due to lack 
of unit flow control. 


1—Progressive cooling of circulating 
water limits length of loop. 

2—Occasionally hard to balance after 
being placed in operation. 


Requires special care to escape 
short-circuiting 

Balancing for an extensive installa 
tion is time consuming 

Generally too much system for a 
small house or building 

lf piping is above floor, number and 
size of pipes may introduce space 


and appearance problems 


Generally toa much system for a 
amall hause 


)_Same as Na. 4 above far direct re 





mur 


RALIATION 
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ahs DIVERSION FITTING 
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RADIATION 


ie —_ ld 
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ONE-PIPE SYSTEM 


RADIATION 
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TWO-PIPE DIRECT RETURN 
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Job Problems ... and how to solve them 


(Continued from page 102) 
ample, a long reversal with a lot of 


fittings could easy cancel out the 


cost of the cocks. 


The 
study of 


conclusion here after a 


local conditions. boils 


down to “vou pays your money and 


One that 
could favor the direct return is that 


takes your choice.” item 


two pipes are easier to locate and 


conceal than three 


On large jobs it is usually prel- 


erable to divorce the return from 


the supply where maintaining wat- 


er temperatures to the end of the 


line is highly desirabl 
For these large jobs, where con- 


ditions of temperature, hours of 


use, and loads of various sizes are 


involved, the adoption of a hybrid 
system is sometimesa better choice. 

To illustrate, 
follow the 


good results may 


hooking into a two-pip¢ 
ystem of a subordinate series-loop, 
or a single-pipe loop, with the re- 


turn from the subordinate loops 


going into the return of the parent 

‘ith this kind of arrangement, 
one can do all sorts of things as a 
the 


main circuit is relatively 


init with subordinate loops, 


vhile the 
undisturbed 


To summarize: The correct an- 


swer as to “what is best?” is as you 


have been giving it system 


every 


can be best for a stipulated set of 


conditions END 


How to solve a heating problem where existing 
piping is in close tolerance to the ceiling... 


, To the Editor 

We 
heating in a room that is 20 ft wide 
by 21 ft long and 8 ft high. At 
present 11-in. 


have been asked to install 


there is a steam 
header running across the room 3 
ins. below the ceiling, and a 1-in. 
return line parallel to the steam 
the 
ceiling. The room will be used for 


header. It is 5% ins. below 
commercial purposes. 

We tried a ceiling radiator, but 
it seemed to be too high above the 
floor to be effective so we took it 
The enclosed sketch (Fig. 1) 
shows a simplified elevation view of 


out 


the room. 

Would it be possible for us to 
use a unit heater with a lift fitting 
on the return for this job? 

New York W.R 
To the Reader: 

A lift fitting is not too hard to 
make as illustrated by Fig. 2. How- 
ever, it won’t work unless there is a 
vacuum pump on the downstream 
side. Also, 5 ft is the maximum lift 
practical in a single step, and 8 ft 


shouldn’t be exceeded as the total 
height involved even when two lift 
steps are provided. 

Before considering the lift fitting 
it might be well to consider using a 
steam bucket trap. The trap would 
lift the 
its head if 


condensate dischat ge ovel 


there is enough steam 
pressure available at the orifice 
It should be 


ever, that every foot of lift put on 


remembered, how- 


the trap reduces its capacity, and 


this factor must be considered 


when sizing the trap. 
that 


There’s a good possibility 





CEILING 


installing a steam trap in this case 
might be simpler than building up 
a lift fitting. 

All this indicates that the use of 
a steam unit heater would be pos- 
sible as you suggest. The only res- 
be the lowness of 


ervation would 


the ceiling and the actual use to 


vhich the room will be put. 


ws Other means of using the exist- 
steam lines are possible and 
night some thought to 
the 


particular conditions of the room. 


give 


fabricating a system to meet 


Fig. 3, for example, illustrates a 
enclosure set along the 

vall that uses two or three 
tubing. A blower-type 

needed to foree the 

tubes and out into the 
blower could be set as 
on the floor. suspended 


-y 
+h, H 
1l@ Celi 


ng, or even 


: ‘ ; : ‘ 
( the equiva! ) lo sq ft ofl 


direct steam radiation, would be 
needed. A fan would be required to 
handle TOF 


To keep down the noise in the duct, 


about 360 cfm of air. 


at least 72 sq ins. of net duct area 


would be necessary 


A } - 4 1 
a Another idea that might be con- 


sidered is the use of electric resist- 


ance heaters, incorporating a fan 
of the type that discharges parallel 
to the floor. The chief reservation 


here is what two 4,500-watt heaters 


ee | 


STEAM SUPPLY 1! 





RETURN 1 
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How to build a lift fitting: 
Causes, cures for a 


rumbling water heater = 


SHORT NIPPLES< 
TO VACUUM PUMP —“%3\ ~ 
< —— ZA) | | BUSHING 
To the Editor: 
Occasionally we have received 
complaints about excessive rum- LIFT PIPE ONE 
bli : ie SIZE SMALLER 
ling and thumping noises that THAN RETURN 
. e 7 wii ~~ 
occur in water heaters of various REDUCING TEE 
H D N 
makes. The problem has occurred oR BUS DOW 
in different sized heaters and in 
heaters of varying age. All have ea Bh LE 
been hooked up in the usual man- 
° ° ‘ P CAP 
ner in accordance with our city i 


5’-0" 
MAXIMUM 


BUSHING 





code. The noise occurs after the hot 
water has been drawn off and the 
burner is firing on the recovery 
cycle. 


Fig. 2 shows details of a lift fitting that could be 
used in conjunction with a unit heater for solv- 
ing the reader’s problem. However, a lift fitting 
wouldn’t work unless a vacuum pump were installed 
We are puzzled because the noise on the downstream side of the system. Other sug- 
does not develop during the draw, gested solutions are given in the article. 
only after it has stopped. 

Can you tell us what might be 
causing this situation? 

Iowa H.E. 





FIN TUBES a 
To the Reader: ‘ \ 
. : . ENCLOSURE FOR | ; STEAM 
Rumbling and crackling in a wa- FIN TUBES a aaa 
ter heater usually c 2s fr - L. RETURN 
er heater usually comes from the OPENING FROM an 
' ii at sate - WIND DUCT TO ——_ ; - 
sudden formation of air bubbles a oe 12’ xX 6 
as the air is forced out of the in- APPROXIMATELY 


9" WIDE X 24" LONG 
(Please turn to page 106) 





INSIDE WALL 





* 


Chances are the unit heater or i 
fin tube arrangement would be the 
best bet for this application. . 
. SY PARTITION J 
As you have experienced, the \rreczenonre 1 


might do to the electric bill. ate a ae 


Li 


Vt ees 


AIR TRUNK 


radiator on the ceiling is handi- UP FROM FAN 


capped because its position is un- 








favorable for creating convection 


; a FIN TUBES 
currents of warm air. END 





TER REGISTERS 
H WIND OPENING 





VL 


WIND SUPPLY} 
2 , OPENINGS 
Fig. 1 (opposite page) shows a read- 


er’s sketch of a steam heating prob- 
lem where the supply and return lines 
. WIND DUCT 
lead into a room at close tolerance to DIRECTLY 
the ceiling, making it difficult to in- BELOW FIN TUBES 
stall effective radiation. 








WINDOWS — 








" STEAM PIPE 


1" RETURN 





Fig. 3 shows two views (elevation, 
right center and plan view, bottom 
right) of an alternate solution that 
calls for the installation of fin tubes 
in a duct-type enclosure and using a 
fan to force air over the tubes. 
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Job Problems..... and how to solve them 


(Continued from page 105) 


coming cold water by the applica- 
tion of heat. 

These bubbles produce quite a 
bit of turbulence as they flutter 
upward in the tank and the coun- 
ter-currents 


and cross-currents 


give rise to a measure of noise. 


aThere also is the possibility of 
steam bubbles forming where the 
the hot 
These steam 


water is in contact with 
surfaces of the flues. 
bubbles move upward where they 
chilled by the 


around them and collapse, return- 


are cooler water 


ing to their original watery state. 

This collapse, of course, is ac- 
multi- 
lot of 

This 
situation is related to the phenom- 
enon of cavitation that is known to 
occur in centrifugal pumps when 
they are pumping hot water or vol- 
atile fluids. 


companied by noise, and a 
plicity of bubbles means a 


cracklings and rumblings. 


Cavitation in a pump is noisy 
and bad for the pump, since it pro- 
duces shocks on the impeller. This 
does not mean that the heater rum- 
blings are bad for the heater; most 


of the damage is in our ears and 


Here's a way to hook up a gravity recirculating 
line for keeping water hot at distant faucets... 


To the Editor: 


We are installing a domestic hot 
water system in a one-story ranch 
style home. Because six of the hot 
water fixtures are located 60 to 75 
ft distant from the storage heater, 
we propose to use a recirculating 
line to save water and keep it hot 
at all times. Circulation is to be by 
natural convection. 

We are sending a sketch (Fig. 4) 
of the proposed connections to the 


1” HOT WATER LINE 
TO FIXTURES 


heater and would like to know if 
this is a satisfactory arrangement. 

Delaware W.K. 
To the Reader: 

The arrangement shown in your 
sketch probably would work, but 
we prefer the one shown in Fig. 5, 
since it offers less resistance to 
natural circulation. 

Referring to Fig. 4 we note that 
the warm return is connected into 
the cold water 


make-up riser, 


perhaps in the irritations created 
by the noise. We do not know of 
any heaters that have failed as a 
result of inner turbulence. 

The noise is less while there is 
still some heated water in the tank, 
since the cold water is 
tempered somewhat by mixing, and 


incoming 


which means it is obliged to “mus- 
cle in” on a column of water that 
is more dense than itself. 

The situation might be compared 
to an under-the-main radiator on 
a heating which the 
lighter, warm water decending from 


system in 


the main meets the heavier water 
already in the radiator and is un- 
able to dislodge it without help. 

In other words, the recirculating 
water connected as you have shown 
might find itself stopped at the cold 
water make-up column. 

In Fig. 5 the warm water has the 
right of way and the cold comes in 
from the side street, so to speak. 
With this arrangement, you can ex- 
pect better natural circulation. 

If the heater is located in the at- 
tic with downcomers to each fixture 
or installed on a slab with piping 
to the fixtures running under the 
slab, there would be no natural cir- 
culation and a pump would have to 


do the necessary work. END 
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Fig. 4 shows a reader’s sketch of a proposed recirculat- 
ing line for domestic hot water where the fixtures are 
located some distance from the storage heater. The dis- 
advantage in this hook-up is that the warm return is con- 
nected into the cold makeup riser. Consequently it is 


obliged to “muscle in” on a column of water that is more 
dense than itself. A suggested improvement is shown in 
Fig. 5 (right) where the warm, lighter water has the right 
of way and is not so likely to be stopped by the cold 
makeup water on its journey back to the storage heater. 
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the release of entrained and dis- 
solved air is not quite so sudden. 

To improve the situation, we 
suggest that you advance the set- 
ting of the thermostatic control so 
that the burner cuts in and starts 
the recovery cycle well before the 
tank is exhausted of hot water. 

It’s also a good idea to check for 
an abnormal accumulation of sedi- 
ment in the bottom of the tank. 
Frequently, draining the tank is 
overlooked by the homeowner, and 
draining it sometimes helps lessen 


a noise condition. END 


Lee Marvin 
“TI liked plumbing, but I 


prefer acting.” 


Curtains for a plumber 


You’ve no doubt had customers 
who have asked your men to do 
everything from baby-sit to cap- 
ture an escaped parakeet. Back in 
1947, one plumber’s apprentice in 
Woodstock, N. Y., working in a 
summer theater, was even asked to 
fill in for an ailing actor. 

He did, and delivered the one line 
so well he was offered a full-time 
acting job. Salary: $7 a week plus 
room and board, compared with his 
$37.50 pay as an apprentice. 

Today that ex-apprentice is Lee 
Marvin, star of TV’s police-drama, 
“M-Squad,” an adventure series 
based on the escapades of a Chi- 
cago police detective. 

How does the former Marine 
hero regard his change in careers? 
“I liked plumbing,” Marvin says 

(Please turn to page 142) 
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BOOK 
of IDEAS 


on management, 
merchandising 


So SS eS le 


Based on winning entries in DE’'s 
Big Push remodeling sales contest 


ONE OF THE BEST WAYS to learn is by doing. 


Plumbing and heating contractors know this from their 
own experience. But they also know that you sometimes 
can learn by profiting from the experiences of others. 

That’s one of the reasons why Domestic ENGINEERING’s 
Book of Ideas makes such a useful reference manual. It’s 
full of proven ideas on advertising, salesmanship and gen- 
eral good management. 

In the preceding 11 books, contractors read how others 
have increased their business through better showroom 
design and display, improved customer relations, better 
use of direct mail and other advertising media, ete. Many 
already have adapted the ideas—which come from win- 
ners in DE’s Big Push Remodeling Sales Contest—to their 


own needs, and profited thereby. 


®The 12th Book of Ideas carries out the theme of “learn 
by what others have done.” Some of the ideas are “bigger” 
than others, but they all can give a little extra zip to your 
over-all business effort. And, as in the preceding install- 
ments, you'll find that studying these ideas (following 
pages) will provide you with a shortcut to better ways of 
doing business with a minimum of wasted time. END 








continued .. . 
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ETTZW Jumbo-Sized Business in the Making 


BECAUSE JUMBO MAILERS are so big, you tion on the front: “Would you like a mod- 
don’t have to skimp on your sales message. ern bathroom like this?” The reverse side 
The card used by Henry Slice of John G. tells why the answer to this question can 
Webster Co. in Washington, D. C. tells a be “yes’”—decorator services free, speedy 
complete story. installation, no money down, time pay- 

It begins with an illustration and ques- ments, one contractor responsibility, ete. 


THIS CARD doesn’t rely 

on size alone to attract 

attention. It asks a big 

question and makes a 

big promise on the front 

—then shows how Web- 

ster’s can make the 

| promise come true. It 

Would you like a all adds up to bigger 


business for Webster’s. 
modern bathroom 





like this? 








A Beautiful NEW BATHROOM Can Be Yours 
Without Fuss—Confusion—Or Bother! 


NO Inconvenience To You Because: 


John G. Webster's Trained installers Work Fast 


IS1OF it's a NE RESP( \NSIBILITY 


SAVE MONEY RECAUSE: 


John G. Webster Buys All Fixtures & Materials 
in Cariead Lets And Passes The neptaiint On Te You! 


vase of opera 


NO MONEY Down | 2 ME ae 





Do You Want a “Traditional” 


We Will Make Your Bathroom 
Bathroom? 


Seem Larger! 
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' ake & smaile 
ec | w 
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627 F STREET, NW. Opposite Hecht’s 
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METZ How Many Ways to Meet the Public? 





displays an eye-catching, three-dimension- always selling the firm’s services. 





Would You Like 
to Stand Out 
in a Crowd? 





STOP SHOPPING! Here we 

are! That's the effect of a five- 

by-five-inch telephone direc- we oy ‘ 

tory ad run by Bethany, | % 9 2 a 
eg and Heating, Oma- EMERGENCY RN CONDITIONING 
a, Neb. Besides its size, the | ee Oe ; 

ad is a customer catcher be- | SERVICE . TT: jae CONTRACTING 
cause it illustrates the com- RADIO CONTROL Ss & REPAIRING 
pany’s specialties with atten- 


tion-getting devices and | Evenings & Sundays Call 6-2393 


—important to many directory 

shoppers—stresses the avail- | BETHANY PLUMBING & 4f ne 

ability of emergency service. | +] . 
| Omaha, 6919 Maple _ Lincoln, 2141 N. Cotner 
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Every TIME the Phillips Plumbing and al water heater. Service trucks are color- 
Heating Co. of Davenport, Ia. steps before ful with sales messages. Proprietor Ray 
the public, it sells. Its store windows Phillips meets the public hundreds of 
merchandise remodeling. Its storefront times daily this way—and his methods are 
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BETZ He Knows How to “Hang On” to Customers 








THE CONTRACTOR'S identity tag, stuck or 
hung near the boiler, water heater, etc. 
usually is supposed to accomplish at least 
two things: It has some advice for the 
homeowner to follow in case of an emer- 
gency. It serves as a constant reminder of 
the contractor. 

The tags used by D. L. Chadbourne of 
San Francisco do both these jobs with 
extra zip, as examples on these pages il- 
lustrate. (Also, see page 112.) 

Chadbourne gets the tags into as many 
homes as possible by using them initially 
as mailers. Each of the five shown (front 
and back) originated as direct mail. The 
left-hand side, however, has a punched 
hole for hanging. So the tag serves a dual 


role—it sells upon mail delivery and it 
keeps on selling in the house. 

By using striking colors (red, green, 
yellow, etc.) Chadbourne makes sure his 
tags attract the eye. Because the headlines 
hit upon the main concern of every home- 
owner—economy and efficiency of opera- 
tion—the tags are sure to be read. And 
because Chadbourne sends these tags out 
at regular intervals, at least some of them 
are sure to be saved. 


# Since the colors are vivid, they’re likely 
to be noticed frequently, telling prospects 
how they can have economy and efficiency 
of operation by calling Chadbourne for 
their plumbing and heating needs. 
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Hot water systems usually go out 
when pressure is highest. ..at night 
and on weekends causing over- 
time, delay, and unnecessary dam- 
age. If your present system has low 
presure and leaks aow, che time 
to replace is now, as rescriceed cir 
culation is inconvenient, wastes hot 
water, and pipe failures cause ex 
pensive damage to paint, plascer, 
clothing, ot stored materials. Set 
your mind at ease and call us now, 





particularly if you plan other 
repairs or redecorating. We've 
developed an ingenious system of 
installing new copper hot water 
tubing —by far the fastest and least 
expensive. We install it with no 
inconvenience to occupants, ordi 
narily disturb baseboards aly, elim 
inate plaster and painting costs, and 
give you a hot water system that 
will last indefinitely ' 


WEst 1.7208 
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“SAVE 25 PERCENT on fuel” and “Plan ahead for new 


piping” are the themes of these tags. 





DoMESTIC 





ENGINEERING, FEBRUARY 1960 








continued , , . 


r-———- 


a ce 

















i ~ 


our service 





[ Here's what 


| SERVICING ften to 


Boiler 


with ever 


efficienc 


yday 


ovr 
ANNUAL 


ce a-yearis 


gives you mdition...« 
pee ulating, and 
ae e boiler water 
action, t 
before they 

f repairs 


are last far longer, Cosi 


1O OPERATE 


juire lide attention 


your bowler 


it fine now? 


ui way longe 


WEst 


bring it up to 


finding small 


1 this simple annual 


y drops ing us now 
use, $0 costs little as $20.00. 
and you will have the se 
curity of a written report 
exact condition of 


as 
not toe 
leaning on the 
treaung 
to arrest 
ustand 


your heating and hor 
water equipment 


<< 
Nii, as 








become 
Boilers 


and re 





is work 
Keep 
t by call 














hon Moder miring @ Electric Sewer Service @ C 


vepinaters of the CHAD system of replacing hot water piping with copper pipe & fittings 


y 








r 
\ 
\D. 


I. CHADBOURNE, INC. 
\ 


ay 


How long since an 
EXPERT 


checked your boiler? 














qT 
I 
TI 
Ly 
- 
TI 
d 
Ly 


\ | 





Inexpensive automatic 
WATER FEEDERS 
protect a big 


We mean a water feeder, 
which gives you definite con- 
trol against low water, human 
forgetfulness, frequent check- 
ing, and expensive boiler re- 
TICLE investment pair or replacement. Auto- 


matic water feeders are your 


best insurance against boiler 


Does your Boiler have one? 


repairs; and in addition, our 
thorough inspection Rives 
you complete assurance that 
everything is in good work- 
ing order. It costs you 
nothing to call us and talk 
about your all-important 


heating plant 


+ 11-7208 
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In January Only— 


Do You Treat Leaky New Washers Installed Free 
Faucets as a Nuisance... On Leaky Faucets! 


Or an Opportunity? _ Now you can end that annoying 
é drip . . 
drip oe 

A LEAKY FAUCET is a good salesman for ° drip... 
John G. Webster in Washington, D. C. ) of a leaky faucet. 

During January, when business tends to Just call STerling 6100 and ask for 
get a little slack, the Webster Co. found “Bouc rvice."” One of our experienced 
that its journeymen were welcomed into plumbers will replace the worn out washers 


prospects’ homes by an offer to fix their on all ygur leaky faucets with new ones— 
at no charge! 





leaky faucets free. 

This is a small job for which the plumb- 0 = This service is being offered to 
ing contractor has to charge a “big price” our customers during January 
without making much profit, because of sce 4. only. For your free washers, be 
the cost of labor. It’s a price that tends to wnt: sure to call STerling 6100 now! 
make him unpopular with the homeowner, :; 
who doesn’t always understand the reason rareSs . 

5 PLUMBING - HEATING - APPLIANCES 
(EstanisHeo 1912) 

627 F St., N.W. STerling 6100 
Opp. The Heaht Co Open Al! Doy Saturday 
of good will—and brought in several new “We Keep You In Hot Water” 


leads for remodeling jobs. 


for the cost. 
So for one month, Webster didn’t charge 
for the job. The free service earned lots 














HITZ Billboard Tells a Big Story at a Glance... 





BECAUSE it’s glimpsed fleet- 
ff? ingly, outdoor advertising 
ty Oy I'd p um ing CO. must sell quickly and directly. 


In Chicago, the (John) Turkstra 
TOMORROWS jt a aa Plumbing Co. shows how this 


can be done with an illumi- 

“aa 1 PLUMBING nated billboard that tells oa 

COMPL ETE pp + CARPENTRY 2 complete remodeling sales 
Vv TILING , story to the passerby at a 

REMODELING VPLASTERING glance. This one is located on 
F.H.A. FINANCING vELECTRICAL the side of Turkstra’s store. 


CWAS E THOMPSON 
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WATT Watt 


Everything in For All Your 


Appliances Plumbing Needs IDEA | 


T Valentine fo Here's a 

teen Sweetheart 
ylle - of a Good- 

TO WORK FOR Will Builder 


DON’T LET THEM fool 
you—even sourpusses 
warm up to valentines. 
Dale Watt of Tulsa, 
Okla. sends them as 

ree / well as Christmas cards 

Walt ee Walt to his customer list. It’s 
Air Conditioning For All Your a nice way to keep good 
Heating Blecivical Needs will for the company 
burning bright over the 

years, he has found. 








Prompt Payments Rate 
a Prompt Thank You 


WHEN A CUSTOMER pays his bill right away, 
he’s helping the contractor in many ways— 
clearing up bookkeeping, putting money to 
work immediately and avoiding future mail- 
ings. The contractor who shows his appre- 
ciation also shows a public relations as well We appreciate your prompt pay- 

; : ment. We're glad you've used our 
as business sense. Dale Watt replies to services, and hope that we can 
prompt payments with a breezy but sincere CORE OR ER OMe. 
“thank you” card. Such a courtesy also al- | 
: | PLUMBING 

lows Watt to suggest further use of his serv- Ale CONDITIONING 


ices—a thank you with a sell. aaa 
528 EAST FIFTH LUther 5-8261 
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Everybody Can 
Participate in 
This Celebration 
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WHAT'S THE OCCASION for celebrating at 
Fullerton Plumbing and Heating of Chi- 
cago? This handbill doesn’t tell, but it 
does have a great deal to say that’s cal- 
culated to bring in customers. For the 
prospect who doesn’t want to spend too 
much money at the moment, there’s a 
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Ye ae Com... 
Steno tens 
OME CONTRACTOR “O—OME CONTRacy_ 
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a 





nC Otaenias 1.6461 | 


toilet seat sale. For the one who’s ready 
to spend a little more but still likes a bar- 
gain, there’s a bathroom special. There 
are free gifts and door prizes. The ad also 
features product lines and points out Ful- 
lerton’s one-contractor remodeling service 
and the availability of financing. 
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BTTZW These Trucks Give Advertising Mileage 


THE SERVICE TRUCKS operated by W. J. 
Baumbach of Arlington, Va. carry more 
than tools and equipment. Advertising 


messages form an important part of their 


PLUMBERS. 
JAcxso 41250. 


cargo. Each side presents some informa- 
tion about the firm. In addition, a remov- 
able sign on the side offers a “special.” 
The sign is changed every week. 


WITTY He Has a Real Gift for Selling 





Kitchen 4 


pit Yaa.. ranean 





| would like to receive your free gift and see 
your new idea file on remodeling. 
there is no cost or obligation. 


I am interested in a new: 


Bathroom {Utility Room py Heating 1 


| understand 








AN INEXPENSIVE GIFT helps E. H. Welch 
of Madison, Wis. qualify his prospect list. 
To receive a token present, the prospect 
fills out a postage-paid card addressed to 


Welch. In return, Welch gets a good idea 
of who needs what, because there are 
places on the card for the prospect to indi- 
cate his remodeling interests. 


¢ Continued on page 120 
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New profit opportunities 
with the complete fixture line 
designed for the Mighty Middle 


Gerber gives you the biggest market ALCS EE, iStivay 


a 
2 


.- 


Gerber Plumbing Fixtures are designed and = 


produced to sell to the mass market — The 
Mighty Middle. Volume production for this 


} 
' 


market only, keeps prices low, gives your cus- 





tomer greatest value, including deluxe features 


usually found in more expensive lines. 


Gerber gives you the active line 


Gerber Plumbing Fixtures sell easier and faster 
because they have the smart styling, high 
quality and moderate price that 9 out of 10 


buyers want. 


Gerber gives you consistent profits 


Gerber’s growing popularity means volume 
sales that bring consistent profits. Gerber does 
NOT make slow moving, costly-to-handle 


specialty items that eat into your profits. Typical of Gerber Plumbing Fixtures designed for 
profitable, volume selling to the Mighty Middle mass 
More and more plumbing contractors are market is the Mount Vernon Reverse Trap Unit Closet. 
It is available with 10”, 12” and 14” rough-in, and needs 
selling Gerber Plumbing Fixtures because they only two bolts for fast, permanent anchor to floor. Has 
; positive jet-accelerated flushing action, silent mech- 
sell faster and easier, to the biggest market. anism, extended horn i ‘alah installation and aa 
seal. In white or six Gerber colors: Petal Pink. Wedge- 
wood Blue, Forest Green, Driftwood Tan, Daffodil 

Yellow, Cloud Gray. 


GERBER 


“Plumbing Fixtures for the Mighty Middle” 
Gerber Plumbing Fixtures Corp. - 232 N. Clark Street - Chicago 1, Ill. 


Cast Iron Vitreous <=> Siais Steel Shower 


China Fy Enamelware Stalls 


Enamelware 
COE Bi > 
V \ i 
| 7 Bhs 


" a iad 
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THE NEW CHRYSLER STAMPING PLANT 


In the boiler house of this stamping plant operation at Twinsburg, 
Ohio, there are more than 1800 tons of J&L Jal-Con-Weld pipe 
carrying steam, water and air through the 34-acre plant 

These coal-fired boilers supply 150,000 pounds of steam per 
hour under 150 psi through Jal-Con-Weld pipe. 

Four air compressors deliver up to 30 million cubic feet of air per 
day at a pressure of 100 psi through Jal-Con-Weld pipe to air tools 
on the 28 major press lines, plus tool room and assembly areas. 

Three 2500-gallon-per-minute pumps keep cooling water circu- 
lating through Jal-Con-Weld pipe to scores of spot welding units in 
the assembly lines. 











A continuous strip of skelp, heated to a welding temperature of 
approximately 2450°, passes rapidly through the forming rolls 
where it is shaped into cylindrical form. 


In this mill, inspections include 
hydrostatic testing on each Ime in 
two modern Schloemann testers. 





Finishing o° 2rations include cutting to proper length, straightening, 


facing, threading and hot dip galvanizing. 


“Jal-Con-Weld pipe guarantees 
trouble-free installation and performance” 


. Says president of The Stanley-Carter Company 


Over 1800 tons of Jal-Con-Weld pipe were installed 
by The Stanley-Carter Company in this new Chrysler 
stamping plant in Twinsburg, Ohio 

“J&L pipe is uniformly round, straight and easy to 
work,” said Mr. Stanley Carter. “And, we like the 
service available through J&L and its distributors.” 

The distributor who handled this job was H. J. 
Rothwell Fitting Company, Canal Fulton, Ohio. 

Jal-Con-Weld pipe is produced on two of the 
most modern continuous weld pipe mills in the 
world. These mills were installed by J&L at a cost of 
$18,000,000, and incorporate the most advanced 
equipment to produce high quality standard pipe in 


sizes which range from one-half inch to four inches. 

The continuous weld process utilizes skelp in coil 
form. Weld is formed by pressure rolls, under ideal 
temperature conditions. Before skelp enters the 
welding pass, a jet of air is blown on the edge to 
remove scale and increase temperature for a 
stronger weld. 

It will pay you to standardize on controlled- 
quality Jal-Con-Weld pipe. 

Call your nearby J&L distributor, or for more 
information, write for J&L’s new bulletin, “‘Jal- 
Con-Weld,” Jones & Laughlin Steel Corporation, 
3 Gateway Center, Pittsburgh 30, Pennsylvania. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 
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WHEN A CUSTOMER has to wait to be 
helped, is his time “wasted?” Or is he in- 
directly being sold on your services? J. T. 


Williams of Reliable Plumbing Co. 


How to Woo Customers with 
a Handsome Proposal 


A JOB PROPOSAL can be just a set of facts 
and figures. Or it can be part of the over- 
all selling effort, personal and attractive. 
Alert Plumbing & Heating of Chicago sub- 
mits its bids in a handsome, two-color 
folder that creates an impression of qual- 
ity and competence. In addition, it does 
a subtle selling job in that the cover indi- 
cates the firm’s range of services and the 


fact that it’s been in business since 1910. 


¢ Continued on page 125 





While They're 


(Greenville, N. C.) has a waiting room 
with magazines and other conveniences. 
It helps create a courteous atmosphere 
that turns ‘“‘wasted” time into selling time. 


* REPAIR WORK 
© REMODELING 


e NDUSTRIAL 


2544 W. FULLERTON AVE 
CHICAGO 47, 1LLINOIS 
HUmbelde 6 1846 


= 
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Bdal-meler-Uiay 
tells... 
dale Ler-lihay, 
sells... 














Hallmark of Quality 
in Luxury Comfort 









— WIRE US COLLECT — 
: © § ] otnla VD oe 
‘OR PROOF 





address 


City 


THE PROFIT PARADE IN THE 60'S 
WILL BE LED BY JANITROL SELECT DEALERS! 


Paced by the exclusive Janitrol Select Dealer Plan that gives you action in place of promises... 
adds vital new depth and dimension to your Growth and Profit Future! 


chack- out the pighLighte | 


The Finest Factory Technical Training Program in the in- 
dustry tuition-free for Select Dealers! 


Personalized Dealer Management Services expert 
guidance in all phases of management, including sales training, 
recruiting, accounting, advertising, and engineering available 
to Select Dealers at no cost! 


Dealer Information Service authoritative newsletters, 
bulletins and periodicals keep Select Dealers up to date on 
latest developments in equipment, applications, service and 
merchandising slants! 

Regular Regional Meetings bring Select Dealers and Jan- 
itrol personnel together for stimulating discussions of merchan- 
| 


dising, management, engineering and other subjects pertinent 


to dealer growth and profit! 

Liberal Dealer Stocking Plans assure the equipment re- 
quired by Select Dealers will be on hand when needed 

Free Retail Salesman Training and Aids Janitrol helps 
recruit and train salesmen for Select Dealers. Provides proven, 
sales-clinching presentation manuals for cooling, heating and 
new home builder selling! 

Protected Territories Select Dealer Franchises in any market 
area are limited. No “free-wheeling” franchising to choke 
off profits! 

Powerful Planned Co-op Advertising a year-round pro- 
gram of hard-hitting local level advertising and promotion pre- 
pared for you by experts! 

Powerful National Advertising to create demand in your 
own local market for Janitrol products—back up your sales 
and promotion activities! 

Promotion Package Worth $300.00 for newly franchised 
Select Dealers. Includes illuminated signs, floor and window 
displays, colorful literature, demonstration kits, etc 

Yellow Page Telephone Listings reserved for you, as a 
Select Dealer, in your own local phone book under the JAN- 
ITROL headings 


FOR SOARING PROFITS IN THE SIXTIES, JOIN 
THE JANITROL SELECT DEALER GROUP! WIRE 
COLLECT FOR COMPLETE INFORMATION, 
ABSOLUTELY WITHOUT OBLIGATION... 


Competitive Pricing . . . made possible by famous Janitrol 
advanced engineering and new automated production lines. 
Puts Select Dealers in the driver’s seat with quality at low cost! 


The Top Brand Name ... . Janitrol leadership in design and 
quality is nationally recognized and acclaimed. Over two 
million Janitrol units have been sold! 


A Great Line ... A Complete Line including the all-new 
52 Series condensing units! 

Now, a cooling line built to bring you 
new sales and profit opportunities . . . do 
away with installation and service head- 
aches! The new 52 Series units have 
larger coils for higher efficiency . . . dis- 
tinctive, prestige styling... sun-shaded 
coils . . . weather-resistant finish .. . 
acoustically treated cabinet . . . 100% 
safety for children and pets. Top exhaust 
protects nearby plants . . . Full A.R.I. 
Certification . . . operates with up to 
125°F outside temperature! 





Other quality products in Janitrol’s full line include Oil and 
Gas-Fired furnaces in horizontal, vertical and counter-flow 
models plus a special line of competitive equipment built 
for the high volume, new home market! In cooling, Janitrol 
covers the residential and commercial markets with economical, 
self-contained units; add-on, modernization units and a com- 
pletely new series of air-cooled condensing units. Janitrol Unit 
heaters, duct furnaces and schoolroom conditioners blanket 
the industrial heating market with a wide selection of models 
from 30,000 up to 1,750,000 Btu inputs. 

You owe it to yourself to get the full story on Janitrol’s full 
line .. . plus the fabulous Janitrol SELECT DEALER PLAN! 
WIRE COLLECT RIGHT AWAY! 


ARITROL 


HEATING AND AIR CONDITIONING 
A Division of Midland-Ross Corporation 
Columbus 16, Ohio * in Canada: Moffats Ltd., Toronto 15 





when it comes to 


quality ground key stops... 


SPECIFY ELLER. 





Here are eleven types of Mueller 
Ground Key Stops. These are only a part of the 
complete range of this quality line. 


Precision manufactured ground key The precise fitting of key and body as- 
stops and stop-and-drains are designed sures positive, leak-proof closure and easy 
for general plumbing use in residential, | operation. Each stop is individually air 


commercial and industrial piping. tested under water. 


» MUELLER CO. 
Write for complete specifications. y j i PY. ae is DECATUR ILE 
’ SERS ’ 4 2 


Factories at: Decatur, Chattanooga, Los Angeles; 
In Canada: Mueller, Limited, Sarnia, Ontario. 
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make it 


SPANG 
STEEL 
PIPE 


When it’s steel pipe... 


. you're buying pipe with inherent strength and safety. 
Steel pipe is easy to thread, bend and weld . . . saves you in- 
stallation time, helps keep construction costs down. 

And when you install a steel pipe job, you Anow from ex- 
perience that it will provide years of satisfactory, trouble- 
free service. Reliable stee! pipe is first choice always for 
plumbing, air conditioning, steam and radiant heating sys- 
tems, snow melting, refrigeration, ice rinks and struc- 
tural uses. 


When it’s SPANG Steel Pipe... 


. you're buying steel pipe with the top-quality reputation. 
Spang pipe is closely controlled during manufacturing and is 
thoroughly tested and inspected before shipping. 

And when you order Spang, you know you're getting top- 
quality, the best available! Today, you'll find Spang Steel 
Pipe providing top-quality service in thousands of installa- 
tions in schools, hospitals, industrial plants, office buildings, 
hotels, apartments, homes and many other types of buildings. 


Get the complete story... 


. of Spang Steel Pipe from our new Bulletin No. 509. It 
describes how Spang is made, shows many typical Spang 
installations, and contains valuable technical tables. We hope 
you'll write for a copy. 

Meanwhile, your local Spang Distributor is at your serv- 
ice for all your piping needs. Next job, remember for best 
results: make it Steel Pipe ... make it Spang! Made in 
the U.S.A.! 


free THE NATIONAL SUPPLY COMPANY 


cw Two Gateway Center, Pittsburgh 22, Pennsylvania 


STEEL PIPE ; 
Subsidiary of Armco Steel Corporation Wena 
J 
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EEN What Goes into a Piping-Good Ad? 


¥ 
eS 


Time M 


“Replace Those Old Worn Pipes} 3 
With Ever Lasting Copper.” F 





A CLEVER TWIST in an ad 
can attract a lot of atten- 
tion. Louis Buckreus of 
Geiler Plumbing and Heat- 
ing in Cincinnati knows 
this. So he uses pipe to 


& ; ‘ a 
fom the F in the word ie a home is aS modern as its 


plumbing. But Buckreus 


also knows that a clever a: 
device is only a gimmick * 
unless it’s accompanied by 

a solid sales message that 


is timely. In this ad the f 
firm is going after the : Modern kitchens require mode 
piping business, one of its = work-saving fixtures convenient 
specialties, but the ad is rangement, and plenty of hot w 
packed full of information f your kitchen isn't modern 

: : F or all of these respects, call us fo 
about all Geiler services. an appr! aisal and estimate 
obligation, of course 











ale 








@ Residential @ Commercial ®@ Industrial 
@ Electric Sewer Service @Emergency Service 
@ Fully Equipped Repair Trucks @ 


"At Your Service Over 50 Years ~ 








PLUMBING & HEATING 
228 Harrison Ave. MO 1-0025 


ee 


¢ Continued on page 126 
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BTW His Customers Buy with Confidence 





PLUMBING AND HEATING 


S11 East Johnson Street 





HEALTH PROTECTING 


location of Property 
We propose furnish labor and materials for a heating installation in 
» be installed in a thoroughly workmanlike manner in acce 





W. O. ZIMMERMAN 


SHEET METAL 


MADISON 3, WISCONSIN 


PROPOSAL 


For a COMFORT GIVING 


HOT WATER OR STEAM 
HEATING SYSTEM 


he above 


Outpu 


AIR CONDITIONING 
Telephones 60265 60266 





premises. All materials to be {us respective hind at 


ance with all city and state codes) Description of materials is as follows 
' } 





PLUMBING AND HEATING 


S11 East Johnson Street 


HEALTH PROTECTING 


For 





Location of Property 





W. O. ZIMMERMAN 


SHEET METAL 


PROPOSAL 


SANITARY PLUMBING INSTALLATION 


AIR CONDITIONING 


Telephones Al pine 60265 640266 


COMFORT GIVING 





PLUMBING AND HEATING 
S11 East Johnson Street 


HEALTH PROTECTING 


for 


laxnation of Property 














WHEN IT COMES TIME to sign a contract, 
They feel 
they’re not sure of what they’re getting. 


some customers get pen-shy. 


To build customer confidence and to make 


sure there’s no misunderstanding about 


W. O. ZIMMERMAN 


SHEET METAL 
MADISON $, WISCONSIN 


| PROPOSAL 


Fora 
WARM AIR HEATING AND 
| COOLING INSTALLATION 


| We propose to furnish labor and materials for a heating installation in the above premises All materials to be the best of its respective kind and 
| to be installed in a thoroughly workmanlike manner im accordance with all city and state codes. Description of materials is as follows 

Forced Warm Air Furnace Output Bit he 

M 

Air Conditioning Unit 

Oil Burner Firing Rate Gal. /hr 

Gas Burner Input BTU /hr 

Stoker orn - ia iring Ra i" hr 


AIR CONDITIONING 





Telephones 60265 — 60266 


COMFORT GIVING 





what goes into a job, W. O. Zimmerman 
of Madison, Wis. uses a proposal form that 
lists everything. The contract is on the 
back. (For copies of the complete forms, 
write to the editor of DE.) 
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Here’s 












| 


CHOOSE FROM THE COMPLETE DELCO LINE 
Gas or oil fired, steam and hot water boilers. Steam capacities from 215 
to 1660 sq. ft. (net); hot water capacities, 325 to 2835 sq. ft. (net). 
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\ full heating capacity 
py! | in eT test | package 


~ GM DELCO-HEAT 
GAS BOILERS 


In the typical baseboard radiation installation . 
for any hot water or steam system .. . these ultra- 
compact Delco boilers save valuable space. The 
line ranges from a fraction over 2’ to 3’ in jacket 
height, yet has an input from 50,000 to 90,000 
BTU/HR! Four different series to fit the home and 
the budget. Easiest installation ever. 


Seven-section boiler and base are made of rugged 
cast iron to last the life of the house. 


Raised port burners are accurately sized for effi- 
cient combustion. High temperature porcelain en- 
amel protects against rust and corrosion. 


Every Delco boiler is backed by General Motors 
reputation; approved and rated by AGA, ASME 
and IBR. 


Write for complete data. Delco Appliance Divi- 
sion, Dept. DE-14, General Motors Corp., Roch- 
ester 1, N. Y. 


GMg ata 


Product of General Motors 
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HUSKY 


new full-flow xia = 


= 


gate valve that throttles 
like a globe! 


we 















You’ve never seen a valve like this newly designed 
HUSKY conical gate. New shape, new closure prin- 
ciple that provides unrestricted flow, but can be 
throttled from shut to wide open. And, there’s 
practically no wear out. These new HUSKY features, 
together with its low price, permit contractors to 
greatly upgrade all installations. Presently avail- 


able at wholesalers in 14” and 34” sizes (solder end 


or threaded). 





STRAIGHT- 
THROUGH 
PASSAGEWAY 


FEATURES 


Hexagonal Body ® Concave Seat 
e Buna-N Gate e W.0O.G. 
e Non-Rising Stem ¢ Full Flow 
@ Throttle Control ¢ Aluminum 
Handwheel @ Fingertip Closure 


~ Only Seven Parts 








UNIVERSAL 
USAGE! 





Radiators 





NIBCO INC., Dept. K-5502 
Elkhart, Indiana 


BRASS VALVES 


Fuel Supply 
Water Pumps Air Lines ...and many others 
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eq 


Flusky fittings conform in all respects to the 
following high standards set forth by the Amer- 
ican Society For Testing Materials: A 234-58T. 


PROCESS AND TENSILE 
MATERIAL PROPERTIES 


MANUFACTURE HARDNESS 


CHEMICAL WORKMANSHIP AND 
COMPOSITION FINISH 


HEAT TREATMENT { MARKING 
¢ INSPECTION 


Learn why Husky fittings are ““7 Ways Better” 
... send coupon. 


@dh @obe 


tees reducing tees 90° elbows 45° elbows reducers 
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HUSKY 
WELDING FITTINGS 


SEND FOR CATALOG OF HUSKY STEEL 
WELDING FITTINGS 


NIBCO INC., DEPT. KS-5502, Elkhart, Indiana 

Please send your new Husky Catalog H-1 without cost or 
obligation. 

name 

firm 


address 


city, state 
[_] Please also send address of nearest supplier 





continued from page 126... 
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ETZY All Signs Point to Bigger Business 


BILLBoaArD and. building signs, if strate- Fairmont, W. Va. promotes something 
gically placed, can help you accomplish specific—not “plumbing” but bathrooms 
that important job: Getting your name or kitchens—and not heating or air condi- 
recognized by the public. Each ad used by tioning but their comforts. Catchy illus- 
Wiedebusch Plumbing and Heating of trations help to tell the story END 
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ROBERTS-GORDON GAS AND OIL BOILERS 


Now —You'll never miss a sale for lack of the right boiler ! 


® Gas and Oil Fired 


Models! ® Famous High Quality! 


@ Hot Water and Steam! @® Easy-to-Sell Prices! 
® Capacities: 50,000 to @ Tankless Hot Water Coils! 


290,000 BTU/Hr. 


@ A Boiler tor Every Need! 


The Big News in Boilers is trom Roberts-Gordon Roberts-Gordon Gas and Oil Burners give greater combus 


line ot Roberts-Gordon Boilers now otters 


1 un t almost tion ethciency, tuel economy and longer trouble-tree lite 


every type and size, designed tor the complete range of hon Roberts-Gordon Boilers feature cast iron boiler sections 


and commercial heating installations. Witt 


1 Roberts do Wet base construction keeps prime heat transter surtaces 


Houlers rViK il duced tO a Minium tered [ clean, insuring Maximum heat transfer wath minimum SPace 


ihe PONE’ it Ul Pamous Spreadel Bla 


Ks i et and Weilent 


GWO SERIES GWOA SERIES GWA SERIES GW SERIES PETITE BOWER 2GO SERIES 2G SERIES 


Chi rite Als t 4 \} ‘ ‘ 
nh t Water ‘ ' " 


' ' \ \ nit 


LNT ORS oF =<, Pleas 


NAME 


tH Wa Leas Te \ rite " Wa Leas Tite he Wa 
Wate ’ } ‘ mH wal ’ ‘ . ‘ n _ t 


ni 


eefiverticivg. Cea th en Mile Oppertonity Naw! 


ROBERTS-GORDON APPLIANCE CORP. 
44 CENTRAL AVENUE @ DEPT DE @ BUFFALO 6, N.Y 


end me fh le ls our complete line of Roberts Gordon Boilers 


TITLE COMPANY 


ADDRESS CITY ZONE 
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New septic tank system..... (continued) —— *@vel fil in all trenches of the 


system 





OP ae AeeAl, OFT ERR ors Re eiemre a 
2. The bottom of the trenches 


and the distribution lines are 
constructed on a relatively level 


1 
grace 


Table |.—Absorption-area requirements for private residences 


Provides for Garbage-Grinder and Automatic-Sequence Washing Machines] ee - 
3. Other construction features 
: f the disposal field are the same 

Required absorp- | Required absorp- 


tion area, in tion area, in as recommended in the Manual 
Percolation rate (Time square feet per Percolation rate (Time square feet per of Septic Tenk Practice. One 
required for water to | bedroom ! stand- required for water to | bedroom ! stand- : 
fall 1 inch, in minutes ard trench ? fall 1 inch, in minutes) ard trench 3 tvpe of satisfactory absorption 
and seep- and seep- ere oe Pe ee 
age pits * age pits * tem layout for “level” ground 
+: . 
____ is shown in Fig. A on page 96. 
1 or less 70 10 165 _ 7p 
» > . + ~earv > 
; os: 4e 199 & The Public Health Service 
3 100 30 4 250 recommends the following modi- 
4 415° jf-45°* 300 fications of absorption design for 
5 125 || 6043 330 


fields in sloping ground: 


Serial distribution may be used 

1 In every case, sufficient area should be provided for at least 2 bedrooms in all situations where a soil ab- 

2 Absorption area for standard trenches is figured as trench-bottom area 

: : sorption system is permitted and 

4 Absorption area for seepage pits is figured as effective side-wall area beneath the 

1 1? 1 

snlet should be used where the fall of 

* Unsuitable for seepage pits if over 30. the ground surface exceeds ap- 

8U ( rer 60 a ee . . 

Unsuitable for leaching systems if over 6 proximately six inches in anv di- 

rection within the area utilized 
for the absorption field 

The maximum ground slope 

Continued from page 97 1 modificz al “potion de- ; . ; ‘ 

( i f modifications of absorption ‘table for serial distribution 

age. and variati in de of on in fields it at areas: 

age, and variation in depth of ign in fields in flat areas: svstems should be governed by 

trenches are some of the factors When the slope of the ground | |ocal factors 


affecting the erosion 
involved 


rface does not exceed six inch- of the ground used for the ab- 
2 Serial distribution causes > in anv direction within the sorption Feld 
each trench in the absorption rea utilized for the absorption Excessive slopes that are not 
system to be used to full capacity — field. the septic tank effluent may protected from surface water 
before failure occut Serial d he ap} lied to the absorption field runoff or do not have adequate 
tribution has a distinct advan- through a system of inter-con- 


vegetation cover to prevent ero- 


tage on sloping terrain. With im- nected tile lines and trenches in sion should be avoided. 

perfect division of flow in a a continuous system. The follow- Generally, ground having 

parallel system, one trench could ing specific criteria should be slope greater than one vertical to 

become overloaded, resulting in followed: two horizontal should be inves- 

a surcharged condition 1. A minimum of 12 inches of _ tigated carefully to determine if 
If the slope of the ground and garth cover is provided over the (Pienwcngee aes 

elevation of the distribution box ¥ 

were such that a_ surcharged 

trench continued to receive more 

effluent than it could absorb, lo- E 


| Where to get your copy of the 
| septic tank manual and addendum 


cal failure would occur before 
the full capacity of the system 


were utilized F SINGLE copies of the five-page addendum are available 

5 without charge from the Public Inquiries Branch, Public 
#3. The cost of the distribution t Health Service, Dept. of Health, Education and Welfare, 
box is eliminated in serial distr:- ° Washington 25, D. C. Ask for “Addendum to Public 


bution. Also, long runs of closed Health Service Publication No. 526, Manual of Septic 


Tank Practice.” 


Ree 


pipe connecting the box to each 


' 
trench are unnecessary. i The manual, along with the addendum, may be pur- 
Here’s what the Public Health f chased for 35 cents from the Superintendent of Docu- 
Service recommends in the way : ments, Government Printing Office, Washington 25, D.C. 
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SUFFERING FROM COPPERITIS?* No need to be in a quandary 


like our quizzical friend. Why wrestle with the problem of selecting the proper copper water tube 
for the job at hand? Why worry about uniform quality ... exact specs . . . steady source of 
. ease of prefabrication in the shop or at the site? Don't be caught with your inventories down, 
costs up, deliveries late! Kensico will be happy to help solve these problems for you—and to supply 
your residential and industrial copper tubing needs. Next time try our friendly, intelligent service 
and relax. Order Kensico—the proper copper water tube with personality-plus! 


supply .. 


*Contagious inability to decide what brand of copper water tube to specify. 


We also make copper air conditioning and refrigeration | | = 
tubes . copper tubing for instrumentation and i A y 
atc mous controls, propane gas lines, heat exchangers, automotive : a 


OF AMERCAR IROUSTFY 


Vy 
and industrial applications i — Ps a ] 
CAMBRIDGE, MASS. . MIDDLEBURY, CONN. . BUFFALO, N. Y : 
LINDENHURST, N. Y. . GOSHEN, N. Y. . ROSELLE, N. J. + PHILA- - f v2 /?}, / /, f 
DELPHIA, PA. . FLOURTOWN, PA. . PITTSBURGH, PA. . CLEVE. e J re 1) , bo 


LAND, OHIO . DETROIT, MICH. ~ EVANSTON, ILL. - ST. LOUIS, 
MO. - meneaee aps « DURHAM, N. C. . FT. LAUDERDALE, COMPANY INCORPORATED, MT. KISCO,N. Y. 
LA. ’ , N.Y. 


» ST. PETERSBURG, FLA. 


WADE USA 
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News .. . continued from page 16 


I'm pleased... 


B94 10/1188 /9M /Prrertes oO 


HOTEL GRIPE CARD: Plumbing industry personnel, when traveling, now have 
an opportunity of telling hotel and motel management that the fixtures in 
their rooms are, or are not, up to snuff with this humorous card from Gerber. 


Don't Like Hotel Bathrooms? Tell 
the Owners with Gerber Gripe Card 


Cnricaco——In an 
the 


bathrooms in 


effort to focus 


attention on 
hotels and 
Plumbing 


has designed a 


modern 
motels, the Gerber Fix- 
tures Corp unique 
card to be left with the manager at 
checkout time 


The cheerfully written card po- 


Sanitary Engineers Laud 
Chicago P-H Contractor 


Cur1caco—Plumbing contractor 


John Dorsey was honored by the 
American Society of Sanitary En- 
gineering recently fon 
the 


in accordance 


his work in 
advancing cause of 


the 


sanitation 
with “ideals of 
the society.” 

The Henry B. Davis Merit Award 
ASSE 
during 


was presented to him by 
president Arthur Whitney 
one of the regular monthly meet- 
ings of the Illinois chapten 

Dorsey, long active in local 
health problems, 


was instrumental in researching the 


plumbing code 


(Please turn to page 136) 


importance of 


litely calls the hotel manager's at- 
tention to the fact that his last guest 
is in the “plumbing trade” 
thought the 


were eithe: 


, and he 
the 
“modern and adequate, 
yr ready to be junked.” 

According to 


fixtures in room 


card 


Gerber, the 


vas made to help overcome some 


Wood Kitchen Cabinets 
Set New Sales Record 

Sales of factory-built 
wood kitchen cabinets in 1959 were 
the the 
with an in- 


CHICAGO 


highest ever recorded in 
history of the industry, 


crease of 28 percent over sales in 


1958, the National Institute of Wood 
Kitchen Cabinets has reported. 
The report was based on a survey 


of manufacturers who represent 77 


percent of the national production. 


e Despite a forecasted drop in new 


housing starts in 1960, the 


group 
said the 
18.3 


manufacturers expect an 


percent Increase 1n sales for 


this yea 1959. 


A yea 


showed that manufacturers expect- 


ovel 


ago, a similat 


survey 


ed an increase 


1959 over 1°58 


of 22.5 percent for 
Two-thirds of the 
manufacturers credited the “popu- 
larity of natural finished woods” as 


the main reason for the record sales 


hotel and motel operators’ resist- 


ance to bathroom modernization. 
The card helps remind the man- 
igers how important modern bath- 
to his investment. 


rooms are 


ws The card has no advertising mes- 
sage and mentions no brand name. 
Quantities of the card are available 
free from the firm to anyone in the 
plumbing Gerber’s ad- 
dress is 232 N. Clark St., Chicago 1 


industry 


ya 
fF. ©, 


HONORED: Chicago p-h contractor John Dorsey (seated at center) holds the 
Henry B. Davis Merit Award, presented to him by Arthur Whitney (left), presi- 


dent of the American Society of Sanitary Engineering. 


Plumbing industry 


leaders looking on are Edward Dwyer (seated). Standing are John Garrity, 
T. E. Philbin, Francis Watson, Ed Zimmer, William Readey and John Higgins. 
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AADIANT HEAT 


Why BURNHAM BASE-RAY’ is the 
FASTEST-SELLING RADIANT BASEBOARD 
you can handle 


First in acceptance. BASE-RAY is the largest- 


selling cast-iron radiant baseboard .. . its acceptance 
by the trade and by home owners is unmatched. When 
you handle BASE-RAY, you ride with a winner! 


First in proved performance. Over 75,000 
installations have proved the performance of BASE-RAY 
hydronic* heating. Its tried-and-true engineering and 
lifetime cast-iron construction assure you of satisfied 
customers! 


Longest nationally advertised. BASE-RAY 
was the first cast-iron radiant baseboard advertised in 
national magazines. Every year since, Burnham ads 
have pre-sold your customers. You sell the job easier 
when you sell a name folks know! 


Tops for comfort. BASE-RAY heats like sunshine 
with gentle radiant rays. It gives the evenest floor-to 
ceiling temperatures of any type system known. Your 
customers sell their friends when you install BASE-RAY! 


*HYDRONICS . . . the science of heating and cooling with water. 


First in the Manufacture of Baseboard Heating 


Burnham Crporalion 


Heating & Cooling Division 


Irvington, New York a 


Member of The Better Heating-Cooling Council 
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Irvington, New York 


Please send me, without obligation, full facts on BASE-RAY. 


Burnham Corporation DE-20 








continued from page 


DELIGHTFUL WEATHER: That was the consensus of Elkay Manufacturing Co. ex- 


ecutives and representatives when they landed in Miami, Fla 


recently for the 


Chicago firm’s annual sales meeting on stainless steel sinks. 


Noland Offers Prizes to Contractors 
Who Push Time-Payment Selling Plans 


Newport News, Va 
ment selling of remodeling got an- 
other last the 
Noland Credit Co. launched its 


second modernization contest in the 


Time-pay- 


boost month as 


past 12 months. Details of the new 
Fred 


man- 


campaign were given by 


Rawlinson, sales promotion 
ager of the firm 
Contractors who are signed up 
for using the financial facilities of 
the firm (a subsidiary of the No- 
land Co., giant p-h wholesaler with 
the South) 
mailed a postcard containing a list 


of 10 


36 branches in were 


statements regarding mer- 


Sanitary Engineers Honor 
Chicago P-H Contractor 
(Continued from page 134) 
relationship of polio to improp 
He was re- 
the 
to the Illinois Plumbing Advisory 
Board 


plumbing installations 
cently appointed by 
serves on the 


and also 


mayor’s plumbing code committee 


of Chicago. He is a past president 
of the ASSE (1946-48) and a past 
vice president and former board 
member of the Plumbing Contrac- 
tors Assn. of Chicago. 


136 


governor 


chandising and advertising. To win, 


the entrant must put the state- 


ments in the correct order of im- 


Fo 
every time-payment contract han- 
Noland Credit Co., the 
contractor may send in an entry. 

Deadline for the contest is March 


3] 4 
ol, al 


portance, Rawlinson - said. 


dle d by th ; 


which ti the 50 contractors 


Appliance Maker Bows 
Out of Water Heaters 


Cuicaco—A 
appliance manufacturer, McGraw- 


leading electrical 


Edison Corp., has bowed out of the 
water heater business 

Max McGraw, president of the 
stated that the 


“because ol 


firm, action came 
continulng 
the 


market and the substantial 


about the 


unsettled condition of water 
heat 1 
investment required to make glass- 


lined 
the first in the industry to make an 


tanks.” The firm was one of 


electric water heater. 


# The company, producer of Tropic- 
Aire and Toastmaster water heat- 
ers, said that it has made arrange- 
ments with the A. O. Smith Corp. 
(Kankakee, III.) 


service and warranty on the units 


to take over the 


bearing those labels. 


who have listed the statements in 


nearly correct order will 


the most 

awarded prizes ranging from a 
Jassau trip for two to a transistor 
The 


determined by an 


radio correct order will be 
independent 
agency, Rawlinson said. 

new contest follows closely 
Profits” 


Some 929 contractors in 


a The 
the 


campaign. 


firm’s “Partners in 
the firm’s 10-state area took part. 
Prizes and trips were awarded. 


(NEWS continued on page 138) 


Gas-Fired Central Heating Sales Top 
All Peaks in First 11 Months of ‘59 


New 


dential 


YORK 


gas-fired 


Sales of 
central 


City resi- 
heating 
soared to 


new highs 


first 11 months of last 


equipment 
during the 
year, surpassing any previous full 
year on record, the Gas Appliance 
Manufacturers Assn. has reported. 
The 11-month total for the three 
types of central heating equipment 
was 1,266,400, as 1,173,600 


units sold in the 12 months of 1955, 


against 


the previous record year. During 
the period 987,000 furnaces were 
25.4 


over the 788,000 units shipped in 


shipped, a percent increase 


the comparable 1958 period. Ship- 


ments of boilers for the 11-month 
period numbered 129,600, an 11.8 
the 
period the previous year. The 11- 


percent increase over same 
month total for conversion burner 
148,900, a 10.1 


rise over the same period in 1958. 


sales was percent 


# November sales for all three types 
112,500, a 7.2 
the 
month in 1958. Other types of gas- 


of units numbered 


percent increase over same 

fired heating equipment also had 
§ equi} 

improved sales for the month of 

November and the 11-month peri- 


od, GAMA said. 
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YES, WITH U/R’S UNI-LOX’ HANGER! 


This elephant proves emphatically 
that lavatories using Universal- 
Rundle’s exclusive, patented Uni- 
Lox hanger won’t pull off the 
hanger — ever. 

In actual use, with over two million 
installations, we have never heard 
of a failure. This means you can 
install U/R lavatories with Uni-Lox 
hangers with complete confidence 
they will “stay put.” So, you are 
free from call-backs due to lava- 
tories coming off or starting to come 
off the hanger. 


customers extra quality lavatories 
—plus the assured installation. 
You save time, too, because installa- 
tion is fast and easy. Multiple holes 
make it easy to fasten the one-piece 
hanger to the wall in any kind of 
construction. Adjusting slot makes 
levelling fast. Toggle bolts pull the 
lavatory firmly to the hanger. 


© snnverssal 


VITREOUS 

CHINA 

LAVATORY 
— SUPPORT 


a 


ELEPHANT ? 


Exclusive, patented 
Uni-Lox hanger is 
furnished without 
charge with U/R 
vitreous china lavatories 


—_ 
And you pay no more for U/R lava- 
tories with the Uni-Lox hanger be- 
cause it’s free. Write for complete 
catalog to Universal-Rundle Corp., 
603 River Road, New Castle, Pa. 


Btusnnecliiea 


MAKER OF THE WORLD’S FINEST PLUMBING FIXTURES 


Plants in Camden, N.J.; Milwaukee, Wisc.; New Castle, Pennsylvania; Redlands, Calif.; Hondo, Texas 


More than that, no legs are needed. 
With that saving, you can sell your 
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News ... continued from page 136 Allis-Chalmers Executive 7 
Sees '60 As Good As '59 


MILWAUKEE—In a report filled - 
with optimistic overtones, R. S. 
Stevenson said that 1960 business 
in the principal areas in which his 
firm operates (agriculture, con- 
struction machinery and industrial 
and electrical equipment) would 
equal or be above the 1959 level. 
Stevenson is president of Allis- 
Chalmers Manufacturing Co., a 
leading manufacturer of earth- 
moving equipment. 


a Stevenson made these observa- 
tions with a view to his own firm’s 





prospects. He said that the climate 
for construction equipment sales 


WATER POLLUTION CONFEREES: Pausing for lunch during a recent conference 
on national water pollution problems are (from left) Arthur Fleming, secretary, : 
Department of Health, Education & Welfare; G. A. Robinson, president, He noted that while housing starts 
National Clay Pipe Manufacturers; Mark Hollis, U.S. Public Health Service; and will be off slightly in 1960, heavy 
Rep. John Blatnik, Minnesota. The conference was held during the 53rd annual engineering and _ non-residential 
meeting of the American Society of Sanitary Engineering in Washington. 


will be “every bit as good as 1959.” 


building will be up. “That’s where 
we sell our equipment,” he said. 
Stevenson placed particular em- 


Tait Sales Again Top Year-Ago Level: phasis on Allis-Chalmers’ industrial 


: and_ electrical equipment sales 
Wozar Credits Growth to New Products backlog, which is “22 percent higher 
than a year ago and showing solid 
Dayton, O For the 10th con- try reached an all-time peak. In strength.” 
secutive year sales for the Tait 1958, when the industry dropped 
Manufacturing Co. have exceeded 11.5 percent during a_ recession 


the previous year, it was announced _ period, Tait showed the same gain Gettysburg, O., established to man- 


by Louis Wozar, president. as it had in 1957 ufacture submersible pumps and 

In reviewing the past decade “We attribute a big share of our motors exclusively, has been dou- 
Wozar said the company experi- gain to the timely production of bled in the past year, Wozar said. 
enced its most dramatic advances new products,” Wozar explained. “We expect the early 1960’s to be 
in 1955 and 1958 He pointed out that Tait intro- quite competitive in the pump in- 


In the first instance, he said, the duced complete new lines of jet dustry,” Wozar said. “Tait will be 
increase in Tait sales advanced pumps and submersibles within a ready with at least three new prod- 
four times as fast as the industry six-year period uct lines which will be introduced 


average in a year when the indus- The capacity of a branch plant at within the next 12 months.” 


Hoover Bath Accessories 
Gets New Name, Home 


FOWLERVILLE, MIcH. A name 
change has marked the opening of 
a new plant here by the Hoover 
Ball & Bearing Co. for its bathroom 
accessories division. The former 
Adrian Division of the firm now 


will be known as Hoover Bathroom 





Accessories, Robert Lyon, general 
sales manager, announced. 
The plant will completely re- 


place the firm’s 22-year-old plant NEW PLANT goes along with a new name for Hoover Ball & Bearing Co.'s 


in Adrian, Mich. The new one- bathroom accessories division in Fowlerville, Mich. Completed in late 
(Please turn to page 141) 1959, the modern one-story structure will house all production facilities. 
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BRING OUT THE BEST 


IN EVERY INSTALLATION WITH 


: be % tan Ul 


gzopper fol e-tiat-tol-meielel— 


There are at least six good reasons 
why this is the fastest growing 
trend in plumbing 


Scovill Copper Drainage Tube (DWV) is lighter in weight, 
hence easier to transport, easier to handle and install. It is 
more compact, can be enclosed within standard walls and 
partitions. It saves time; soldered joints make up faster; 
complex assemblies can be prefabricated. Compact fittings 


Scovill’s complete NEW line of 100% U. S.-made Copper Tube permit close-quarters work impossible with other materials 
Mill Products includes . make it easy to meet “special” job needs. You can depend 

on superior tightness of sound solder joints in precision-made 
COPPER WATER TUBE K-L-™ tube and fittings, plus proven service of lifetime solid Copper 
COPPER DRAINAGE TUBE (DWV) ‘ . as uy . 

Scovill Copper Drainage Tube (DWV) also simplifies stocking, 
COPPER THREADLESS PIPE (TP) cuts with less waste, saves you time and money all the way. 
COPPER PIPE It is being approved by more and more architects, builders 
RED BRASS PIPE and code authorities every day for quality installations. It’s 
COPPER REFRIGERATION TUBE 7 one of the fine new product trends in building you should be 

following now 


* Sold only through Wholesalers - 


. mate beter Io bung oud Te BLS7 . iM Cvely wmatedladion 


SCOVILL MANUFACTURING COMPANY e COPPER TUBE MILL PRODUCTS, WATERBURY, CONNECTICUT 


2SC60 





















U. L. 
APPROVED 
BUILT 
T0 
A. S. M. E. 
STANDARDS 


LONG PROFITS! 


Mueller Climatrol Qi Boilers 
are completely assembled and 
ready for Piping. Take less 
time and money to instal} 
reduce Call-backs, , , 
















HEAT EXCHANGER 
IS WARRANTED 
FOREVER 


against defects in 










mate 





lial and 


workmansh p 








TYPE 41 OlL BOILER 


Built-in tankless 
hot-water coil optional 












DiviSton OF WORTHINGTON 








t 4 
. eae / 
Call or write your nearest Mueller Climatrol 
> Can . 4 2023 W. Oklahoma Ave. 1024Westminster Ave. 2490 Bloor St., W, 
sales office for more information. Milwaukee 1, Wis. Alhambra, Calif. Toronto 9, Ont. 
Other hydronic sales-builders in America's ied 
most complete heating and cooling line: 
= GAS BOILERS o— > = WATER: OR —_., BLOWER COIL FAN COIL 
re uP TO 2 GAS AND OIL GAS- OR a SUMMER | AIR-COOLED ——— FOR COOLING tas UNITS FOR 
4,200,000 - = CONVERSION OIL-FIRED AIR CONDENSING 'e AND WET OR RESIDENTIAL 
BTU INPUT . - BURNERS lL UNIT HEATERS . CONDITIONING S> UNITS | ELECTRIC HEAT wa APPLICATIONS 
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News .. . continued from page 138 








POINTING WITH PRIDE to the new plaque that spells out the name change 
made by Pennsylvania Range Boiler are Harry Lasky (left), vice president of 
sales; Milton Peck, board chairman; and William Goldberg, president. 


Case Flies 7,000 to Florida to View 
New Line; Sees Big Sales Year Ahead 


Bat Harsour, FLA Winging 
their way to this sunny haven from 
all parts of the U.S. and two for- 
eign countries, J. I. Case Co. deal- 
ers—some 7,000 in six weeks—were 
on hand to witness the firm’s un- 
veiling of its 1960 line of construc- 
tion, roadbuilding and materials 
handling equipment. 

After viewing the company’s new 
product line, the dealers heard 
president Mare Rojtman announce 
that Case’s industrial sales had 
increased by “over 600 percent” in 
the past three years. He revealed 
for the first time that in preparation 


New Facilities, New Name for 
Hoover Bathroom Accessories 


(Continued from page 138) 


story structure will house the die 
casting, plating and packaging pro- 
duction facilities. 

According to Lyon, the move is 
a part of the company’s plans to 
more “actively compete” for a 
larger share of the accessory mar- 
ket. “Already,” he said, “the 
streamlined facilities have  per- 


mitted price reductions.” 
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for the years ahead, the firm had 
spent some $28 million on engi- 
neering and product development. 

He said: “The Case Co. is just 
like an iceberg. So far, only a small 
portion of our potential product 
strength can be seen above the sur- 
face. Some of those products will 
be coming off the assembly line 


Penna. Range Boiler 
Co. Gets a New Name 


PHILADELPHIA Pennsylvania 
Range Boiler Co. has changed its 
name to Pennsylvania-Bradford 
Appliance Corp., it was announced 
here recently by Milton Peck, board 
chairman. At the time the company 
was established in 1881, its principal 
product was the range boiler. 

The decision to change the name 
was made primarily “to reflect the 
change in the company’s products,” 
Peck said. Pennsylvania-Bradford 
manufactures a complete line of 
water heaters—both gas and elec- 
tric, glass-lined and _ galvanized, 
and in a wide range of models. 


from now until 1964,” he added. 

“Barring unforeseen circum- 
stances,” he said, 1960 would be the 
third year in a row that the com- 
pany would break its 117-year sales 
record. Rojtman commented also 
on the firm’s growth from 1956 sales 
of $87 million to $200 million in 1959 

One of the new products intro- 
duced at the affair is a heavy-duty 
backhoe, designed for use with the 
firm’s new W-3 wheel-loader. The 
new unit features a reach of 20 feet, 
a digging depth of 14 feet and hy- 
draulic foot-operated swing con- 
trols to enable the operator to 
swing the boom in a 180-degree are, 
leaving his hands free for bucket 
manipulations. 


(NEWS continued on page 144) 





NEW FOR 1960: President Marc Rojtman and executive vice president John 
Brinker of J. |. Case Co. stand near the Racine, Wis. firm’s new tractor at the 
premiere showing for dealers in Bal Harbour, Fla. Some 7,000 attended 
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the only 

masonry drill-anchor 
that's 

DURATHERM 
HEAT-TREATED 

tor drilling power 
plus holding power... 


RAW L 
SABER NOONE 


DRILL-N-ANCHOR 


for fastening any kind of fixture to any kind of masonry 


...CUTS COSTS ALL-AROUND 


e The anchor is the drill...no separate 
drills to handle or sharpen...no 
problem of matching sizes. 


e ‘Core drill’ design saves drilling 


time and labor. 


Snap-off Flush 


a 


hardened so teeth keep their edge, drill a full hole fast 
toughened so teeth won't snap off, even in hardest concrete 


1 


DRILLS FAST...HOLDS TIGHT... 

e Drills its own hole in the hardest concrete, 
develops highest holding power. 
Tapered holding ridges around body make 
the Saber-Tooth bite harder, grip tighter. 
Expander slots assure complete, even expan- 
sion when anchor is driven home—teeth un- 
dercut hole deep in the masonry 
All-steel construction resists shock, vibra- 
tion, fire, rust. 
Snap-off joint is strong enough to hold dur- 
ing drilling, yet breaks clean after the anchor 
is in place. 


Hand Flush Type e THE RAWLPLUG COMPANY, INC. 


—_A 


Rod Hanger Ty 


—* 


Tie Wire Type 


Try the Saber-Tooth for yourself, at 
our expertise, on your toughest masonry 
anchoring job...send the coupon for 
free sample and full information 

aii ‘ 


264 Petersville Road New Rochelle, N.Y. 
# Please rush my Saber-Tooth sample and complete facts 


pe & 
s Name 
& Firm 
® Address 





Cetiee i J 
_—) by ht tenet 


| 
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Curtains for a plumber 


(Continued from page 107) 


frankly, “but I prefer acting.” Well, 
why not? Like we say, no actor- 
detective runs into the tough cus- 


4 1 
tomers a plumbing contractor does! 


a Other highlights of the 35-year- 
old Marvin’s career are included 
in a lively biography prepared for 
DE by NBC. It follows: 

“Tee was born in New York on 
February 19, 1924. Exceptionally 
tall for his age, he had a knack for 
practical jokes that were viewed 
with little amusement by his teach- 
ers. On 11 different occasions, in 
fact, he was requested to take his 
thirst for education to some othe1 
school. His parents finally sent him 
to a military academy and it seemed 
the regimentation and military 
training suited him. In fact, at 18 
he graduated with top honors. 


a “Early in 1942 Lee enlisted in the 
Marine Corps. After boot camp and 
advanced training he went to the 
Pacific theatre of operations. Dur- 
ing the next two years he partici- 
pated in 21 landings, many of 
which were raider-type operations. 
His outfit made several hit and run 
raids on the Marshall Islands, and 
landed on Eniwetok the night be- 
fore D-day to aid the assault troops 
from shore positions. 

“In June of 1944, fighting with 
the Fourth Marine Division at 
Saipan, Marvin was ambushed and 
wounded by a bullet which missed 
his spine by a quarter of an inch. 
After 13 months in a hospital Lee 
was given an honorable discharge, 
his battle ribbons, back pay, and a 
10-inch scar running the width of 
his back. Also, one other problem: 
what to do for a living? 


a “After a variety of jobs Lee went 
to work as a plumber’s assistant 
at $37.50 a week. It was while he 
was on this job that he was sent to 
the Woodstock Theater, a summer 
stock playhouse. While there he 
became friendly with the cast. 
“That night, one of the actors 
was unable to go on. The scene 
called for a man to do a walk-on 
and deliver one line. Impressed by 
Lee’s deep voice, the director asked 
him to take the ailing actor’s spot. 
Lee consented and that night made 
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his stage debut. The other actor 
never returned due to his illness 
and the producer asked Lee to stay. ss compact 
Lee agreed and took the job for $7 
a week plus room and board. —_ easily installed 

“He studied with other members 
of the cast, picking up as many 
pointers on sali as mot could. It te fast heat transfer 
seemed acting came as natural to 
him as anything else he ever did. 
He stayed the entire season of 1947 
with the group and did four other 
shows with them. In the final one, 
he had the male lead. 

“In 1948 Lee went to New York 
and landed some small roles on TV. 
Gradually the parts became bigger, 
and the work more steady. In six 





months he was starring on many 
New York TV shows and doing ‘Off 


Broadway’ plays. 


a ‘“In 1950, after being on the road 
a year, Lee was called to Holly- 
wood for a picture. Since then, he 
has been one of the busiest actors 





in Hollywood, appearing in more 
than 40 motion pictures.” 

The biography concludes: 

“A leaky faucet... a tall rugged 
plumber .. . a summer stock com- 
pany and an ill actor blended into 
a situation that has given the en- 
tertainment industry one of those 
rare, off-beat individuals who be- sh og ae ’ 

2 Engineers specify the Bryan 

come natural stars. END 500 Series Boiler with con f j- 
dence ... certain of rapid, maxi- 
; mum heat transfer with proven 
Convention Dates Bryan Copper Tubes. Compact, 
space saving and completely as- 

(Continued from page 80) sembled, the Bryan 500 installs 


vention of the Michigan Assn. of quickly anywhere. 
Plumbing Contractors; Statler-Hilton Bryan Boilers are also avail- 
Hotel, Detroit. 


able with firing rates as low as 


125,000 BTU’s. 
May 12-14—Utah—Annual conven- 


tion of the Utah Plumbing & Heating 
Contractors Assn.; Utah Hotel, Salt , 
Lake City. SPECIFICATION 


May 12-14—Idaho—Annual conven- 
tion of the Associated Plumbing & 
Heating Contractors of Idaho; Chris- 
tiania Motor Lodge, Ketchum. 


- = is + _ — 
1,500,000 1,200,000 900,000 | 6000 3750 
a ae ee 1,750,000 1,400,000 | 1,060,000 | 7100 | 4420 
vention of the New York State Assn. 2,000,000 | 1,600,000 | 1,230,000 8200 5130 


of Plumbing Contractors; Statler- fesmnaant 1,800,000 Pawom | 9300 | 5850 
Hilton Hotel, Buffalo. | q | | | 


a gre Bde ig lng rs Bryan Copper Tube boilers are designed 
-spnichangger eves Draseth Mesny =< Seca and built to the requirements of the A.S.M.E. 
League of Master Plumbers; Traymore | Code. Cas-fired models A.C.A. avoroved 

. . e as- . FicNF fhe € . 
Hotel, Atlantic City. : PI 


July 14-16—Georgia—Annual con- | For further information, write or phone 
vention of the Associated Plumbing 


Contractors of Georgia; Gordon Hotel, 
iin. a” | BRYAN STEAM CORP. Peru, indiana 
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What you see here is 


SW 


rec 


ing 


sta 


ted 


3500 N. Spaulding Ave., Chicago 18, Ill. 
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M°DONNELL 
Flow Switches 


Here’s what 
they do! 


a compact, well-built 
itch that makes or breaks a circuit (as 
juired ) when liquid flows or stops flow 

It's an economical and positive way to 
rt or stop anything electrically opera- 


Just to highlight a few uses 


to actuate a signal light—signal 
an attendant to make the right 
operating valves 
the like 


him when flow stops in a water 


moves in 


pumps and signal 


cooled compressor water 


« ooled bearing and so on 


to sound an alarm— when flow 
stops in a process system or in 


any water cooled devices 


to start or stop motors—start 
pumps in sequence in multiple 
flow start 


stage systems; 


standby pumps; stop automa- 
tically controlled units if cool- 
fails; 


cooling 


ing water system stop 


compressors in SYS- 


tems when flow stops 


to start or stop automatic burn- 


ers—start a booster heater 


when water draw occurs, stop 


burner if flow is improperly 
retarded; make sure of circu- 
lation in a boiler before burner 


iS permitted to start 


to actuate metering device 

open valve in chemical feeder 
line; start mixing in secondary 
whenever flow 


line Starts in 


line 


M‘DONNELL & MILLER, Inc. 


primary 


Well 


Do vg Gre 


Fite 
a 


FS4 Series 
Flow Switch 
shown mounted 
in a 2 inch Tee 





UNDERWRITERS 
LISTED 


Positive snap action switch. Easy 
to install and Segmented 
paddle fits any pipe from 1 
through 3”. Unit shown handles 
pressures to 100 psi, temperatures 
to 300° F., in these types 


wire 


FS4-3—SPDT switch. Opens and 
closes two separate circuits with 
flow; closes and opens same two 
circuits with no flow. 

FS4— Closes with flow; opens with 
no flow 

FS4R — Opens with 
with no flow 

NOTE: Model E-2 for 


larger pipes, pressures to 150 psi. 


Coupon brings bulletin 


covering design, construction, 
electrical ratings, dimensions, 
typical applications. 


flow: closes 


available 


Please send me a copy of Flow Switch Bulletin FSI—A. 


Company 





Address 


City, Zone, State___ 


| es 








Mail to: McDonnell & Miller, Inc., 3500 N. Spaulding Ave., Chicago 18, Ill. 
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(Continued from page 141) 

Oil-Fired Central Heating 

Unit Sales Up 8 Percent 
NEw 


oil-fired equipment for central res- 


YorkK Criry—Shipments of 
idential heating were up 8 percent 
for the first 11 months of 1959 oven 
the the 


according to a report by the 


same period in previous 
year, 
Market Research Department of the 
Oil Heat Institute of 


Biggest 


America. 
the 


shipment of boiler-burner units, up 


advance came in 
24 percent for the period over the 
1 1958. 


‘riod in Furnace- 
burner units were up 1 percent 


same pt 
Burners for conversion from oth- 


er fuels, for replacement and for 
field assembly were up 10 percent 
over the 1l-month period of 1958 
The 


units totaled 573,777 


1l-month sales of all types of 


Parcell Gets Nod as Executive 
Vice President at Ridge Tool 
ELYRIA, O.—Sev- 


en appointments, 
iding a new 
executive vice 
president, were 
announced ree nt- 
by J. A 
president of the 
Ride Tool Co... 
W. A Parceall 


following a meet- 


Fi ates, 


ing by the board of directors 
William Parcell, 


it and director o. 


forme} vice 


, , 
reside} sales, has 


been named executive vice presl- 
dent. R. D. Fye has moved from the 
Atlanta (Ga.) office to 
the duties of 


H. L. Palmer, 


take over 


sales manager, and 


former assistant to 


R. D. Fye H. L. Palmer 


Parcell, has been named advertis- 


ing and assistant sales 


manager 
manager. 
Parcell, a 


Ridge, has been a vice president 


24-year veteran of 
since 1955. He was formerly sales 
manager. 


Other included 


appointments 
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Herman Weible to plant manager, 
Clarence Heintz to production su- 
perintendent, John Meese to prod- 
uct development supervisor and 
Anton Janik to tool room superin- 


° 
tendent. Ridge is a leading manu- 7 d i | 
iamaias of haa a siainiadtiaes on operating an 4a ety contro 5 
* . e » 3 
for jobs involving liquid level or 
P-H Contractor Again 2 e 
Featured in U/R Ads liquid flow 


New Caste, Pa.—The plumbing 

contractor will again be the fea- This new book shows how McDonnell float-operated switches 
tured element of the 1960 series of and valves, and flow switches, can be used to provide depend- 
consumer ads placed by Universal- able, economical control for a wide variety of applications. 
Rundle Corp., it was announced On hydro-pneumatic tanks, for example, or water chillers; 
with standby pumps and surge tanks; in water supply and pro- 
portioning systems. All in all there are 21 case studies in this 
US og book . . . and each one can suggest dozens of other specific 
applications. 


ated pipe tools. 


last month as the first four-color 
pages began appearing in national 
magazines 

Consumers are urged to 
Your Plumbing Contractor” as the d 
“professional who han the ideas and To learn a lot of answers to a lot of frequently-encountered 
advice on selecting fixtures for re- liquid level and flow control problems get your free copy of this 
modeling or building.” new Bulletin ERS-A. 

The new ad campaign is a further 
extension of U R’s_ 1959 series 7? 
which received a citation from the 
National Assn. of Plumbing Con- 
tractors for promoting the contrac- 


tor as a professional businessman 


Tait Announces Expansion 
Program for Both Plants 

Dayton, O.—Expansion pro- 
grams have been announced for 
both the Dayton and Gettysburg, 
O. plants of Tait Manufacturing Co. 

Plans are under way to increase 
the space for administrative offices 
by 25 percent at the main plant 
here, according to Louis Wozar, 
president of the firm, a leading wa- 
ter systems manulacturer. 

At the Gettysburg branch, which 
is used exclusively for the produc- 
tion of submersible pumps and mo- 
tors, working space is scheduled to 


be increased by 35 percent this 


MSDONNELL & MILLER, Inc. 
3500 N. Spaulding Ave., Chicago 18, Illinois 
Earth-Moving Equipment ence Doing One Pay Vel. 
Manufacturers Join Forces Ys mae a ri 

Wicuita, Kan.—The newly or- 


ganized Industrial Equipment Man- Send me a copy of your new Bulletin ERS-A: 
ufacturers Council has filled three | 
top posts by electing Dick Chinn, 

president; John Scowcroft, vice COMPANY 


month, Wozar said 


“Special Applications of McDonnell Products” 





president; and Jim Wormley, treas- 


held in ADDRESS 





urer. The election was 


Chicago. CITY, ZONE, STATE 





Chinn is manager of market re- 
search, Massey-Ferguson Industrial BY. 
Division; Scowcroft is assistant to Mail to: McDonnell & Miller, Inc., 3500 N. Spaulding Ave., Chicago 18, Ill. 





(Please turn to page 146) 
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News 





(Continued from page 145) 
the president, Sherman Products 
Corp.; and Wormley is sales man- 


| want ager for John Deere & Co. Industrial 


Division. 


Kuhns Organized to encourage uniform 


specifications in the light industrial 


. Sse 
pipe fittings equipment field, the council is 
+ drawing wide participation from 
on this order both the major and the mino1 
manufacturers, Chinn said. Mem- 
bers include makers of loaders, 
backhoes, blades, forklifts, indus- 
trial or crawler tractors and related 
equipment 
Among the participants in the 
Chicago conference were repre- 
sentatives from  Allis-Chalmers, 
J. I. Case, John Deere, Massey -Fer- 
guson, Sherman Products, Minne- 
apolis-Moline, International Har- 
vester, Henry and Ford. 


Collins Machinery's New 
Home Near Completion 

Los ANGELES—Next month will 

irk the opening of a new plant 
for the Collins Machinery Corp., 
Robert Collins, president, an- 
nounced (see photo, page 13). 

Located in Monterey Park, Calif., 
the 30,000 square foot building will 
become the new home of the firm, 
a leading manufacturer of pipe cut- 
ting and threading machines. The 
building will house offices, show- 
rooms and _ production facilities, 
Collins said 


Clarence Pullum, Bell & 
Gossett Executive, Dies 


Morton GROVE, 

ILL. Clarence 

Here’s why more contractors are asking for Kuhns fittings Pullum, executive 

than ever before. “K” fittings are precision made, quality cba ee aia 

controlled. Threads are sharp and clean, chamfer is perfect, eae io pte 

there are no hidden flaws. They’re rugged and long lasting— eS. 

need no babying during installation. hospital after a 

Kuhns supplies a complete line of pipe fittings in cast, lengthy illness. He 
malleable and ductile iron—the newest development in fit- was 66 years old 


. . 50 Mr. Pullum, a member of the 
—_ os bie tate was Bell & Gossett firm since 1918, be- 
came a vice president in 1933 and 


C. E. Pullum 


executive vice president in 1954. 

He was a member of the American 

Society of Heating, Refrigeration & 

THE KUHNS BROTH ae CO. Air Conditioning Engineers, the 
1800 McCALL STREET « DAYTON, OHIO Plumbing Trades Golf Assn. and a 
member of the Old Timers Club of 


the Oil Burner Industry, as well as 
many social and civic groups. 
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Oil Heat Institute Inaugurates 
Serviceman Testing Program 

New York City—A program to certify oil 
heating servicemen under standards set by the 
Oil Heat Institute has begun in Florida and 
Connecticut with the administering of examina- 
tions in those states. 


a The objective of the plan is to test servicemen 
from oil heating companies, regardless of wheth- 
er they are OHI members, and to certify as oil 
heating technicians those found qualified. 

Oil heating companies with over 50 percent 
of its servicemen certified are permitted to dis- 
play a special seal on its trucks, store windows, 
etc. The seal designates the company’s service- 
men as being certified by the Oil Heat Institute 
of America. A company may display the seal 
for one year, at which time it may be renewed 
providing more than 50 percent of its service- 
men are again qualified. 


= Servicemen passing the examination are giv- 
en lapel pins and wallet cards attesting to their 
certification. 

Those wanting more information on this new 
OHI program should write to the Distribution 
Division, Oil Heat Institute of America Inc., 500 
Fifth Avenue, New York City 36. 


Hoover Names Sales Representative 
to Eastern New York State Area 
FOWLERVILLE, MicH.—A new sales representa- 
tive for eastern New York State, outside of New 
York City, has been named by Hoover Bath- 
room Accessories. The new representative is the 
Strassner & VanAmburgh Co., Albany, N.Y. The 
firm will represent Hoover in the hardware, 
plumbing and tile markets for Hoover’s chrome 


bathroom accessories 


Cleveland Wash Tray Gets Larger 
Quarters in Expansion Move 

CLEVELAND—Cleveland Wash Tray Manufac- 
turing Co. has recently moved its plant to 1250 
W. 65th St. here. The announcement was made 
by Julian Gawiser, president. 

The move was made, said Gawiser, “to give 
us room for expansion of a growing business, as 
well as for the testing and marketing of new 
products.” 

Gawiser also announced the appointment of 
Carey Industries, Dewitt, N.Y., as the company’s 
representatives in the up-state New York area 


In-Sink-Erator Appoints Ted Cox 
Associates Public Relations Counsel 
Racine, Wis.—The appointment of Ted Cox 
Associates, Chicago, as public relations counsel 
for In-Sink-Erator Manufacturing Co. has been 
announced by E. J. Hammes, president. In- 
Sink-Erator manufactures a complete line, of 
household and commercial food waste disposers 


(NEWS continued on page 148) 


specially designed to insure 
balanced heating 


Vent-Rite Venting Valves are scientifically designed 
and carefully manufactured to give the best results. 
Special features assure automatic noiseless venting, 
quick, uniform heat distribution, and long, trouble- 
free performance. With Vent-Rites, your customers 
will find it isn’t necessary to overheat some rooms to 
get heat to others ... and consequently they will cut 
heating bills. 


Vent-Rites mean more comfort and lower fuel costs 
for the home owner . . . and more profitable heating 
installations and good will for you. Use Vent-Rites 
and your reputation for good work is safe. Order 
from your wholesaler for your next job. There’s a 
Vent-Rite Venting Valve for all heating requirements. 


VENT-RITE 


No. 1 for non-vacuum 

No. 2 for vacuum 

Vg” side connection with Siphon. 
3/32” diameter Vent Port. 
Overall Height 3”. 


— 


Best because scientifically designed 
by the pioneers in vent control 





News 





Continued from page 147) 

Bell & Gossett Purchases 

Carrier Electronics Firm 
Morton Grove, Iii Following a 

dictum that “diversification makes 

for good corporate health,” the Bell 


& Gossett Co. here announced last 


month that it had purchased Colo- 


rado Research Corp., a subsidian 
of Carrier Corp 
The announcement Was made 


jointly by R. E. Moore, B&G presi- 
dent, and Melvin Holm, vice presi- 
dent and 
Carrie) 


} ] 
not disclosed 


chief financial officer of 


The purchase price Was 


Colorado Rese: rch is a develop ! 
of electronic devices for govern- 
ment and industry. Commenting 
on the acquisition, Moore said the 
addition of its products and facili- 


ties “will enable B&G to advance 


STAINLESS STEEL 
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VAN 


SINE ée 
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STAINLESS STEEL SINK BOWLS ARE BEAUTIFUL 


EAL A lifetime “Butler” satin finished deck, with Van Seal's 
exclusive “Highlite Embrace” provides a highly pol- 


ished bowl outline with a blending interior bowl finish ) 


... beauty and service for tomorrow's kitchens today. 


VAN PROVIDES ALL YOUR STAINLESS STEEL SINK 
EAL BOWL NEEDS... THREE COMPLETE LINES... 


with more than 45 models or sizes in each line. \ 


@ For custom builders and discriminating specifica- \ 
tion needs, specify the Van Seal 18 ga. type 302, 


18-8 Stainless Steel Sink Bowl. 


@ For the popular volume market and stock demands, 
specify the Van Seal 20 ga. type 302, 18-8 Stainless 


Steel Sink Bowl. 


Sink Bowl. 
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@ For economy demands, specify the Van Seal i 
“Alpine” 20 ga. type 430 Chromium Stainless Steel 


Insist on Van Seal—where quality, service and 
performance make the difference. 


ANCE 


INDUSTRIES INCORPORATED 
7403 W. WILSON AVE. * CHICAGO 31, ILLINOIS 








more rapidly in that field.” 
In 1958 B&G acquired the Dualex 
Corp., an electronics firm that spe- 


cializes in communications systems 


Joseph Jacobs Jr. Named 
Dunham-Bush Ad Manager 

West HARTFORD, 
CONN Joseph 
Jacobs Jr. has 
been named ad- 
vertising manager 
for Dunham-Bush 
Inc., it was an- 
nounced last 
month by Waltex 


Browning, vice 





J. Jacobs Jr. 


president of heating sales. 

Jacobs will direct all phases of 
the firm’s advertising and sales pro- 
motion. He was formerly special 
advertising assistant. Dunham- 
Bush is a leading manufacturer of 
air conditioning, refrigeration, 


heating and heat transfer products. 


Gas-Fired Water Heater 
Sales Set New Year High 

New York City—With Decem- 
ber still to be counted, 1959 ship- 
ments of gas-fired, automatic stor- 
age water heaters already have 
surpassed the previous all-time, 
one-year high recorded in 1955, 
according to the Gas Appliance 
Manufacturers Assn. 

Total shipments for the 11-month 
period were 2,756,409, compared to 
2,748,200 shipped in all of 1955. 

November shipments numbered 
192,600 units, a 2.3 percent decrease 
from the monthly figure in the pre- 
vious year. The 11-month figure, 
however, remained 11.8 percent 
ahead of the same period in 1958, 


GAMA said. 


Whirlpool Launches ‘Biggest 
Ever’ Dealer Help Program 
St. Josep, Micu.—Contractors 
handling the Whirlpool Corp.’s line 
of appliances will be getting plenty 
of help in their marketing and ad- 
ministrative problems as a result 
of a four-part dealer development 
program launched last month. 


a The program, called the biggest 
in the firm’s history, will be under 
the direction of John Ogden, a mar- 
keting and business management 
specialist who joined Whirlpool last 
spring. It will cover all phases of 
the appliance selling business and 
will be made available to dealers 
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through the firm’s distributors. 

The first element in the program 
is a 135-page manual called “Re- 
tail Profit Management,’ which 
covers all phases of appliance re- 
tailing from how to plan for profit 
through the selection, training and 
compensating of personnel. Other 
chapters cover store location and 
the reconditioning and merchan- 
dising of trade-ins, Ogden said. 


wSecond element in the program 
will be a series of three-day dealer 
management clinics to be held for 
groups of 15 or less. 

Third element in the program 
will be a series of “Business Man- 
agement Bulletins,’ two each 
month, designed to help solve one 
or two business management prob- 
lems. These will be mailed to dis- 
tributors for their dealers, Whirl- 
pool said. 


# The fourth and final element in 
the program will be the availability 
of a group of trained management 
experts who, on invitation, will visit 
retail stores with distributor rep- 
resentatives to analyze operations 
and make specific recommendations 
to help owners or managers im- 
prove their profits and sales. 

Jack Sparks, vice president of 
sales, said the program was 
launched “to build the strongest 
possible body of dealers by helping 
them solve their business problems 
and by working with them to de- 
velop skills which will insure prof- 
itable, long-term operations.” 


How You Can Learn More 
About Water Heaters 

La Puente, Carir.—Contractors 
with an eye for shapely girls and 
a desire to increase their knowledge 
of the water heater industry might 
do well to make a date with their 
wholesalers to view the latest movie 
made by the Day & Night Manufac- 
turing Co. 

Titled “Standing Invitation,” the 
film depicts a contractor and his 
wife who have been invited to visit 
the Day & Night plant and watch 
how the company’s products are 
made. Attractive female stand-ins 
are provided in the best Hollywood 
tradition. 

Before the plant visit the “con- 
tractor and wife” see a little of 
Southern California — Disneyland, 


(Please turn to page 150) 
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Plastic Pipe ad 
with no picture? 


Why no 
picture? 


A picture can be deceiving. Almost all plastic pipe 
looks the same...some even looks like metal pipe. 
The difference is a matter of service...and piping 
that goes wrong can be mighty expensive. A picture 


_means nothing... but... 


There are scores of brands of plastic 
pipe on the market...made of many 
different kinds of plastic materials... 
wonderfully improved over the early 
plastics. All are labeled “rust resistant” 
... but total results may be good, bad, 
or indifferent depending on the choice 
you make. Here’s what to look for: 


The universal material? No such thing. 
No one plastic (no metal, for that 
matter) can handle all liquids...no 
one has all the properties required 
of a truly universal pipe. Closest to 
it are Ace Riviclor (Rigid PVC) and 
Ace-Ite (ABS rubber-plastic blend). 
Riviclor is a little better on chemical 
resistance, and Ace-Ite is a little 
better on impact strength and heat 
resistance. Both cost about the same, 
are rigid, and come in 20’ lengths. 
Ace Supplex (Polyethylene) is flex- 
ible; comes in 100’ to 400’ coils. All 
are OK for drinking water and also 
for chemicals used in treating water. 
Of course they’re immune to rust, 
rot, soil and electrolytic corrosion. 


Are plastics fully approved for drinking 
water? Yes...the National Sanitation 
Foundation at University of Michi- 
gan attests with this seal 

that they regularly test Ace 

Riviclor, Ace-Ite, Ace Supplex and 
certain of our other brands of plas- 
tic pipe, and certify them non-toxic. 


These materials are odorless and 
tasteless as well as non-toxic. 


Are plastics strong enough? Hundreds 
of water works and thousands of 
chemical plants (all very critical 
people) say yes! Plastic pipe is now 
available in several wall thicknesses 
for working pressures to 490 psi. It 
takes plenty of hard knocks, and 
resists accidental cutting and 
damage quite satisfactorily. 


Where do I use it? For wells and farm 
water systems. For construction job 
water lines, industrial piping, mine 
drainage systems. For lawn and golf 
course sprinklers...recirculating 
water lines in air-conditioning. 
We’ve supplied miles of pipe for suc- 
cessful installations. If you haven’t 
yet put some underground for test, 
it’s time to start. Nothing takes the 
place of personal experience. 


How can I dodge the pitfalls of “trial 
and error?” Go to a company that has 
no axe to grind...a company with 
the widest experience. We, for 
instance, supply eight different kinds 
of pipe...with fittings and valves to 
match. For truly unbiased advice... 
backed by 100 years of experience 
...and prices as low as you'll find 
anywhere...come to 


American Hard 
Rubber Company. © 2 


Write John R. MacKay, 200 East 42nd Street, New York 17, N.Y. for literature kit ARS-1; 
most complete information available from any manufacturer. No cost or obligation. 


ACE Rubber & Plastics Equipment 


by AMERICAN Hard Rubber Company 
division of AM a RAC Ee Corporation 











News 





(Continued fron page 149) 


Marineland, the 


beach and the mountain 


Day & Night merchandising pro- 


the world serie rams for contractors have used 


motion picture presentations exten- 
They 


ire considered by many as among 


3esides “Standing Invitation,” the vely for a number of years 
1960 movie production schedule will 
include a film that “will demon- the 


industry’s finest sales tools. 
Asked 
heater production and design which furnace and 


diffe: 


strate the small difference in wate1 about cheesecake in a 
water heater plant, 
yroducer David Griffin said, “We've 


heater durability learned a lot about making pictures 


makes a big ence in wate! | 


GUARANTEED 
to increase profits 








Hoover’s two complete lines of sparkling chrome 
bathroom accessories .. . Newport for elegance and 
York for economy .. . have a lifetime chrome triple 
plated finish. They’re guaranteed never to crack, 
chip, peel, tarnish or break. 


Both lines feature the clean, functional look 
that’s contemporary with today’s modern homes. 


Investigate how you can make more profit 
with Hoover bathroom accessories. They offer the 
biggest profit margin in the industry at competitive 
prices. Ask your distributor or send for new 
illustrated catalog. 


“Brighten Both Sales and Profits with Hoover’”’ 





“) ADRIAN DIVISION + Hoover Ball & Bearing Co. 


ADRIAN, 





MICHIGAN 94 
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at Day & Night, but we haven’t 
learned how to make one without a 
pretty girl.” 


Three Named to Top Ad 
Posts at Honeywell 
MINNEAPOLIS — 
The promotion of 
Randall to 
director of adver- 
Minne- 
apolis-Honey well 
Regulator Co. and 


the creation of two 


Dean 


tising for 





new positions 


; aime D. B. Randall 
within the firm’s 
advertising department were an- 
nounced last month by vice presi- 
dent H. D. Bissell. 

Bissell said Richard Crouser has 
been named advertising and sales 
promotion manager for the firm’s 
Robert 
Ruff has assumed the same post for 


Residential Division and 





R. Ruff 


R. Crouser 


the Commercial and International 
Divisions. 
“The 


continued 


reflect the 
Minne- 
Bis- 


appointments 
growth of the 
apolis-based sales divisions,” 


sell’s announcement said. 


Barnes Aims for Bigger Cut 
of Water Systems Market 


MANSFIELD, O.—A new line of 
pumps and water systems, new and 
expanded manufacturing facilities 
and a “total selling” program were 
presented to sales representatives 
of the Barnes Manufacturing Co. 
here recently as key factors in the 
company’s plans to get a larger 
share of the market in 1960. 


= Speaking at the opening session 
of the firm’s annual sales confer- 
ence to some 50 sales representa- 
tives, Fred Hout, president, said 
that “Barnes is set to make a strong 
bid for a larger share of the market 
in 1960.” He then cited the fact 
that this year marks the inaugura- 
tion of “a more aggressive indus- 
try-wide promotion that points to 
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a continued upward trend in sales 
volume.” Hout is immediate past 
president of the National Assn. of 
Domestic & Farm Pump Manufac- 
turers. 

Hout described the firm’s “total 
selling” program as one which “ex- 
tends all the way from manufactur- 
er through wholesaler and dealer 
advertising and promotion.” It will 
be backed up, he said, “by a new 
line incorporating improved design, 
appearance and performance.” 


a Part of the total selling program 
includes sales and service schools, 
sponsored by the firm to take place 
at the home office and in the field. 
They are designed to acquaint deal- 
er salesmen with the sales methods 
“most effective with today’s water 
system buyers,” Hout said. 

Some of the promotions sched- 
uled for the wholesaler-dealer level 
were also outlined by Hout. He 
said the program will include print 
media, direct mail, 
and display materials. 


point-of-sale 


Square D Co. Makes Major 
Financial Executive Changes 
T. R. Oakes has been 
named vice president and secretary 
of the Square D Co., it was an- 


DETROIT 


nounced here recently by Gordon 
Patterson, Oakes 
comes chief financial and account- 


president. be- 
ing officer of the company. 


Henry Morgan, vice 


president of finance and secretary, 


formerly 


will continue as a vice president 





T. R. Oakes H. Morgan 


and director of the company. After 
the firm’s move to its new executive 
offices in Park Ridge, IIl., he will 
serve in a consultant capacity with 
offices in Detroit, Patterson said. 
Before joining Square D as 
Treasurer in 1955, Oakes was treas- 
Houdaille- 
Hershey Corp. of Detroit. Morgan 
has been with Square D since 1928, 
joining as a director. Square D is 


urer and director of 


a leading manufacturer of pump 
and other control devices. 


(NEWS continued on page 152) 
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your area? Want to be Sure you’re 
he 
(9 | 
Cay 


fe, 


opportunities? Want a 


not missing good bidding 


reliable 





W \ == 


daily Dodge Reports Fi : 


If you do business anywhere 
in the 37 Eastern states— 


Dodge 





F.W. DODGE 
| SEND FOR 
THIS FREE 
CORPORATION BOOKLET 
Reports 
HELP 


PLUMBING AND HEATING CONTRACTORS 
GET MORE BUSINESS 


F. W. Dodge Corporation, Construction News Division 
119 West 40th Street, New York 18, N. Y., Dept. DE20 





Send me the booklet: “How Subcontractors Get More Work in New 
Construction” and let me see some typical Dodge Reports for my 
area. I am interested in the general markets checked below. 

(] House Construction [] General Building 

[] Engineering Projects (Heavy Construction) 


Area 





Name 








eres 





Address___ 





City 











a ee ea oe 








Corner More Sales... 
Lyoncraft 
Disposo-Well 
Sink 


Look for new profits when you 
sell the time- and labor-saving 
Lyoncraft Disposo-Well Sink. 
Made of finest nickel stainles 
steel, the Disposo- Well installs 
quick and sure with the exclusive 
no-miss Clip-Guider that direct 
the return clip to the counter top. 
And in addition, Lyoncraft give 
you the proven self-rimming 
method — Redi-Rim 


Look for plea ed customers, too, 
with the extra work space of the 
Disposo- Well. Corner positioning 
of the disposer drain expands the 
work area, ds does the handy 
maple Cutting Board that fit 

over the sink well 

For the complete line of Lyon- 
craft Sinks, see your Lyoncraft 
distributor. 





Lyoncraft 


LYON STAINLESS PRODUCTS 
DIVISION OF LYON INCORPORATED 


13881 W. Chicago Boulevard 
Detroit 28, Michigan 
Automobile Wheel Covers @ Prestige Tableware 
Kitchen Sinks @ Housewares 





News 





Conty ed Tro page 15] 


Everyone's a Salesman 
at the Deming Co. 


DALI ) At the Deming Co 
nnual sale meeting held recently 
Demir ale en were rprised to 
or eve one t tne 1 home 
othics ort vadge stating “I 
on Den ay p Salesman" 

A mart of the yearly meeting of 
rh ¢ ompal representatives 
Demi alesme! ere taken on a 
plant tour to see ne products be- 


produced and tested. This yea 


the er et everywhere by 
Demir hop and office workers 
( ! the badge The salesmen 
themselve ere given buttons to 
vear sayil Iam a Deming Pump 
C ‘ 


Fram Corp. Forms New 

Division for Its Filter Line 
EAST PROVIDENC! 

R | A new cor- 


poration 


Was ush- 


red Into being 

lon vith the 

n ¢ yea t 

month when Fran 

Corp. announced 

the tormation of a 

oO to per- 

t e ell ent ! ement o 
ne tir line ol erm-killing ai 
rilte lo. a onaitioning and 
hneati application The an 
nouncement s made by Steve 


Wilsor chairman of the board 


a Heading up the new division in 
lition to Wilsor i be C. A 
Willson, 


lan- 


Wilson president David 
ana genera 
( Ellis Scripture, vice president 
cnarge Ol Sales and Jordan 
evel secretary -treasurel! 
Chairman Wilson also announced 
that the new corporation will ex- 
pand its sales force with new re- 


] 
pional Sales anagvers and re ld 


salesmen 


Credits Sales Contest for 
Giving Payne ‘Record Year" 


A distributor 
sales contest is credited with giving 


LA PUENTE, CALIF 


the Payne Co. here a record sales 
year for 1959, according to a com- 
pany announcement. 

: 


The firm’s sales department con- 









PACKING UNIT 
and 
brass gland 
prevents 
leaks here 





PATENTED 
SWIVEL 
STEM 
PREVENTS 
SEAT 
WEAR 
eliminates 


relate | 
frequent 
repairs 


WALL 
SHOULDER 
me) 
TIGHT 
FIT 


SWIVEL 
STEM 
PREVENTS 
WEAR 
HERE 











SOLD ONLY 










THROUGH THREADED 
RECOGNIZED OR COPPER 
WHOLESALERS CONNECTION 


* 








(Buckeye 


Le" 


~ SWIVEL-SEAT 
F-rost-Proof 


FAUCET 


The only sillcock with ALL the 
quality features. Designed for trou- 
ble-free outside use regardless of 
weather. Two types, either with 5” 
or 7%/” copper combination connec- 
tion; or with threaded 1/4” F.LP. 
and 3/;,” M.I.P. combination connec- 
tion. WRITE FOR PRICES AND 
QUANTITY DISCOUNTS 


BUCKEYE VALVE & MFG. CO. 


COLUMBUS 5, OHIO y, 
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c'uded the 10-month contest by 
awarding prizes to its top salesmen 


at a luncheon held at the plant. i, 
Sales personnel earned contest 
points for selling the firm’s heating a 
and air conditioning products. “ 
William Steiner, sales manager 
for the firm, said that “the contest No. 88-M 


was a complete success and, no 


doubt, played an important part in 


the company’s record sales year.” . : TEMPERATURE 


Willett Announces Plans ; _ Z AZ & 


to Make Kitchen Cabinets 

LouisvILLE, Ky.—A new supplier PRESSURE VALVE 
of kitchen cabinets will enter the 
field when Consider H. Willett Inc. b. 
begins operations in its newly ' E | Vv | N.B 
formed kitchen cabinet division at a “ be — 


New Albany, Ind. The announce- 














ment was made by Ben Robertson, 


gives you 


board chairman 


Robertson said that the new di- 


vision, handled by Willett Manu- ; _ THE MOST 

facturing Co., a subsidiary, will in- : beg 

troduce birch cabinets “at a price rine, , 

that would be competitive with the ; 

medium price field.” ; A.G.A. 1,500,000 BTU/hr 
Sales headquarters have already C 

been established here under the di- 


rection of George Johnston, divi- for 


sion sales manager. The plant itself 


is located in New Albany, and has 
been set up to produce a $6 million 


annual capacity,” Robertson said 
Walter Announces Candidacy 
for Second VP of NAPC 


WasHInctTon, D.C.—Arthur Wal- A valve designed and built for: 
ter, Mount Bethel, N.J. contractor, 


id tema Ul a Sti, ngs ) BETTER SERVICE & LONGER LIFE 


the office of second vice president 








¥%” inlet 34” outlet 
#88-M has 6” O.A. Extension 
PRESSURE—MAX. 165 Ibs. 

TEMPERATURE—210° 





ESTABLISHED 1894 


THE BEATON & 


WN? 


MANUFACTURING CO. Adjustable 25 to 175 Ib. pres- 


NEW BRITAI N, CONN sure relief, with or without 
fusible plug for temperature 
relief. 





A. H. Walter 








of the National Assn. of Plumbing 
Contractors. 

Walter is the only announced 
candidate for the post to date. The 
election will take place at the 78th 


(Please turn to page 154) 
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News merce. Walter is a Methodist and a 
Shriner. He’s an officer in the ' 
Plumbers Local Union Welfare . 
Fund and is active in local savings 





(Continued from page 153) The New Jersey contractor was ; ae 
ee, re ee a been Teds, 26. S000 teed eee and loan and banking organizations. 
next June elementary school and two years in ~~ or anaes onapere _ , 

Walter is currently serving his the New York Trade School. He pana onmnsaseichipebotee Seis “= — 
second term on the NAPC Board of has been a member of NAPC since daughters Joan and Jane, 16. 
Directors. Previously he was a 1944. His contracting business is 
member of the National Trade Pro- headquartered in Plainfield, N.J. Wilson Bros. Acquires 
motion Committee, has been a di- where he is active in civic affairs as Lawson Manufacturing Co. 
rector of the New Jersey State a member of the Board of Trustees New KensINcTon, Pa.—In a move 
Assn. and president of his local con- of the United Community Fund, to broaden its product base, Wilson 
tractor association four times Rotary Club and Chamber of Com- Bros., New York City, has acquired 

the Lawson Manufacturing Co., 
producer of automatic gas and elec- 
tric water heaters here. The an- 
B rad y nouncement was made by Maurice 
Im re] roved P rodu cts Parker, Wilson president. 
Lawson will operate as a wholly- 
Do Their Jobs owned subsidiary of Wilson, with 


Lynn Lawson serving as president 


and Eugene Blades as executive 
for vice president. Parker said there 
would be no change in manage- 





eee ee ee ment or policies. 


WATER TANKS The acquisition will mean greater 
®@ Brady DELUXE — warranted for 10 FULL Ee ee ee 
YEARS 
@ Engineered and built to serve anywhere 
under most severe water conditions 


cilities, said Parker. Wilson owns 
another subsidiary, Scaife Co., 
within four miles of the Lawson 
plant. Scaife manufactures tanks. 











ad Baked-on Epoxy lining over Armco Zinc Lawson will continue to manu- 
Grip* heavy gage steel facture its water heaters under the 
@ THE BRAND NAME TANK YOU INSTALL Lawson brand and distribute them 
AND FORGET through its nation-wide network of 
‘tag! Armen Steel Gon wholesalers. 
Advertising to Play Vital 
AIR VOLUME CONTROLS Role in New Crane Plan 
@ Available in all popular sizes Cuicaco—“Advertising will play 
@ New AV-100 handles domestic a more vital role in the support 
water tanks to 120-gallon capacity of Crane Co. wholesalers and con- 
* Standard of the industry for over tractor-dealers than in the past,” 
20 years it was announced recently by 
Joseph Donahue, Crane’s director 
of advertising and sales promotion. 








The announcement coincided 
with the appointment of N. W. Ayer 
& Son as Crane’s advertising agency 


BRADY JET-TYPE FOOT VALVES 


@ Eliminate water turbulance — water flows freely, evenly last month. 
@ Brass construction with corrosion-resistant diffuser for that Donahue said, “Due to our new 
extra flow that counts. concept of distribution through in- 


dependent wholesalers, the com- 
pany was seeking a marketing 
firm with offices in major cities.” 


@ AND Brady-Quality One result expected of the new 
SNIFTER VALVES plan, said Donahue, is greater co- 
PRESSURE SWITCHES ordination of advertising and sales 


PRESSURE GAGES promotion activities as a major sup- 


porting factor in its program of en- 


COMPANIES hancing the value of Crane distri- 


; butorships. 
18th & Ebright Streets Muncie, Indiana (NEWS continued on page 156) 
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To save time . } 
Every Tool Box Needs | 
a compact, easy-to-carry 









eRe. 











| Drop Head Threader Sefi 


Snap a die head in the ratchet 

| ring . . . cut your thread! It’s 
as simple as that with a 
Ritatb drop head threader. 
Heads can’t fall out... dies 
reverse quickly for c Saale s 
to-wall threading. Finest Ws 
quality Ritaip long Ry j 

| | Wearing dies. _ canlif 

| dies available. 

~ 

ras 


Call Your 7%, ' 
Supply House! a 

<a i az ore | 

S” Guaranteed by ™ 

Good Housekeeping 


yp 
vor as Aovearistd We 





ONLY 


MOVING 
PART... 


Here shown is a cut-a-way of the 
heart of the Delta Faucet. Note the 
expert simplicity in design excel- Hand Carrier Free With All Sets Except No. 12-R 
lence. Having only one moving 
part (the BALL) it is readily under- 
standable WHY the DELTA FAUCET Exposed Ratchet Type 

is considered the FINEST. - For pipe— Ya"’ to 1’ —OO-R 


i rae Ve" to 1%4’"—111-R 
iy “"" to 2’°—12-R 
For bolts— 4"" to 1°” —00-RB 


os ere }-~ Enclosed Ratchet Type 
aa shaladad For sag 9 1”"—O-R 


to 1% —11-R 


(Order in sets or any combination) 


FAUCET 
CORPORATION 


GREENSBURG, INDIANA 





Literature available upon request. 
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News .. . continued from 


154 


page 


BRAND NEW 33 YEARS AGO and still serviceable, this Day & Night water 


heater was sold by three Tulsa, Okla 


sale With one of 


Chorles Nimireck 


their earliest 


sales 


men who also made the replacement 


are (from left) wholesaler salesman 


contractor Cassius McElroy and warehouseman H. F. Cargile 


1926 Water Heater Retires; Men Who 
Sold It Also Make Replacement Sale 


Tutsa, Oxia.—Three men who 


had a role in the sale of a combina- 
tion water heater 34 


apo 


years 
played the same parts when th 
unit was replaced recently 
es Contractor Cassius McElroy in- 
stalled the galvanized, uninsulated 
model from the Day & Night Manu- 
Co., La Puente, Calif. in 


He bought it from wholesale 


facturing 
1926 


Names in the News 


Robert Pierce has been ap- 


pointed general manager and F. G. 
Lenzi 


has been appointed sales 
manager of the Syracuse Division 
of Lennox Industries Syra- 


cuse, N. Y 


Inc., 


Fred Moore has been appointed 


R. A. Pierce 


Lennox 


F. G. Lenzi 


Lennox 


Charles Nimireck of 

Cooper Supply; delivery was made 

by warehouseman H. F. Cargile. 
All three the 


roles when 


salesman 


pel formed 
the old 


was replaced with a new 


same 
heater 
Day & 
Night Jetglas Century high-recov- 
ery 


watel 


model. The 34-year-old water 
heater was replaced only to meet 
requirements fo 


a safety pilot, a 


Day & Night spokesman said. 


Kensico 
Tube Co., Mount Kisco, N. Y. 


general sales manager of 


William Baker has been appoint- 
ed manager of relations 
for the Plumbing & Heating Di- 
vision of American-Standard, New 
York City 


industry 


R. W. Lewis has been appointed 


director of sales training for Fair- 


W. H. Baker 


American-Standard 


R. W. Lewis 
Fairbanks Morse 


UPVC ‘Superior’ in Corrosive 
Waste Drains, Researcher Says 
Ky. 
test of 


polyvinyl chloride for corrosive 


LOUISVILLE, Results of a 


year-long unplasticized 
waste drainage piping have been 
reported in a research paper by a 
University of Louisville scientist, 
who concluded that “a 


cal 


more criti- 
appreciation of its significant 
properties will lead to increased use 
of UPVC 
fields.” 


piping in many special 


» In the test, conducted by Dr. 
C. A. Plank in cooperation with 
Tube Turns Plastics Inc. here, it 
was found that a 1!4-inch UPVC 
P-trap showed “no signs of deteri- 
to chemical attack or 
solvation during the 326-day pe- 


oration due 


(Please turn to page 181) 


banks, Morse & Co., Chicago. 


W. E. Landmesser has been ap- 
pointed general sales manager for 
the York Division of Borg-Warner 
Corp., York, Pa 


John Roth has been appointed 
product manager, air conditioning, 
for Dunham-Bush Inc., West Hart- 
ford, Conn 

Stanley Baker has been named 
assistant sales manager of Mor-Flo 
Heater Corp., Cleveland. 


Herb Steiner has been appointed 
assistant sales manager of Slant/ 
Fin Radiator Corp., Richmond Hill, 
Now. 


Louis Oosten has been appointed 
vice president in charge of engi- 
neering Bell & Gossett Co., 
Morton Ill. He 
Harold Lockhart who passed away 


for 


Grove, succeeds 


recently 


W. E. Landmesser 
Borg-Warner 


J. L. Roth 
Dunham-Bush 
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... $01 told my supplier: ‘Look, the more you take out of 
your furnace in other ways the more it needs a Field Draft 
Control! Why save pennies in cost and risk losing dollars in 


service?’ ”’ 


‘You know, boy, true quality helps everyone... the 


manufacturer, the consumer, and us. Why does our industry 


keep pricing itself poor?” 


Zaz 


FIELD CONTROL DIVISION — Conco Engineering Works, Inc., Mendota, Illinois 


AFFILIATES: 
SPARTAN TOOL DIVISION — Powered Sewer Cleaning Equipment — MATERIAL HANDLING DIVISION — Cranes, Hoists 
CONCO BUILDING PRODUCTS, INC. — Brick, Tile, Stone 





NEW SUBMERSIBLE SUMP PUMP 


« f Water 


Portable. No float 


NEW SABRE-JET DELUXE 


Highest styled, top-performing convert 
ible jet water systems, attract buyers 
Self-priming and deluxe all the way. 


The ‘‘sell’s”’ built-in! To 2700 g.p.h. 





NEW ECONOVERT Ii SERIES 


Advanced ‘“‘compact design’’ convert- 
ible jet systems. Self-priming. Top 


economy leaders, beat competition on 


price and performance T : gph 


ALL-NEW SUBMERSIBLES 
Supreme engineering achievement! Advanced Polypropy 
lene and stainless steel stages with exclusive miracle Tef 
lon U-Cup seal—most efficient ever! Capacities to 895 g.p.h 





Years Ahead 
Engineered 


New Barnes Pumps 


Unprecedented opportunity! Sell the epoch-making new line of 
Barnes Pumps and Water Systems and your business will be 
Headquarters for profits. Here are only a few of the tomorrow- 
styled, tomorrow-engineered Barnes products that have the 
looks, the quality, the lasting satisfaction built into them for 
easy selling and repeat business. Better line up with Barnes— 
world leader in pumps and water systems. Write for new cata- 


log and profit plan. Barnes Manufacturing Co., Mansfield, Ohio. 


BARNES 


BARNES MANUFACTURIN(¢ 


MANSFIELD. OHIO 


At last, revolutionary improvements in the ever- 


— 
“‘ NEW SHALLOW-WELL RECIPROCATING 


popular pist pump system. New appearance, 


. | new design, new features! 300g.p.h.and400 g.p.h 


NEW PEDESTAL SUMP PUMPS 

An entirely new concept Unitized Design!”” 
Three-inch column is 100 suction inlet 
can't clog. Capacities to 3100 g.p.h. Priced 
to move fast, SPMA approved. 





U-Cote® black fittings 


manufactured exclusively by 


Union Malleable— will never 

be the villain in the drama 
ae of “Rust and Corrosion,” 

or, “Who Made the Mess” 


U-Hrand U-Cote® will noe 


BRAND 





Hint ol earrade ihene 


ee will never be ahinv, black coated Fittings 
ive eaay to handle because 
the villain! ihey' re clean ARAN 
oo neater jobe and greater 


~ eCuatomer satiafaction, So, 


why pay more? You ean 

















have U-Cote® Fittings at 
the same price you pay for 


ordinary black fittings 


One Source 
for a Complete Fitting Line 
Galvanized and Black U-Cote Malleable 
Fittings; Unions, Plugs and Bushings; Cast 
lron Drainage and Screwed Fittings; Steel 
and Brass Nipples and Venturi Adapters; 
Steel, Brass, Nylon and Poly-Plus Blue 
Insert Fittings; Dielectric Unions; Taperlok 
Well Seals; Steel and Malleable Couplings. 





Wh 


WY 


£ 


~ -\ The Union Malleable 


BRAND | Manufacturing Company 


Ashland, Ohio - Vernon, Calif. 
Shipping Depots in Principal Cities Assures Overnight Service 
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Product 
of the Month 
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And the Journal of Mechanical Contracting 


SERVICE 
SECTION 


16 pages of products, literature, tools, methods, ideas 





A HANDY PRODUCT FOR COLD-DRAWING TEES FROM COPPER TUBING 
in less than five minutes has been introduced by Erie Tool Works, Erie, Pa. The 
device, known as the Pipemaster Tee Turner, can be used on tube sizes ranging 
from 1% to 4-in., and including DWV, M, L and K types. In operation, a copper 
tube is locked into a clamp, and a pilot hole is cut. Then a forged spinner is 
inserted and turned until the copper wall within is pushed upward and a tee is 
formed. No heating or pre-treatment is required. Details can be received by 
circling No. 1 on the reply card, page 177. 
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Make this section your 








in this section. 





How to use this special section: 


AT THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 
selling and technical subjects, you will find a postage-paid 


reply card, numbered according to the items appearing 


® For more data on any of the products or literature—or 
to obtain any of DE’s free publications 
appropriate number on the reply card and mail it. 
MESTIC ENGINEERING’S Readers Service Department will 
rush the requested information back to you. 


merely circle the 
Do- 











Relief Valve 


An automatic reseating tempera- 
ture and pressure relief valve hav- 
ing a 44-in. inlet and outlet and a 

has been announced 


Philadelphia 


element of the 


manual leve 
by Welsbach 
The 
unit, 


Corp., 
thermostatic 
which features an orifice of 
approximately 12 in., provides start 
of valve opening at 200F and full 
opening at 210F. 


Circle No. 3 on reply card. 
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Expansion Tank 
An improved, pressurized expan- 
tank 


boiler water air absorption into a 


sion designed to eliminate 
system and subsequent waterlog- 
ging in the tank itself has been in- 
troduced by American Tube Prod- 
West Warwick, RI. By 


means of a flexible diaphragm, it 


ucts Inc., 


prevents system water from coming 
in contact with the air cushion. 
Circle No. 4 on reply card. 





Threadless Pipe Fittings 

A line of threadless pipe fittings 
for application on carrier lines with 
pressures to 100 psi and tempera- 
tures to 350F is available from Slip- 
On Co., Atlanta, Ga. Made of 
heavy-duty galvanized iron, the 42 
fittings are designed with 
“O” ring within a 
Installation is done 


a neoprene 
tapered groove 
by cutting pipe and smoothing its 
edges, placing the pipe against the 
“OC” 

in, then 


ring, 


turning it and pushing 
setting screws. 


Circle No. 2 on reply card. 





Charting Instruments 

A line of temperature, pressure 
and humidity - recording instru- 
ments contained in aluminum cases 
has been announced by Weksler 
Instruments Corp., Freeport, LL, 
N.Y. They come in 8-in. chart size, 
1 to 3-pen systems; in 10 or 12-in. 
sizes with 1 to 4-pen systems; in 
handwound or electric drives for 12 
or 24-hr, 7 and 31-day revolution. 

Circle No. 5 on reply card. 
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monthly shopping guide for products, tools, 


ideas, methods 











Permanent Air Filter 

A washable permanent air filter 
that fits standard openings of fur- 
naces and air conditioners has been 
developed by Auto-Flo Corp., De- 
troit. A dual filter element is fab- 
ricated of Polyurethane in a flat 
pouch form with a zipper closure. 
The pouch slips over a plated wire 
frame. Because of its double filter, 
the item provides 100 percent fil- 
tration area. When 
its frame 


removed from 

it can be cleaned in a 

washing machine, if desired. 
Circle No. 6 on reply card. 


ions? pag ee 





Air-Driven Chisel 


An air-driven chisel designed to 
shear and cut metal, cut and drive 
rivets, break welds and punch sheet 
metal holes and handle other metal 
work has been introduced by Al- 
bertson & Co., Sioux City, Ia. The 
unit features a 1-piece barrel and 
a cast iron handle. A kit including 
seven attachments in a metal case 
is available. 

Circle No. 9 on reply card. 
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Faucet Seat Wrench 


A faucet seat wrench, engineered 
for ease of removal and installa- 
tion of replaceable faucet seats 
been introduced by Schaul 
Manufacturing Co., Cleveland. 
Made of hardened tool steel, the 
8-in. long tool has been designed to 
enable one to reach any replaceable 
seat regardless of how or where the 
faucet or valve is mounted. It has 
been designed to “fit all seats in 
current manufacture — both hex 
socket and square socket.” 

Circle No. 7 on reply card. 


has 


Wrightway Offers Shower 
Head and Extension Unit 


A shower head extension with 2- 
point swivel action that delivers 
water in various directions has 
been introduced by Wrightway 
Engineering Co., Chicago. 


®" The unit consists of a 12-in. 
chrome-plated solid brass exten- 
sion pipe with swivel-action ball 
joints at both ends plus a shower 
head. The head aerates the water, 
thus delivering a_ soft spray. 
Threaded to fit standard %-in. 
shower pipes, the two pieces may 
be sold as separate items 
Circle No. 10 on reply card. 
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Aluminum Diffuser 


An extruded aluminum grille for 
s pply or return installations has 
been added to its line of air dis- 
tribution products by Carnes Corp., 
Verona, Wis. It is available in 
widths from 12 to 15 ins. and in 
lengths to 12 ft. Two frame widths 
are standard, with friction springs 
for floor or sill installation, or safe- 
ty catches for wall or ceiling instal- 
lations. Accessories are opposed- 


blade damper, straightening vanes 
and blanking baffles. 
Circle No. 8 on reply card. 





Use handy reply card on page 177... 
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Consult your wholesaler for local availability 








Furnace Line Additions 

An 18-in. wide oil-fired furnace 
and a gas or oil-fired lo-boy fur- 
both for residential instal- 
been 


nace 
lation—have introduced by 
Majestic Co., Huntington, Ind. The 
combustion chamber of the 18-in 
model, 67,000-Btu 
output upflow or downflow unit, is 
lined with an aluminum silicate 
fiber having high heat resistance 
and noise-deadening properties. The 
lo-boy comes in three sizes. 
Circle No. 11 on reply card. 


; 
& 
= 
ts 


: 


available as a 
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Sub Pump Guard 

A submersible pump guard that 
features a torque resistor has been 
developed by Campbell Manufac- 
turing Co., Boyertown, Pa. It fits 
a 5% or 6-in. id casing or a 3% to 
35,-in. od pump. Application of the 
guard to the pump is illustrated to 
the left of the picture of the unit 
itself. It has been designed to re- 
duce torque strain on motor and 
pipe “while assuring a minimum of 
pounding by pump against casing.” 

Circle No. 12 on reply card. 


Zoeller Markets New 
Sump Pump Product 


A pre-assembled Vibraless Union 
and check valve combination, call- 
ed Uni-Check, for sump pump ap- 
plications has been developed by 
Zoeller Co., Louisville, Ky. The 
item consists of a green bonded 
rubber body, two clamps of stain- 
less steel, bronze check valve, rub- 
ber insert and a neoprene disc. 
Shown from left to right in the ac- 
companying illustration are the unit 
ready for installation, a breakaway 
view of its component parts and a 
cutaway model showing how the 
valve fits into the union. The prod- 
uct fits 144-in. iron pipe. 

Circle No. 14 on reply card. 





Zippered Pipe Cover 

A cover that zippers close about 
pipes to prevent freezing has been 
deve.vped by Zippertubing Co., Los 
Angeles. Its outer covering is made 
of vinyl, lined with glass fiber to 
prevent chemical action and pro- 
vide 2-way insulation, that is, either 
holding the heat or cold inside the 
pipe or keeping it out. Available 
for standard pipe sizes and in a 
choice of colors, the cover is cus- 
tom cut to specified lengths. 

Circle No. 13 on reply card. 





Blower Condenser 
An air-cooled blower condenser 
for use on roof tops has been an- 
nounced by Dunham-Bush Inc., 
West Hartford, Conn. Air move- 
ment is up and out of the unit. 
It comes in 5 to 53%-ton sizes. 
Circle No. 15 on reply card. 
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of products; send reply card for free reference file data 





Booster Water Heater 
An automatic booster water heat- 
lustrial., 1 


1al installation has 


commercial ane 
been 
according to an 
Mor-Flo 
Features 


rate ot 


added to its line 
announcement made by 
Heater Corp., Cleveland 
of the model are recovery 
201.7 gph at 100F rise (this figure 
is based on the use of natural gas), 
tor 
and delive ry Of water at 180F at the 
Model number is 200CB 


Circle No. 16 on reply card. 


gals storage 


a capactiy of 90 


outlet 


Room Air Cleaner 
A room that 


filters 


air cleaner—a fan 


recirculates air through 


treated with a germ-killing sub- 


stance has been developed by 
Fram Aire Corp., Providence, R.I. 
The filters also trap pollen, etc 


Circle No. 18 on reply card. 
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Twin-Compressor, Dual-Motor Chillers Made by Acme 


A line 


saturing 


of packaged water chill- 


twin hermetic com- 


pressors with individual motors has 
ntroduced by Acme Indus- 
. Jackson, Mich. Dual re- 
nt circuits and control panels 


featured in the 40 to 250- 


bee rn 
tries Inc 
Irigera 
also alt 
ton units which range in size from 
11534 ins. long by 30 ins. wide by 
70°s ins. high to 160% by 41 by 104 
The 


ins 


line employs a direct-ex- 


Nibco Kit Facilitates 
Plumbing Installation 


A Hy-Set Ell kit prepared “to 
cut installation time by as much as 
1% hrs on every home plumbing 
job” has been announced by Nibco 
Inc., Elkhart, Ind. Contained in the 
kit are 10 Hy-Set cast red brass L’s 
(copper to threaded type),six alum- 
inum with pre-punched 
holes, 12 nails and 20 self-tapping 


straps 

screws. Tools needed for installa- 

tion are hammer and screw driver. 
Circle No. 19 on reply card. 


pansion, 2-circuit chiller with seam- 
less copper tubes containing alum- 
inserts insulated with 3 
and has a 20- 


Compressors of 


Inum stat 


ins. of rock cork 
gauge steel jac ket 
the units (for use with city water 
or cooling towers) are of the heavy- 
duty, multiple-cylinder, reciprocat- 
ing hermetic type, and they operate 
at 1,750 rpm 


Circle No. 17 on reply card. 


Use handy reply card on page 177... 
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ymbol 


a new $ 
of satety 


receive further information 





DE’s qualified contractor kit, designed to help contractors 
tell their customers about the hazards of letting unqualified 
persons do plumbing and heating work, is available free to DE 
subscribers submitting evidence of 


Circle “Qualified Contractor Kit” on reply card. 


their qualifications. To 








Metal Duct Seamer 

lock roller that 
duct and other sheet metal work is 
available from Millers Falls Co., 
Greenfield, Mass. It may 
on 18 to metal with 
speeds ranging from 18 to 30 fpm 
The 12-in. power tool, which 
weighs 15 lbs, is portable 

Circle No. 21 on reply card. 


A power! seams 


be used 


28-gauge 
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Hydronic Baseboard 
A %4-in 
Track for heating has 
been developed by Embassy Steel 
Products Inc., Brooklyn. The ele- 
ment has four expansion tracks in- 
terlocked to the 
fin, and there is no support device 
It comes in 2 to 20-ft lengths. 
Circle No. 22 on reply card. 


baseboard called Panel- 
hydronic 


corners of each 


Flexible Copper Connector 

A flexible copper connector in- 
built-in dielectric 
union and designed to withstand 
hydrostatic pressure of over 2,000 


corporating a 


psi has been developed by Central 
D Manufacturing Co., and Peerless 
Plastics, Culver City, Calif. One 
feature of the product is its use 
of molded plastic separators (seat 
and designed to prevent 
electrolytic corrosion of steel and 
copper elements. 
Circle No. 20 on reply card. 


sleeve) 





Medicine Cabinet 

A medicine cabinet having ap- 
proximately 4,000 cu ins. of storage 
space is available from F. H. Law- 
son Co., Cincinnati. Its fluorescent 
side lights are attached, but the 
mounted inde- 
pendently. The plate glass mirror 
area measures 27 by 39 ins. 

Circle No. 23 on reply card. 


overhead one is 


Domestic ENGINEERING, Fesruary 1960 





developments are presented monthly in this 


section 





Volume Water Heaters 

A series of direct-fired volume 
water heaters offered in four sizes 
ranging from 135 to 300 gph (at 
100F rise) has been announced by 
Portmar Water Heater Co., Brook- 
lyn. The completely packaged units, 
galvanized both inside and out, can 
be connected to storage tanks for 
forced or gravity circulation. For 
high-volume recovery, the heaters 
(rated for 300 psi) can be hooked 
up in tandem installations. 

Circle No. 24 on reply card. 


Valve Attenuator 

A valve attenuator designed es- 
pecially for use in dual-duct, con- 
stant-volume, high-velocity air dis- 
tribution systems is available from 
Conner Engineering Corp., Dan- 
bury, Conn. It features direct pneu- 
matic activation of valves and con- 
trols and is quiet in operation. 

Circle No. 26 on reply card. 
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Tube Turns Fitting Line Adds Aluminum, Other Alloys 


An addition of aluminum and 
other alloys has been made to its 
line of light-wall Pipe-Mate fittings 
and flanges by the Tube Turns Di- 
vision of Chemetron Corp., Louis- 
ville, Ky. The complete line is 
available in \% to 4-in. sizes, sched- 
ule 10S. Shown are 2% and 3-in. 
L’s, a 2% by 3-in. concentric re- 
ducer and a 3-in. stub end. The 
items may be joined by butt weld- 


Waste King Dishwasher 
Line Is Introduced 


A line of nine dishwashers has 
been announced by Waste King 
Corp., Los Angeles. The models— 
available in undercounter, portable, 
free-standing and convertible units 

feature a water distribution sys- 
tem wherein water is forced into a 
Z or L-shaped distributor arm that 
showers water into all corners of 
both top and bottom baskets. 
Another feature is a random loading 
arrangement for stacking bulky ob- 
jects such as oversized plates, large 
mixing bowls and tall glasses. 
Undercounter units have change- 
able front panels in white and 
colors, wood and metal finishes. 

Circle No. 27 on reply card. 


ing, fillet welding or brazing using 
an aligning connector, by Victaulic 
coupling, by use of stub end and 
backup flange, and by “rolled-in” 
flange assembly wherein the pipe 
or fitting is cold-expanded into an 
aluminum insert and the flange ro- 
tates freely about the insert for 
bolt alignment. The other alloys are 
of nickel, Monel and copper-nickel. 
Circle No. 25 on reply card. 








Use the handy reply card to receive 





Mechanical Drawing Instrument 


A mechanical drawing instru- 
ment combining features of a pro- 
tractor, scales and straightedge in 
item has been introduced by 
Draft-All Triangle Co., New York 
City. Stamped into a standard 8-ir 


15 /90-de g 


one 


plastic triangle are the 
scales of 1, 4, 1/6 and 1/10 in. a 
well as two sets of angle guide lins 

to enable construction of 90, 75, 60, 
45 and 30-deg. line intersections 


Circle No. 28 on reply card. 


> 
8 


Single-Lever Faucet 


A stainless steel, single-lever 


with or without 
spray attachment has been intro- 
duced by Union Brass & Metal 
Manufacturing Co., St. Paul, Minn 
Water volume is controlled by a 


twist of the w1 


faucet available 


ist, and temperature 
col rol 1S accomplished by moving 
the handle from side to side. Its 
spout is chrome-triple-plated brass; 
is standard 


an aerator equipment 


Circle No. 29 on reply card. 


Glass Drain Line System 
Developed by Corning 


drain line 


chemical 


glass 


A lightweight 
system for disposal of 
wastes and featuring 1-piece coup- 
lings has been de veloped by Corn- 
ing Glass Works, Corning, N.Y. De- 
signed for horizontal 
system can be buried 


vertical or 
mounting, the 
j > orol 1 Pi; iw 1 fi Tc 
in the grounc iping anc ittings 
are made of hard, low-expansion 
borosilicate glass that is “resistant 
to virtually all 


coupling consists of a stainless steel 


corrosives.” Its 


shell, a rubber sleeve and a liner 
of corrosion-resistant material. Pipe 
is joined (see illustration) by stab- 
bing ends into a coupling, then 
turning a single screw. The manu- 
facturer guarantees the line against 
breakdown or joint-leakage for the 
lifetime of the buildings in which 
it is installed 

Circle No. 31 on reply card. 


Use handy reply card on page 177... 


168 


School Heating System 
A hot 


Sx hools 


water heating unit for 
been introduced by 
Lennox Industries Inc., Des Moines, 


la. It includes a hot water coil of 


has 


automatic 
dampers for mixing heated, recir- 
ulated and ventilation air. A 

distributes air 


copper and aluminum, 


blower evenly Via 


of bookshelf or wall ducts. The unit 


will be available for steam systems 


Circle No. 30 on reply card. 


Automatic Water Softener 
An automatic water softener con- 
one or more softener 
tanks coupled with a pressurized 
brine tank has been developed by 
Reynolds Water Conditioning Co., 
Detroit. Equipped with either push- 
button or time-clock operation con- 
trols, it is available in sizes and 
capacities to meet a wide variety 
of space and flow requirements. 
It is designed to have a low appear- 
ance for limited-clearance areas. 
Circle No. 32 on reply card. 


sisting of 
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further information 


on these new product developments 





Bellows Expansion Absorber 

A bellows 
sorber for hydronic heating system 
is available from Cobra Metal Hose, 
Manufactured of 


formed 


type expansion ab- 


Chicago hydro- 
bellows 


coppe!l 


statically bronze 


with a copper sleeve and 


male tube ends, the unit 
able in 34, 1, 114, 1's 
Movement of 2 in 


] 

IS aVall 
] A 
1S provided fA 


hygroscopic seal prevents ent: 
of toreign matte 


Circle No. 33 on reply card. 


Compact Upfiow Furnace 

A line of compact, gas-fired up- 
furnaces in 60,000, 80,000, 
100,000 and 120,000-Btu capacities 
has been announced by Armstrong 
Cabi- 


units 


flow 


Furnace Co., Columbus, O 


nets of the two smaller are 
25! ins. deep, 12 ins. wide and 54 
ins. high; the two larger have the 
same height and depth but mea- 


A 4-in. flue 


fits the two smaller models, a 


sure 20 ins. in width 
pipe 
5-in. size, the two larger 


Circle No. 35 on reply card. 
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Jensen-Thorsen Markets Stainless Steel Corner Sink 


A cornet} style double-bow!l kit- 
steel 
presented by Jensen- 
Addison, Ill. The 


sht-angled design of the sink has 


chen sink made of stainless 
peen 
sen Corp.., 

dimensions of 4314 ins. in 
corner and 
rom front to back, 


measure 15 by 16!2 ins. The 


ym corner to 


and the 


back ledge has three faucet 


Anti-Syphon Ballcock 
An anti-syphon ballcock is avail- 
able from Slip-On Co., Atlanta, Ga. 
Some features of the unit are that 
it has a tailpiece that need not be 
removed after installation and that 
it can be changed quickly by loos- 
yne setscrew. Water automat- 
cuts off when ballcock is re- 
‘d and comes back when it is 
nserted. Flow of 


ilated by raising and lowering 


water can be 


ballcock in the tailpiece. 
Circle No. 36 on reply card. 


openings. A Hudee rim is available 
for this sink 
ard drain openings of 3! ins. and 


It comes with stand- 


sound-deadening 
undercoating. Other units added to 
the Jensen line include a 14 sq in. 
sink with a self-rim and a 
compact sink having an 18-in. front 
to back dimension. 

Circle No. 34 on reply card. 


has a_ white 


bar 


! 


Solder Joint Valve 
A solder joint, rising-stem bronze 
gate valve available in 3s through 


3-in. sizes has been developed by 
Walworth Co., New York City. The 
valve, shown here with union bon- 
net and rising stem and other parts 
in assembly, has a pressure rating 
With the exception of 
the body of the valve, all of its 
parts 


of 125 psi 


are interchangeable with 
the 
125-psi, rising-stem gate valve. 


Circle No. 37 on reply card. 


those of firm’s screwed-end, 
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Mobile Dishwasher 


It mobile 1960 
has been announced by Kelvinator, 
Detroit. A 
control panel sets the washing cy- 
handle on the 
A 775-w 


keeps water hot during the entire 


dishwasher for 
single dial on its rear 
( le, and a model's 


; ’ 
front starts it. neater 


washing and rinsing cycles and, 


with an impeller, provides circu- 
lating hot air during drying 
Circle No. 38 on reply card. 


Phosphate Feeder 

A phosphate feeder unit with a 
5-lb crystal capacity has been an- 
nounced by Clayton Mark & Co., 
Ill. The features a 
dual-purpose turn valve control. A 
turn of the lever-type handle shuts 
off water line pressure into the 
feeder and at the same time per- 
mits water to bypass it. It is also 
equipped with a brass strainer. 

Circle No. 39 on reply card. 


Evanston, unit 


Hobart Introduces a Portable Pipe Thawing Unit 

A transformer type pipe thawing 
unit has been introduced by Ho- 
bart Bros. Co., Troy, O. 


® The thawer operates on current 
of 110 or 220 v, single phase, 50 or 
60 cycles, AC. The unit, which can 
be carried by one man, has an out- 
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put rating of 300 amps, 10 v on 100 
percent duty cycle. To increase op- 
eration safety, the unit has been 
designed so that it has no electri- 
cal connections between the power 
line and output terminals. It has 
been named the Porta-Thaw. 
Circle No. 41 on reply card. 


Upfiow Furnace Line 

A line of three gas-fired upflow 
furnaces having 80,000, 100,000 and 
120,000-Btu capacities has been an- 
nounced by the Toridheet Division 
of Cleveland Steel Products Corp., 
Cleveland. The pre-packaged units 
feature stainless steel ribbon-type 
burners offering a large port area. 
Also featured is a new type of non- 
clogging primary air adjustment. 

Circle No. 40 on reply card. 


Lavatory and Trim 

Its Crown vitreous china lava- 
tory is now available with the 
firm’s Embassy Dial-ese S trim ac- 
cording to an announcement by 
Crane Co., Chicago. Supply fitting 
punching is on the lavatory itself 
eliminating the need for drilling 
countertops. The 18-in. diameter 
unit comes in white and colors. 

Circle No. 42 on reply card. 
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bring you details on 





Industrial Sump Pump 
A heavy-duty 
sump pump for 230-v operation 
with 3-amp maximum operating 
current has been developed by the 
Kenco Pump Division of American 
Crucible Products Co., Lorain, O. 
The 3-phase, 60-cycle unit of bronze 
construction delivers a capacity of 
5,000 gph at a 10-ft head. It comes 
as automatic or non-automatic. 
Circle No. 43 on reply card. 


l4-hp industrial 


Fiber Pipe Accessories 

A series of fiber pipe accessories 
has been announced by Line Ma- 
terial Industries, Milwaukee, Wis. 
Among the items are adapters for 
joining 3 or 4-in. fiber pipe to 4-in. 
asbestos cement pipe and for join- 
ing 4-in. fiber pipe to 314-in. brass 
cleanout plugs. Also included are 
fiber caps and plugs. 

Circle No. 45 on reply card. 
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Schramm Adds Improved 600-Cfm Air Compressor 


An improved 600-cfm air com- 
pressor for air drilling and pipe- 
line testing has been developed by 
Schramm Inc., West Chester, Pa. 
The portable unit is driven by the 
firm’s Diesel engine which main- 
tains the 600-cfm delivery at 100 
psi “even under continuous oper- 
ation at altitudes as high as 10,000 


ft.’ Operating speed is 1,200 rpm. 
A single liquid cooling system cir- 
culates through the entire unit. As 
the engine and compressor are con- 
nected by a hand-operated clutch, 
this system allows both to be 
brought up to operating tempera- 
ture before placed under load. 
Circle No. 44 on reply card. 


Mutual Announces Circular Torch for Sweating Pipe 


A circular torch using LP gas for 
sweating copper pipe has been de- 
signed by Mutual Liquid Gas & 
Equipment Co., Gardena, Calif. It 
features a lever action that in- 
stantly surrounds pipe with heat. 
In operation, a press of the thumb 
on the lever opens the torch. As 


soon as it is in place, the lever is 
released and the pipe is encircled 
with heat. Guides provide even 
distribution of flame around the 
circumference of pipe. Three sizes, 
to handle pipe sizes to and includ- 
ing 6-in., are available. 
Circle No. 46 on reply card. 
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New Outdoor Condensing Unit Presented by Janitrol 


An outdoor condensing unlit (ser- 


les 52) for immer air conditionir 
added to its line by 

Janitrol Heating & 
ing Division of Midland-Ross C 
Columbus, O. It fe: 


y in a rectangular cab- 


has been 


Air Conditior 


ature large colls 


et diagonal 


’ 
inet out of which exhaust air flow 
upward. The 


whi n 


+ 


unit, is made to 


Hydronic Baseboard 

A baseboard unit for hydronic 
heating has been developed by Ra- 
diant-Ray Radiation Inc., Newing- 
ton, Conn. Having an 8-in. height, 
it comes in 3, 4, 5, 6 and 8-ft lengths 
and with a line of snap-on acces- 
sories and A dampe1 
with control knob is optional 

Circle No. 49 on reply card. 


trim pieces 


tion in outdoor temperatures 


46 


to IZor comes 1n Capacities 


n i from 
200 to 110,220 Btu/hr. Compon- 
are acces ible trom the 


front, 


ront panels can be removed 


1iout motor snutol 


The cabinet 
treated with weathe: proof,sound- 
] } 1 
deadening material 


Circle No. 47 on reply card. 


Cast Aluminum Urinal 
A urinal made of cast aluminum 
isavailable from Aluminum Plumb- 
Fixture Corp., 
Calif. The can be 
installed at variable heights from 


Burlingame, 
wall-hung unit 


the Noor 


to be 


The unit, which is made 
crackproof white 
or in a choice of pastel colors 


Circle No. 50 on reply card. 


comes In 


Bathroom Vanity 

A competitively priced vanity has 
Standard Steel 
Chicago. It 


201% ins 


I 


been announced by 
Cabinet Co.., 


24 Ins 


measures 
wide, deep and is 
height. Some features 


a white enameled steel bowl 


rimmea 


in stainless steel, chip and 
lamination 


stain-resistant vanity 
top and a washable textured finish 
on the base 


Circle No. 48 on reply card. 


Sidesaddle Well Seal 


A well seal intended for below- 
ground sidesaddle entry into a well 
casing has been developed by J. G 
Fischer Inc., East Aurora, N.Y. 
Made of brass and copper with a 
neoprene gasket, it is applicable to 
4 to tile 
iron or plastic pipe. 

Circle No. 51 on reply card. 


12-in. metal or casing, 
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aids? Use the handy reply card to get them free from DE 





Gas-Fired Boiler 

A packaged gas-fired boiler en- 
closed in an appliance-styled jack- 
et has been announced by the Home 
Products Division of Rheem Manu- 
facturing Co., Chicago. Controls 
and accessories are located inside; 
the pump is rear-mounted. Height 
is 39 ins.; width is 15!2 ins. and the 
depth varies from 29 to 36 ins., de- 
pending on the Btu output. 

Circle No. 52 on reply card. 


Soldering Flux 

A free-flowing soldering flux for 
use with all types of stainless steel 
and non-corrosive alloys is avail- 
able from American Solder & Flux 
Co., Philadelphia. Its active fluxing 
characteristics remove oxides and 
prohibit reoxidation of both base 
metal and solder. 

Circle No. 53 on reply card. 


DomeEstTIc ENGINEERING, Fespruary 1960 





legal Decisions 
of Interest 


9 
and Heating 
Contractors 


Avoid legal pitfalls! Free booklet shows how 


IT’S THE LAW 


r) i} 








are reported in this 


Free to De subscribers . 





Legal decisions involving plumbing and heating contractors 
easy-to-read 
booklet. By reviewing it you can avoid costly legal problems. 


Circle “It’s The Law Booklet” on reply card. 
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Porter Offers Electric Hammers, 195 Accessories 


Three electric hammers have 
been added to its line by Porter- 
Cable Machine Co., Syracuse, N.Y. 
Self-contained that run on 
110-v current, the hammers are de- 


units 


signed principally for concrete and 


brick work. Drilling range among 


the three models is from “16 to 3 
striking from 1,300 to 1,800 
blows per min.; weights range from 
15 to 23 Ibs. The 3-conductor cord 
units have 195 accessories, of which 


ins., 


eight are standard equipment. 
Circle No. 54 on reply card. 
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Scan the following page of DE's trade 





Modine Announces Redesigned Duct Furnace Line 


A redesigned line of gas-fired 
duct furnaces with special features 
for air conditioning applications has 
been announced by Modine Manu- 
facturing Co., Racine, Wis. Incor- 
porated are bypass baffles, stain- 
less steel burners, low-voltage con- 
trols, aluminized steel casings, 
built-in draft diverters, 100 percent 


Product Developed to Remove 
Iron from Water Softeners 

A product designed to free the 
mineral bed of a water softener 
from iron and foreign matter has 
been developed by Fort Wayne 
Water Treatment, Fort Wayne, Ind. 
The non-toxic material, called Iron- 
Out, is added to the brine tank. 

Circle No. 57 on reply card. 


Year-Round Liquid Level 
Control is Available 

A liquid level control for year- 
round use with outdoor water stor- 
age tanks has been introduced by 
Magnetrol Inc., Chicago. The de- 
vice is engineered to assure proper 
switch actuations to pump control 
or alarm circuits even if ice forms 
in a tank. The packaged unit is 
installed in a tank by bracket 
mounting, and its switch housing 
is submersible. The mercury switch 
assembly is protected from cold 


174 


automatic shutoff .and self-cleaning 
burner ports. An unlimited number 
of the units can be mounted side 
by side in any one of three height 
groupings to meet any Btu require- 
ment. Heat exchanger tubes are in- 
dividually and directly fired. The 
largest model weighs 235 lbs. 
Circle No. 55 on reply card. 


weather through vaporproof con- 
struction and a resistance heater 
that warms the housing interior 
when water temperature reaches 
35F in a tube around displacers. 
Circle No. 58 on reply card. 


Cleaner, Deodorizer Now 
Come in Large Containers 

A large-size container has been 
introduced for two of its aerosol- 
packaged products by Stewart-Hall 
Chemical Corp., Mount Vernon, 
N.Y. At no increase in cost, the 
new cans of Sootspray, a soot re- 
mover, and Odorgon, a fuel oil 
deodorizer, supply, respectively, 
33144 and 100 percent more spray 
than did their former-size contain- 
Approximately 20 average- 
size installations can be cleaned by 
Sootspray, and 800 sq ft can be 
deodorized by Odorgon. Both of 
these products are non-flammable. 

Circle No. 59 on reply card. 


ers. 








Cast Iron Boiler 

A gas-fired cast iron boiler for 
steam or water installations has 
been announced by Thatcher Fur- 
nace Co., Garwood, N.J. It is avail- 
able in either a deluxe or flush 
type casing, both finished in gold 
and blue. The boiler, for installa- 
tion on combustible flooring, comes 
either as a packaged unit or in fac- 
tory-assembled sections. 

Circle No. 56 on reply card. 


Portable Heater Has a 
75,000-Btu Output Capacity 

A portable heater of 75,000-Btu 
output and fired with kerosene or 
No. 1 fuel oil is available from 
Wood Enterprises Inc., Dayton, O. 
The unit features variable temper- 
ature control and an automatic 
heat sensitizing mechanism inter- 
related with controlled fuel sup- 
ply and fan operation for automatic 
burning. Its single-phase motor is 
115-v, 6-cycle. 

Circle No. 60 on reply card. 


New Tape Seals, Lubricates 
Threaded, Coupled Joints 

A plastic tape designed to seal 
and permanently lubricate thread- 
ed and coupled pipe joints has been 
announced by the Irvington Divi- 
sion of Minnesota Mining & Manu- 
facturing Co., St. Paul, Minn. The 
Scotchrap tape is chemically inert. 

Circle No. 61 on reply card. 
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literature 


listing for 





Shallow-Well Water Systems 

Two models with capacities to 
300 and 400 gph have been added to 
its line of shallow-well recipro- 
cating water systems by Barnes 
Manufacturing Co., Mansfield, O. 
The units, having cast iron housings, 
are activated by %4 and '-hp cap- 
acitor type motors. A switch with 
cleanout orifice is included for con- 
tinuous automatic operation. 

Circle No. 62 on reply card. 


Double-Ended Box Wrenches 

A kit of five double-ended deep- 
set box wrenches (10 sizes in all) 
for work in hard-to-reach-places 
is available from Talon Tools, North 
Arlington, N.J. The tools are made 
of seamless steel, cadmium-plated, 
and come assembled with a handle 
and carrying chain. 

Circle No. 64 on reply card. 
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Halstead & Mitchell Announces Air Handler Line 


A line of air handlers for cen- 
tralized conditioning service is 
available from Halstead & Mitchell, 
Pittsburgh. Offered are 16 models 
with capacities ranging from 880 
to 47,500 cfm. Coil face velocities 
extend from 400 to 700 fpm. The 
units can be used with direct ex- 
pansion coils (3 to 120-ton capacity 

















range), chilled water or hot water 
coils or steam coils. Face areas 
range from 2 to 68 sq ft. Discharge 
direction can be horizontal or verti- 
cal, and either high or low-velocity 
filters can be selected. Fins come 
in aluminum or copper and feature 
the firm’s Turbo-Flo design. 


Circle No. 63 on reply card. 


Indoor Hose Handler Devised by Flinchbaugh Murray 


A device that stores, distributes 
and turns on garden hose has been 
designed by Flinchbaugh Murray 
Corp., York, Pa. An 8 by 16-in. 
aluminum compartment set into a 
house wall gives access to the hose 
nozzle, valve and handle that re- 


tracts the hose which is stored on 
an indoor reel. If the unit is located 
in a basement, a 6 by 8-in. trap 
door is installed immediately above 
it, so that the hose can be drawn 
through for fire fighting. 

Circle No. 65 on reply card. 








FLEXIBLE WATER SUPPLIES for lava- 
tories, water closets and sinks are 
listed in a catalog from Brass-Craft 
Manufacturing Co., Detroit. 

Circle No. 68 on reply card. 


METHODS FOR WELDING ferrous 
materials for nuclear power piping 
operations are covered in a report 
from the American Welding Socie- 
ty, New York City. 

Circle No. $9 on reply card. 


COPPER TUBE AND PIPE and plumb- 
ing brass goods are subjects of a 
catalog from Bridgeport Brass Co., 
Bridgeport, Conn. 

Circle No. 70 on reply card. 


ITS PLUMBING FIXTURES illus- 
trated in a condensed catalog from 


are 


The Eljer Division of The Murray 
Corp. of America, Pittsburgh. 
Circle No. 71 on reply card. 


KITCHEN IDEAS FOR 1960 is the title 
of a publication from Better Homes 
& Gardens, Meredith 
Co., Des Moines, Ia. 
Circle No. 72 on reply card. 


Publishing 


ASBESTOS AND INSULATING materi- 
als are described in its Buying & 
Selling Guide available from Grant 
Wilson Inc., Chicago. 

Circle No. 73 on reply card. 


BUILDING TRADE PUMPS are catalog- 
ed in a bulletin from the Peerless 
Pump Division of Food Machinery 
& Chemical Corp., Los Angeles. 
Circle No. 74 on reply card 





Zonvalve Is Described in Heat-Timer Brochure 


A full-color brochure describing 
Zonvalve, motorized and thermos- 
tatically controlled zone heating 
valve, is available from Heat-Timer 
Corp., New York City. Applications 
to homes, apartment houses, hotels 
and motels are pictured in this 
piece of literature. Operating fea- 
tures are explained in text and car- 
toons. Cutaway photos demonstrate 
the mechanics of the valve. Also 
included are layouts, a wiring dia- 
gram, technical data and descrip- 
tions of the zone system’s thermo- 
stat and transformers. 

Circle No. 67 on reply card. 
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CAST IRON BOILERS for industrial 
applications are the subject of a 
catalog from Peerless Heater Co., 
Boyertown, Pa. 

Circle No. 75 on reply card. 


STAINLESS STEEL SINKS, 49 models, 

are detailed in a catalog from 

Jensen-Thorsen Corp., Addison, Ill. 
Circle No. 76 on reply card. 


EARTH MOVING EQUIPMENT is de- 
scribed in a series of catalogs from 
the Construction Machinery Divi- 
sion of Allis-Chalmers Co., Mil- 
waukee, Wis. 

Circle No. 77 on reply card. 


THERMAL INSULATION product in- 
formation is given in a catalog 
from Johns-Manville Sales Corp., 
New York City. 

Circle No. 78 on reply card. 


HUMIDIFICATION IN THE HOME is 
the subject of an illustrated book- 
let from Armstrong Machine Works, 
Three Rivers, Mich. 


Circle No. 79 on reply card. 


ITS W-10 TERRALOAD'Rs 

scribed in a_ booklet 

Case Co., Racine, Wis. 
Circle No. 80 on reply card. 


are de- 
from J. I. 


ITS BASEBOARD CONVECTORS are 
presented in a catalog from Young 
Radiator Co., Racine, Wis. 

Circle No. 81 on reply card. 


A HIGH-VELOCITY VALVE attenuator 
is described and illustrated in a 
bulletin from Connor Engineering 
Corp., Danbury, Conn. 

Circle No. 82 on reply card. 


COATING FOR VITREOUS CHINA fix- 
ture protection is described in a 
brochure from Spraylat Corp., New 
York City. 

Circle No. 83 on reply card. 


JOBSITE TOOLS for builders and 
contractors are illustrated in a 
leaflet from Price-Rutzebeck, Hay- 
ward, Calif. 

Circle No. 84 on reply card. 


DRAINAGE FITTINGS, solder joint 
type, are covered in a wall chart 
and reference guide from Grabler 
Manufacturing Co., Cleveland. 
Circle No. 85 on reply card. 


MOTOR CONTROL EQUIPMENT is list- 
ed in a 72-page catalog from Furnas 
Electric Co., Batavia, III. 

Circle No. 86 on reply card. 
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News 





(Continued from page 156) 


riod.” The trap had been installed 
in an all-purpose laboratory bench 
Some of the conditions of the 
ervice required the trap to be sub- 
jected to acids, solvents and bases 
employed in routine chemical an- 
alysis, including acetic, hydrochlor 
ic, nitric and sulphuric acids 
At one time, Plank said, the 
liquid seal of the trap was com- 
posed of undiluted acetic acid and 
left overnight with no damage o1 
leakage resulting 
Plank pointed out that the uss 
of UPVC piping in institutional and 
industrial chemical laboratories 
would solve many of the problems 
associated with corrosive waste 
drainage. Tube Turns is a manu- 
facturer of injection-molded UPVC 
fittings and flanges 
Waste King Announces New 
Product Name, Sales Setup 
Los ANGELES 
A new product 
name for appli- 
ances made by the 
Waste King Corp 
here and its Chi- 
cago-based sub- 
sidiary, Cribben & 


© + . 
Sexton Co., was 


A. L. Haggard 
announced last 
month. The new name will b 
Waste King Universal 
At the same time, both firms an- 
nounced their cooperation In a 
joint marketing activity with a 
new sales organization 
A. L. Haggard, vice president of 
marketing for Waste King, will 


head the new sales group. He will 


E. Weingarden R. J. Shepherd 


be assisted by Elm Weingarden and 
Ronald Shepherd, Waste King’s 
sales manager and C & S's vice 
president of sales, respectively. 
Bertram Given, president of 
Waste King, explained that all res- 


(Please turn to page 182) 





WATER HEATERS IN ALL SIZES AND SHAPES... 
GAS OR ELECTRIC . . . GLASS-LINED OR GALVANIZED 


Whatever your water heater installations — from an economy 
model to a super deluxe job — you can count on BRADFORD 
for the exact size and model you need. And, as always, 
BRADFORD offers the most complete line of competitively 


priced gas and electric water heaters to be found anywhere! 


Sold Exclusively Through The Plumbing Trade 
Ask Your Wholesaler For Complete Information 


ennsylvania - Bradford 


APPLIANCE CORPORATION 


Formerly Pennsylvania Range Boiler Co., Ine. 


24TH & ELLSWORTH * PHILADELPHIA 46, PA. 
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(Continued Jrom page 181) 
idential and commercial appliances 


henceforth made by the two firms 


SYMBOL OF QUALITY (2220s 


sales organization 
ine of Waste King Uni- 


in vel a a od icts will be in distribu- 


June, Given said 


Indicating and Recording tien eee 


1ooa waste dis- 
incinerators and othe 


Vacuum and ee 


+ 


household ranges 


di aters, commercial cooking 
Pressure Gauges mires 


washers 


Successful Sales Meetings 
Point Up Value of Survey 


Cuicaco—A manufacturers 


branch manager here has learned 


hat successful sales meetings he 


ecently bear out the value of 
vholesalet survey conducted re- 
by the Central Supply Assn 


> 


i. L. Standaert, branch 
f the National-U.S. Ra- 
Johnstown, Pa 

vs these meetings 
nain points brought 
vey, which Was made 
wholesaler likes and 


anufacturer meetings 


xample of what he con- 
lificant, Standaert refers 
‘complaint by whole- 


meetings are not 


“We go over the entire 


program 

ith the wholesaler who is host 

the meeting. We let him know 

what subjects we intend to 

and how A will present 

them If there are any points he 

Pr wants to include or omit, we do so.” 

In the field of indicating and recording instruments for temperature, pressure and —ee example of haw tha aed: 
humidity, the name Weksler is internationally known for engineering and product sa ae 

excellence. es 


a received, Standaert refers 


1 


to one sponsored by the Chase Sup- 
Weksler has achieved notable ‘‘firsts’’ in pressure gauges industrial thermome ale Co, of Chicauo: It’ wax aan 
ters, dial thermometers, recordir thermometers, recording hygrometers, bi-metal “te 


by 160 contractors 
thermometers, laboratory thermometers and 


‘nema “They not only displayed a great 
Write for the helpful Weksler Specification Bulletin covering a complete line of deal of interest during the actual 
Weksler instruments for specific applications program, but many gathered 
around the displays during the in- 

“ORIGINATORS OF WORLD RENOWNED ADJUST-ANGLE THERMOMETERS” mission to examine them and 


questions. At the end of the 


ee lar program several s ayed til 
WEKSLER INSTRUMENTS CORP. late 7 sel oe th ask piety paler 
195 EAST MERRICK ROAD, FREEPORT, L. tions, he said 


Standaert feels the primary ben- 
Indicating and Recording Instruments for Temperature, Pressure and Humidity 


efit his organization gains from the 
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meetings lies in the fact that they 
are able to reach so many contrac- 
tors in such a short time with in- 


formation on the firm’s products 


Giant Xmas Card Given 
to A. Y. McDonald Executive 


DusuaugE, Ia.—A novel Christmas 
card that contained photos of 18 
A. Y. McDonald Manufacturing Co 
branch managers was presented to 
John McDonald Jr., president 

The card, representing manage- 
ment of the company’s 21 branches, 
was presented to McDonald by F 
J. Hagy Jr., merchandising man- 
ager. The company is a leading 


producer and wholesaler of wate! 


pumps, brass goods, oil equipment GIANT CHRISTMAS GREETING: John McDonald Jr. (right), president of the 

rain A. Y. McDonald Manufacturing Co., received this over-size holiday saluta 

tion from the firm’s branch managers. F. J. Hagy, Jr., merchandising man 

Plumbing Brass Group ager, made the presentation at the company’s headquarters in Dubuque, la 
Elects New Officers 


New York CIty Election of new brass manutacturers are Roge second vice president, president of 


officers and the introduction of two Milroy, president, sales manager of Repeal Brass Manufacturing Co., 

new member-companies high- Lee Bros. Foundry Co., Anniston, Los Angeles; Norman Lougee, 

lighted the recent annual meeting Ala.; Martin Peterman, first vice treasurer, assistant secretary of the 
Plumbing Brass Institute president, vice president and gen- Chicago Faucet Co., Chicago. 

1ew officers of the 37- eral manager of Milwaukee Faucets The two new member-companies 


association of plumbing Inc Milwaukee; Ford Cowing, (Please turn to page 184) 


Low Return Coudeusate Pumps 


Capacities 500 to 15,000 sq. ft. E.D.R. 


»&& weil TVC PUMP 


LOW RETURN CONNECTION 
LOW SPEED, LONG LIFE 
CAST IRON RECEIVER 
10 cso at Sl Un LOW WATER LINE veer tg 


15 Gal. Receiver for Single or Duplex Units 
Diameter 21” Diameter 2519" 
Hgt. of Return above floor 67%” FLOAT SWITCH CONTROL Hat. of Return above a 7X6" 


Max. Sq. Ft | Disch. Press | GPM Capacity of Return Pump 
it . Sq. Ft. - | i u 
Uni Direct | In Lbs. er Pump in Motor | Inlet in Discharge 
Radiation At Pump éciance G | ma Inches hs Inches 


T TVvc-19 | 150 | 20 38 ae 
| TVC-29 | 000 | 

| TVC-35 | 

| tvc.4i | 

TVC-47 | 
| TVC-52 |_ 
Y TVC-54 | 
“IVC-55 | 
T TVC-56 | 
~1VC-57 | 





Diameter and Height of . ' 

Capacity of Return to Intermediate Sizes 
Receiver Centerline Based Upon Discharge 
1A i rte Pressure Required 
=10Gol._| _ 67 —__ Are Available. 
-10 Gal. y 


10 Gol. ga 
10 Gal 
-10 Gal 
15 Gal 
1-15 Gal. _ = 
-26Gol. | 1042" See Catalog . aoe 
weet’S anc 
Ets. 26 6et 4 = ee ey calier 
25'2''-26 Gol._| *___. ing Catalog 
2512''-26 Gal "4 Sisechary 


Number 


$$ $$$ 


RO} RO] RO] PRO 


| ae | se | | ee ee 


See Bulletin 
TVC-300 for 
Full Specifications 
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weil pump COMPANY e 1512 N. Fremont St. ¢ Chicago 22, Illinois 
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News 





Continued from page 183) 


e Connecticut Stamping & Bending Co., New 


Biitein. Conn., and Zephyr Metal Products Co. 
AERMOTOR phy 


North Hollywood, Calif. The Connecticut firm 


CSS 


Fn aN 


| 


ill be represented by its sales manager, James 


Pe. 


Walsh. Zephyr will be represented by its secre- 


ae 


Sheldon Bereny 


—" — Contractors to Get Training in 
Commercial Gas Water Heaters 
Cuicaco—Contractors from coast to coast can 
t training in commercial gas water heaters if 
they avail themselves of the one-day extension 
school program conducted by the Ruud Institute 
of Commercial Gas Water Heater Engineering 
The program has already begun with its first 
eight-hour session in Chicago. In attendance 
were 140 plumbing contractors specializing in 
the commercial and industrial fields, architects, 
pecifying engineers and utility personnel. Fred 
Peters, Ruud national commercial sales man- 
ier, and H. B. Kivlan, national service man- 
er, were the chool’s instructors 
Co-sponsors with Ruud Manufacturing Co., 
Kalamazoo, Mich., were the Columbia Pipe and 
Supply Co. and the Peoples Gas Light and Coke 
Co. of Chicage 


ne vagy a oer Pees Those desiring additional information about 
; the program should write to Fred Peters at 
Ruud, 2025 Factory St., Kalamazoo, Mich 
Operattor fully auto 
matic. Bronze motor case Controls Co. Stock Will Be 
“floats” to regulate seal Traded on ‘Big Board’ Now 
ed-in witch, Performs ScHILLER Park, ILI Common stock of Con- 
trols Co. of America has been admitted to 
pletely submerged. Im 


trading on the “big board” of the New York 
proved pump down at- 


perfect Vy even when com 


Stock Exchange, according to an announcement 
by Louis Putze, president. The stock will con- 


tinue to be traded on the Midwest Exchange 


tachment cleanly remove 
water to less than one 


| } 
1 y tron } } 1 a . 
inch from sump floor. The company, manufacturer of automatic 
Desi corrosion-re controls for the heating, air conditioniag and 
sistant Will fit inside appliance industries, currently has 1,122,890 
1 ) 


inch tile hares of stock outstanding 


Price competitive a 
they come. Why not stock 


up now 


Hoover Bathroom Accessories 
Moves Chicago Sales Office 


FOWLERVILLE, Micu.—Hoover Bathroom Ac- 
cessories has moved its Chicago sales office into 
BRANCHES the Hoover Ball & Bearing Co. building located 
oe : ce at 8581 S. Chicago Ave., Chicago 17. The Hoover 
DES MOINES KANSAS CITY building was completed late in 1959. 
CORDELE, GA MINNEAPOLIS R. C. Maschek is Hoover's Chicago field rep- 
resentative for Illinois and southern Wisconsin 
AERMOTOR COMPANY 
2500 W. Roosevelt Road, Dept. DE-2 Value of Swimming Pools to Be 
hicago 8, Mlinois Highlighted by Research, P-R Programs 
New York City—The National Swimming 
001 Institute has launched a joint research and 
development program with the National Sani- 
tation Foundation to conduct continuous tests of 


manufactured products used in the nation’s 
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swimming pool industry, it was announced by 
Edward Wagner, president 

It is expected, Wagner said, that the progran 
will lead ultimately to joint certification of pool 
cquipment, as part of the industry’s continuous 
efforts to assure high quality standards to the 
pool-buying public. Wagner pointed out that 
NSF performs testing services in its field equiv- 
alent to those of the Underwriters Laboratorie: 
in the electrical products field. 

Directors of the NSPI, meeting here at th 
close of the industry’s National Swimming Pool 
Exposition, largest ever held, also approved 
national public relations program. The progran 
is designed to create better understanding and 


appreciation of the role of swimming pools 


Kensico Gets Big Response from Ad 
Campaign on Small Diameter Tubing 
Mr. Kisco, N. Y.—While world headlines have 


carried the news of outer space, a manufacture! me 
Doc, meet Ben Smidders, West Side Plumbing 


here has gained worldwide attention with : : 
| brought him in for consultation 


small but steady campaign on inner space. 

The firm is the Kensico Tube Co., manufac- 
turer of copper tubing, including a _ specialt; 
line of small-diameter tubing used mainly fo has offered engineering data and photomicro- 
instrumentation and controls. An advertising graphs to show wall structure composition 
campaign has featured the “Inner-space smooth As a result of the campaign, prepared and 
ness” of the special tubing (as small as 0.036 of placed by Adams & Keyes, Inc., the tubing com- 


h inside diameter). Each advertisement Plea n to page 186) 


eee eee ee eeeeeeeeeeeeeeeeeeee 


@> (PF 
COVER PLATES 


SURE-GRIP’’ FLANGES 
eee ee ee 


eeeeeeeeeeeeeee 


7% 


Frey | 
wart Fy 
as 
STRAINERS & GRIDS 


eeeeeeeeeeeeeee 


wa 
OVERFLOW PLATES 


Oo ee, 
Ss 
eS - 
DECK COVERS SOAP TRAYS 


eee eee eee eee eeee FHP eee 


eeeeeeereeeeeeeeeereeeeeeereee reese 
eoeceee eee eeeeeeeeeeeeeeeeeeeeeed 


1000 SCRUBBINGS A YEAR? 
Don’t Worry...it’s Metallon stainless steel trim! 


The most important part of your sale is what happens after the sale is made — 
and your customer scrubs her fixture trim an average of 1000 times a year! 
7 + 


That’s why more and more fixture manufacturers are changing to *DeReS® Detergent 

Resistant Stainless steel Trim. *DeReS steel Trim and today’s powerful detergents ME TALLON 

will live beautifully together in their new home through years and years of con- 

tant Sebi STAMPING PLANT 
*DeReS steel Trim offers your customers the same beauty, strength and durability 

they have learned to expect of stainless steel. It offers you the pre-sold perform- 

ance acceptance of stainless as a sales advantage. 

Manufacturers: Metallon manufactures to your specifications. Send us your print, 


or write for our catalog of *D*R*S steel deck covers, soap trays, overflow plates, STAINLESS ano STRIP DIVISION 
strainers and grids, cover plates and “Sure-Grip” flanges Jones & Laughlin Steel Corporation 
*Detergent Resi: tant Stainless Steel CANFIELD 1, OHIO 
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SELL THE es M AT F S 
MONEY-MAKING 

THE BOILERS MORE PEOPLE BUY 

Because People Want : 





More For Their Money - Aa 





& 


U.S. FIRE-BALL OIL 
ECONOMY BOILER 


U.S. FIRE BALL 
GAS-FIRED BOILER 


—~ al 





TODAY IT PAYS TO GO 
U.S. ALL THE WAY! 


Youll find th € 


* < 


Sy % 4 
* * 
Me. UNITED STATES 
ME 
PLUMBING FIXTURE 


HEATING AND COOLING CORP. 
1130 CITY PARK AVE., COLUMBUS, OHIO 








ed fr } age 185 
ed engineering requests from 
laces as Cape Canaveral, China, 
Egypt, South Africa and 
600 replies have come from 

countries 

interesting in that the 
iced only in domestic trade 
pany also calls attention in 
ater tube and tub- 
lines, heat exchangers, au- 


lal appli ations 


Blue Seal Chemical Co. Appoints 
"Goldie" Goldberg As Texas Rep 
RoseLLteE Park, N.J.—Meyer “Goldie” Gold- 
has been named Texas representative for 
Blue Seal Chemical Co., president S. G 
Wetzler ann 
Goldberg ha n with Blue Seal for a quar- 
iid Wetzler, and at one time 
red the entire United States 
He is replacing Ed 
nore time to the 
seal has been manu- 


industry for the 


Oil Heat Institute Offers "Package Tours" 
To Convention and Show in April 

New York Ciry—A series of “package tours’ 
to the annual convention of the Oil Heat Insti- 
tute of America and the National Oil Heat & Ain 

Exposition, being held here April 
been arranged 

The convention is being held in the Park- 
Sheraton Hotel and the exposition will take 
place in the New York Coliseum. The tours will 
origin from various areas in the United 
States, and more than a dozen have already 
been definitely scheduled 

The package price for each tour will include 
transportation, a room at the nearby Barbizon- 
Plaza Hotel for three nights, convention regis- 
tration, tickets to all meetings, and a ticket to 
the annual luncheon be held in the Park- 
Sheraton ballroom 

Further information is available from the OHI 
at 500 Fifth Ave., New York City 36 


Trane to Build $1 Million Plant 
at Salt Lake City ‘Very Soon" 

LA Crosse, Wis.—Construction will start 
‘very soon” on a million dollar Trane Co. plant 
at Salt Lake City, Utah, president D. C. Minard 
has announced. It is « xX per ted to be in operation 
vithin a yea 

“Trane anticipates a larger sales volume by 
yoviding better service for the fast-growing 
markets in western states,” Minard said 

The plant will cover about 60,000 square feet 


ind will have varehouse facilities It will be 
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basically a sheet metal operation. “We expect P : remember 


to build commercial air conditioners, heating 


inits, fans and ventilating equipment, and heat 


transfer coils,’ Minard said. “We also expect a 

to do partial fabrication and final assembly of 4 

refrigeration compressors for big building ai: 

conditioning.” 2 


Trane has plants here and in Scranton, Pa 


% 


Clarksville, Tenn.; and Toronto, Canada 


Case Offers Cartoons 
on Tractor Maintenance 


Racing, Wis.—A series of cartoons emphasi 
ing the importance of preventive maintenance 
for tractors is being offered free by J. 1. Case 
Co. to owners and operators of construction 
equipment 

Printed in four colors on heavy paper, the 11 
by 13-inch cartoon-posters contain no advertis- 
ing and can be tacked on field shacks, shop walls 
and bulletin boards. The cartoons show charac- 
ters in job situations and are keyed to seasonal 
problems. Copies of the cartoon-posters may be 
obtained from J. I. Case, Industrial Advertising 
Department, Racine, Wis 

Before you write another 

North Jersey Wholesalers’ Assn. Plays plumbing hardware order, 
Santa Claus; Donates $14,000 to Charity 

Paramus, N.J.—An amount in excess of $14,- REMEMBER ala 


000 has been donated to eight different charities Sex INDEX offers you a complete, one-stop 
l 


here by the North Jersey Credit & Trade Club line of chrome-plated zinc trim — for 


nc., an organization Of leaading p-n wnolesaiers IS, for ava ories, for sin cS, ‘or water 
I t f lead p-h wholesal tubs, for lavatories, f ks, f t 


The donation is an annual event of the asso- closets. 
ciation’s Christmas dinner. The practice began 
four years ago when association members de- 
cided that money raised at the dinner previously 
allotted for Christmas gifts to customers should INDEX has a raft of breath-taking new 
he given to worthy charities imatead ’ : styles, new designs in every one of its 

Joseph Hirschberg, honorary chairman, and fixture and fitting lines! 
William Palko, chairman of the Christmas Cha ~ 
ities Committee, made short speeches than} 
the group for its “tremendous response” 
surpassing last year’s total by 30 percent 

INDEX has not sacrificed one iota of 

1959 KitchenAid Sales Up 30 Percent; - he eeemesina + seed - ~_— Sag 
Growing Acceptance of Dishwashers Cited years of plumbing hardware manufac 
turing. (Key items in the INDEX line 


JOUISVILLE, Ky.—Sales of Kitchen/ om . . 
LovisviLte, K les of KitchenAid hom are now double-nickel plated, in fact.) 


dishwashers in 1959 reached “a new high with 
more than a 30 percent increase over 1958,” it 
was announced recently by Harold Martin ee ; ; 
; . , ~~ FOR FAST SAMPLES of the complete 
Dishwasher Division sales manager for tl pall ae d 
Hol M C H new INDEX line, just rip out this page 
‘ acturing 1 : 
ovart Manulacturing \o Sint ttributec and send it with your name and company 
increase to the “quality of KitchenAid dis letterhead to Mr. Harry Burbridge, Dept 
washers, new production facilities, planned pro- DE-2, at the address shown below, They’ll 
motions and improved territorial management be on your doorstep soon after. 


and distribution, as well as increasing home 


dishwasher acceptance.” cs ae remember 


-_ 
a A major addition to the Hobart Manufacturing 

Co.’s home dishwasher plant here was con- 

structed to provide needed warehouse and stor- * 


age space and to facilitate the increased assem- 


bly activity now in progress. Home dishwasher MIDDLEVILLE ENGINEERING & MANUFACTURING CO., INC. 


(Please turn to page 188) | Division of Jervis Corporation . Middleville, Michigan 
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\ COUPLINGS 


CHATTER 


\-1 ( 


Lovesick poreupine as she backed into a cac 


tus:. “Is that vou. dear?” 


\ I 


\ | ( 


“A-L” Pipe Couplings and Pipe Nipples are 
precision engineered to industry standards .. . 
thes are quality controlled. Ask your jobber for 
“A-LU Products; there are none better, 


Phe aged mourner slowly limped to the biet 
and for a long time stood there staring at the 
face of his departed friend. The funeral direc 


tor approached him. “Llow old) are vou, sir? 
hae aushed., 
Pin 98 years old.” the old man whispered 
“Holding him by the arm the funeral director 
ished llavdlh worth roms Dacvunne isnt iat 
\ 1 
\l \ ( | 
\ 
\ 
\ 


baat it, cheat + tothe sul te hee thatehs 


ehald ftimt preete seal at tinal 


Every Size and Type PIPE 
COUPLING From One Source 


WHEELING MACHINE 


PRODUCTS COMPANY 


WHEELING, WEST VIRGINIA 
FACTORY PHONE: CHapel 2-2000 
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( f ¢ fro page 187 


; 7 
( tic also supplemented by facilities in 
Greenville, O. with one plant there building 
nv ne and another b iilding motors 
Supporting the activities of its regional repre- 
entat listributors and deale) organizations 
KitchenAid national trade and consume 
ert I Martir ud 


PHCIB Appoints Three Chairmen 
te Head Important Committees 


CHICAGO The appointment ol chairmen to 
tnree 1 ortant committee of the Plumbing- 
Heatir ~Coolin Information Bureau has been 

nnounced by William Fitzpatrick, president 

Lee Marti ill head the executive commit- 


tee. Martin is president of NIBCO Ine., Elkhart 
Ind. and vice president of PHCIB 

John Dumser is chairman of the finance con 
( Vno 1s trea er of the bureau 


director of le for Wolverine Tube. a divi 


n « ( & He iti Allen Park, Mich 

on > ( takes on the esponsibilities 

lal ! Oo the membe hip committe 

Do ( esident of the Noland Co., New 

t Ne \ and i member of the board 
ect PHCI 


Stockholders Approve Merger Plan 
of Controls Co. and Electrosnap 


SCHILLER Park, I \ plan that will brin 
Cul e Contro Co, of America and Ele ( 
( ) is bee! ipprove i by both tirn 
I { ( herve ecently 
( ( Lo LZ 


Mueller Climatrol Creates New 
Distributor-Dealer Sales Force 


VIE WADI \ vive ereated) clateibute 
{ ‘ 
{ { | brown ! 
\| { ("| il 
VI | 
{ \ nsull 
{ nt t | ite { Wey 
| on nt } kot} and elated 
netiol 
e Named to top post n the new sales fores 
we Jack Beek nanaver of distributor sales. and 
Leo Winte nat er of dealer ale 
Bee] ll be responsible for all distributor 
ales through regional sales manage1 operating 


from. the Milwaukes plant Winter will head 
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a torce oO 


district sales representatives esidir 


WALDORF 

throughout the nation ASTORIA 

Appointed to new positions of regional man- 
agers of distributor sales were Reginald Drew. 
Melvin James and W. A. McLemore 
Rheem Increases Sales Staff— 
Assigns Three to New Posts 

RICHMOND, Va.—Three new men have beet NORTHWESTERN 
assigned to the sales staff of the Richmond UNIVERSITY 
Plumbing Fixtures Division of the Rheem Man 


ufacturing Co., it 
Robert Harris, 
Lee Alt has been assigned 


Philadelphia office 


Je rsey 


was announced here recently 
| ] 
DY general manager of sale 
to the company’s 


will sery New 


vice 
headquarte1 


will 


office 


and the 


area. George Braue1 
Atlanta, Ga 
Florida 
operating 
with 


at the division's and handl 
accounts 1n 
David Kapple, 


offic e, will 


nortnern 


from the Pittsburgh 


work accounts in that area 


Temco Holds Sales Meeting; Plans to 
Celebrate Its 2,000,000th Heating Unit 


NASHVILLE, TENN.—The annual sales meeting 
T I tl t] op f SHERATON 
{ met ne sing » theme M yr tl 
Oo ( ICO, Ei. ISIN? 1¢ 1eme¢ oO ( r CHAIN 
Money vas held here recently. Representatives 
rom all over the country attended the two 
session to view new product de velopr ent 
the merchandising program { 196! 
ose attendir heard the co al 
celebrati the sale ¢ I" ( »OOO COD 
t 1 be ture 
i 1 Oe 
‘ f ‘ ' , 
{ 
‘ 
ACA 





_ VY) | 
. L| 
\ 4, 
} 6 


Thi 


Symmeni 





may be your last hance t t 
advantage of our generous offer Dept. 44, 
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STANFORD 
UNIVERSITY 


Ss. S. 
CONSTITUTION 


CORNELL 
UNIVERSITY 


STATLER 
HOTELS 


me ALL AMERICA 
CHOOSES 


j SAFETYMIK4 












NON-SCALD 
SHOWER VALVE 





@ Automatically holds shower 
tomperat tant 


@ No sudden sealds or 


chills 


raradl of water pre 


ure 


Built to la 


one mor 


ta lifetime 
ny part 


only 


@ Self-clk 


cloyging’ 


aning action prevents 


saves wate) 


Send at once for 
Safetymix folder, 


ENGINEERING COMPANY 


445 C STREET, BOSTON 10, MASSACHUSETTS 
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CO ee 
SAVE 50% LABOR 


solder all copper joints 
without cleaning ... with 


! AMCO -FLUX i 





Y Y 
e cleans and fluxes in one ap- laborious cleaning of copper 
plic ation joints—n wire scraping, no 
@ saves time steel ol cleaning required 
@ saves labor—no mechanical AMCO C-FLUX is used di 
cleaning required rectly from the can. Flows 
@® assures perfect joining and freely into the smallest cavity 
bending or opening. After soldering, 


Approved by independent lab- merely wipe with a damy 
oratory tests, AMCO C-FLUX cloth Your finished job is 
has been specially developed past-professional”’, one of 
for application on copper wa- perfect joining and bonding 
ter pipes. Its unique charac- Write for Bulletin — 


teristics eliminate the need for see your dealer 


MG AMERICAN SOLDER & FLUX CO. Hmm 


3224 N. 19th Street Philadelphia 40, Penna 


Insto-gas <> 


Torches and Furnaces are Dependable 


STURDY FURNACES FOR 
MELTING LEAD AND COMPOUNDS 


t The nationally 


known screw-on 





~, 
Ae, 





furnace 
Originated by 
INSTO-GAS 


The companion 


furnace for ¥ 


bench or floor 





- : 
RUGGED TORCHES FOR SWEATING 


ALL SIZES COPPER PIPE AND FOR 
MELTING OUT SOIL PIPE JOINTS. 


—_— \ © Wout bleu La 
Out. 


© Economical 


4 
© Wide Flame 
ae» Range. 





ELIMINATE costly Acetylene and hazardous Gasoline 
USE INSTO-GAS 
THE QUALITY LINE FOR OVER TWENTY-FIVE YEARS 
SOLD THROUGH BETTER WHOLESALERS 


INSTO-GAS CORPORATION * DETROIT 7, MICHIGAN 
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How Industry Leaders Size Up 
the Business Outlook for 1960 


WHY ARE BUSINESS LEADERS calling the 
coming decade the “soaring 60's?” 

Last month DE presented the economic 
forecast of one of the nation’s best known 
analysts of the business scene, Peter B. B 
Andrews, who examined the housing, pop- 
ulation, “space age” and other factors that 
will make themselves felt in the next 10 
vears. We also presented the analyses of 
leaders in various segments of our industry 


These forecasts continue as follows: 


Hydronic Heating Gains Point 
to a Record Volume in ‘60 


By Franklin Greene, executive director, 
Better Heating-Cooling Council, 
New York City 

HypDRONIC SALES for the first nine months 
of 1959 have shown an increase of 15 percent 
over the same period in 1958. This year will 
be the biggest year ever for the hydronics 
industry, thanks to the council’s expanded 
promotion combined with the increasing 
funds raised by a growing number of local 
councils for use at the “grass-roots” level, 
which will result in the most effective pro- 


notion of hydronics to date 


Toilet Seat Makers Expect a 
Decline, Will Push Replacements 


By R. W. Hutton, secretary, 
Toilet Seat Manufacturers Assn.. 
Springfield Mass 


THERE APPEARS TO BE general agreement 
among the country’s leading economists that 
1960 will be the best ever, activitywise. 

Toilet seat manufacturers do not share 
this belief. Nearly all the producers, espe- 
cially the larger ones, anticipate a decline in 
sales for 1960. This is predicated on the gen- 
eral opinion that there will be a decline in 
the number of housing units started in the 
next 12 months. Both government and build- 
ing trade forecasts support this view. 

The problem of underconsumption that 
has plagued our industry for the last few 
years will be even more accentuated in 
1960. The development of an effective toilet 
seat replacement program could more than 
offset the decline in new installations. 

A start in this direction is already under- 
way as part of the association’s activities, 
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but the full effect of such a program will not 
have reached a significant enough level to 
offset next year’s anticipated declines 

This margin of difference, together with 
rising labor and material costs, will have a 
depressing effect on 1960 profit margins 


Dishwashers, Disposers Will 
Lead the Way in Appliance Gain 
By B. F. Given, president, 

Waste King Corp., 

Los Angeles 


I PREDICT A SHARP INCREASE in 1960 indus- 
This 


will include a 422 percent increase for auto- 


try sales of most kitchen appliances 


matic dishwashers and a 25 percent rise for 
food waste disposers over 1959 

There will be a strong increase in the sale 
of built-in ovens and ranges—28 percent in 
gas and 22 percent in electric. Free standing 
gas range sales will rise 4 percent. 

These gains will result in the sale during 
1960 of 764,000 dishwashers, 949,000  dis- 
posers, 460,000 built-in gas ovens and ranges, 
854,000 electric built-in ovens and ranges, 
and 1,793,000 free standing gas ranges 

Although all kitchen appliances are en- 
joying a buoyant market today, dishwashers 
and disposers reflect higher percentage gains 
because of their lower market saturation 

I would say that 6.7 percent of U. S. elec- 
trified homes have dishwashers and 9.7 per- 
cent have food waste disposers. 


Among the reasons for substantial gains 


(Please turn to page 192) 





BOS, 
Seem 


‘Good morning, ladies.’ 
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For lowest cost . 


UNIVERSAL 


WATER SOFTENERS 


@ LAUNDERETTES 

@ MOTELS 

@ HOTELS 

@ APARTMENTS 

A broad Universal 
line of 35 different 
sizes and models, 
priced low, low, low- 
est, is getting the 
nod more and more 
frequently from com- 
mercial users all over 
the country. 

Again and again the 
quality built into 
Universal Softeners 
has proven that your 
profit is pocket prof- 
it. You install, set, and 
forget the trouble- 
free Universal. 
What's more, the 
Universal Water Sof- 
tener Co. has never 
bypassed a dealer 
for a direct sale. 








. highest quality . 


no service 






7 





WRITE TODAY FOR COMPLETE INFORMATION 





“A" or “PA' Series Automatic Softener 
Each Available in 9 Sizes 


UNIVERSAL 

WATER SOFTENER COMPANY 

24 NORTH BENNETT STREET 
GENEVA, ILLINOIS 











INDEX 


remember 





... has a complete line 
of chrome-plated 
fixture fittings... for 
tubs, lavatories, sinks 
and water closets! 
including... 

LOCK NUTS AND 
COUPLINGS, ALL KINDS 


~ f% 


“4 V7 
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completes the modern 
automatic laundry 








duratub, 
1 it 
e handling 
tub storage 
Vhite, pink 
on bonderized 
For suds-saver or single 
your plumbing supplier 
t distributor. 











E.L. MUSTEE & SONS, INC. 
6911 Lorain Avenue . Cleveland 2, Ohio 
*duratub, Handifie ere trademarks of E. L. Mustee & Sons, Inc. 


MAID-O’-MIST’S quick hook-up 

SADDLE VALVE No. 8 
NEEDLE VALVE 

No. 816: 


t 


1\¢4 , 
y J ¢ 


Y 


MAID-O’-MIST, inc. 


3217 NORTH PULASKI ROAD, CHICAGO 41, ILLINOIS 








MANUFACTURERS’ AGENTS 
REGISTER NOW! 


Manufacturers’ Agency Service maintained for years by 
DOMESTIC ENGINEERING Magazine is for your ben- 
efit and if you have not already registered, write today 
for necessary registration forms and complete details of 
assistance available to agents. 

As a clearinghouse of information for the manufac- 
turers’ agents of plumbing, heating and air conditioning 
equipment, DOMESTIC ENGINEERING Magazine has 
proven invaluable to many leading representatives in the 
past, and if you have not as yet taken advantage, get 
the details today. There is no charge. 

Attach this advertisement and mail it together with your 
letterhead for full information to Manufacturers’ Agency 
Service, 1861 Prairie Avenue, Chicago 16, Illineis. 
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in the sale of dishwashers, disposers and 
built-in ovens and ranges are the expanding 
remodeling and replacement markets, the 
mounting use of these appliances in new con- 
truction, and the continuing upturn in the 
nation’s economy 

I expect the strong demand for new hous- 
ing to overcome the deterrent of high inter- 
est rates and hold new home construction 
ibout level with 1959 


believe disposers are on the threshold 
of a major sales breakthrough. Sales have 
increased steadily since the end of World 
War II, with the rate of public acceptance 
growing by the year. This trend will continue 
until disposers enjoy more than 10 percent 
market saturation 
At that time, the growth pattern of similar 
products indicates their rate of consumer 


acceptance \V ill be greatly accelerated 


Home Laundry Appliances 


By Guenther Baumgart, president, 
American Home Laundry Mtrs Assn 
Chicago 


MANuFacturerRS of home laundry appli- 
ances shipped 5,496,000 units during 1959 
This is 9 percent more than the 5,043,000 
shipped in 1958, and the third best year in 
the history of the industry 

In 1960 the industry is now forecasting 
that it will sell 5,709,000 units, a 4 percent 
gain over 1959 and a year second only to the 
1956 all time high 


It is possible that the industry will do 
enough better than has been forecast to put 
1960 at an all time peak exceeding even 
1956. If so, it will foretell a great and strong 


trend for the expanding 1960's decade 


a Favorable factors this year which may help 
the industry do even better by the end of 
1960 than it now forecasts include: 

1. Continued strong consumer demand 
coupled with rising personal income—$1,889 
per capita in the third quarter of 1959 com- 
pared with $1,837 a year earlier and $1,742 
in 1956 

Continued widespread employment 
66,831,000 employed in October 1959 as com- 
pared with 65,306,000 a year earlier and an 
average 64,700,000 in 1956 

3. Continued population growth and fam- 
ily formation increases. 


1. Rapidly developing basic technology in 
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home launderable fabrics—“wash and wear” 

». The unsaturated market for automatics 
—washers (about 60 percent), dryers (85 
percent), and combinations. 

6. The replacement market for prod- 
ucts sold in the post-World War II boom, 
which by reasons of wear and obsolescence 
owners are now justified in replacing with 
new machines embodying modern features 

7. Consumer confidence in continued pros- 
perity will enable him to commit him- 
self to major appliances either through direct 
purchase or through time payment plans 


Gas Heating and Cooling 


By C. S. Stackpole, managing director, 
American Gas Assn., 
New York City 

Ir IS A REAL PLEASURE to offer my forecast 
of what the gas industry has in store for 
1960 in the domestic heating and air con- 
ditioning fields. 

Plans already launched are aimed at mak- 
ing 1960 the most sensational in history 
for both fields. 

For a nation-wide, across-the-board pro- 
motion of gas heating, a task force was 
formed, made up of leading utility execu- 
tives from all over the country. This group 
framed a promotional campaign, the be 
ginning phases of which already have been 
launched, which includes national, regional 
and local advertising; television commercial 
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“Well, that takes care of the little 
leak that might get worse if | 
don't fix it right away!’ 
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HYGROSCOPIC BUSHING HEAVY COPPER BODY 


SLIDING PISTON DOUBLE “O” RING SEALS 


LARGER CAPACITY 3 times more expansion movement. 
Compensates for expansion and contraction of 100 lineal 
feet of copper tubing. Fewer joints required. Full-flow 
design no pressure drop. 


EASIER INSTALLATION full rotation in either direction 
cuts installation time on baseboard radiation, piping or tub 
ing. Eliminates problem of alignment. Fits easily into nat 
rowest baseboard enclosures because of minimum diameter 


LONGER LASTING — no metallic bellows to wear, work 
harden, crack, break or fail. Double wear-resistant “O” 
rings mounted on heavy brass piston plus hygroscopic guide 
and bushing eliminate chance of failure or leakage 


STOPS NOISE — insulates pipe sections against traveling pipe 
sounds; slides quietly, smoothly. Protects system against 
damaging stress, strain, leaks and breaks. Lasts indefinitely 
— eliminates call-backs 


” dd 


Available in 6 sizes from 42" to. For hot water heatine 
installations factory tested to 150 lbs. PSI. Temp. range 
40°F. to 240° F. Ask your wholesaler for book let, prices, 


PRODUCTS, INC 


WEST WARWICK RHODE ISLAND 


Engineered accessories for hydronic systems 





lial 3 RIGHT TOOLS MAKE YOUR 


JOBS EASIER AND MORE PROFITABLE! 


SEND 
FOR YOUR 





BUCK 
nce 295 


PLUMBING ond HEATING 
TrOooLs 


STARBUCK 
CATALOG 
NOW! 





Start making more profit in less time. Send for Starbuck catalog 
now! You'll find a wide selection of top-quality tools for 
efficient installation and repair work . . . every tool uncondi- 
tronally guaranteed! Starbuck plumbing tools have helped do 
jobs, better, faster, and more profitably since 1898! 


R. M. STARBUCK & SONS, Inc. 


P.O. BOX 1318 ‘HARTFORD 1, CONNECTICUT 











Kohler Fixtures 


deserve 


Kohler All-brass 
Fittings 


Distinguished new designs. 





Positive action. 


Finger-tip control. 





KOHLER CO. Established 1873 KOHLER, WIS. 


KOHLER or KOHLER 


Enameled Iron and Vitreous China Plumbing Fixtures + Brass Fittings 
Electric Plants + Air-cooled Engines + Precision Controls 





remember ms 


€=a\ 
INDEX . 4 


4 
} 


~ 
has a complete line of chrome lia ’ 
plated fixture fittings . for 

tubs, lavatories, sinks and water jj 
closets! including XN y 


SLIP NUTS IN FIVE SIZES 


* ngage 5 
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for use locally and on the outstanding net- 
work shows, like Playhouse 90; and pro- 


motional materials to be used in support 
of local campaigns by dealers and gas utility 
companies 

Contractors are urged to tie in with these 
promotion campaigns and otherwise to take 
the fullest possible advantage of them in 
support of their own sales efforts. 
AGA task force, 


which so successfully organized utility sup- 


In air conditioning, the 
port for residential gas air conditioning in 
1958, has been re-activated, and plans to 
1960. Local 
supported by national ad- 
vertising in print and on TV’s Playhouse 90 


re-double its efforts for pro- 


motion will be 


a My advice to plumbing, heating and air 
conditioning wholesalers and contractors is 
simple: Work as closely as possible with 


With so much 


at stake in both the heating and air con- 


the local gas utility company 


ditioning loads, the gas companies are pre- 
pared to give every possible assistance, 1n 
cluding promotion tie-ins, cooperative adver- 
tising, customer referrals, technical advice 
invaluable aids 


and many other 


The “Rosy Outlook’ Prompts a 
Question: Abundance for Whom? 


By Thomas N chols 


Plumbing Bras 


executive secretary, 


Institute, Pittsburgh 


WHETHER OR NOT the “soaring °60’s”’ actual- 
ly soar is an independent choice for each in- 
dividual in the industry 

Numerous economic experts have pre- 
dicted a good business climate for 1960 and 
thereafter. The prediction is bottomed on an 
ascending marriage curve; an exploding pop- 
ulation; a rising demand for more housing 
more schools, more office space, more hos- 
pitals, more public buildings, more industry 
expansions; and the individual homeowner’s 
personal desire for home improvements. 

These are some of the factors upon which 
economists base their 


recognized opinion. 


Therefore, it would appear that industry 


faces a rosy future of abundance 
» This prompts the question: Abundance for 
whom? 

It is my opinion that the approaching 
period of plenty is reserved for those who 
establish greater efficiency in their business 
operation, who promote their products, who 
serve and extend their markets, who know 
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their costs, and who extend themselves be- 
yond the normal requirements for product 
and service superiority. 

In my opinion the time has passed when 
a business makes money in spite of itself. 
Therefore, it is incumbent upon manage- 
ment to scrutinize its policies and practices 
most carefully at frequent intervals. 


aThe subject of foreign competition also 
merits careful consideration as we contem- 
plate the “soaring ’60’s.” If government per- 
mits the influx of imports to continue on a 
rising spiral, and if industry does not de- 
velop a program that relates the benefits at- 
tendant with purchasing from domestic man- 
ufacturers, we may find the plumbing brass 
goods industry and scores of other industries 


in a most unenviable position 


s We could see these anticipated markets 
swallowed and digested by the importers. 
The industry is making an effort to help it- 
self, but it needs the support of p-h con- 
tractors, wholesalers, journeymen and other 
related manufacturing groups to succeed 

Thus, it behooves every manufacturer 
within the plumbing brass goods industry to 
pursue his profit-objective intelligently and 
aggressively in the full awareness of the 
obstacles that confront him. He must elim- 
inate those practices within his company 
that he determines to be faulty. 

Many facets of this suggested pattern of 
attack would pertain to an industry facing 
a depressed, rather than a soaring market 

It is significant that it be so. The pattern 
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Bringing you 


Complete PLUMBING ‘know-how’ 


in design, installation << 
SS 


® Gi | 
| nu 





and repairs 


HERE’S a big, thorough manual of 
plumbing practice, covering every- 
thing from the simple st jobs of pipe 
fitting to all the special techniques you 
need . . . expert guidance on plan 
ning, installing, and repairing in quick 
reference form. 


Just Published—Third Edition 


PLUMBING 


By HAROLD E. BABBITT, Engineering Consultant 
Third Edition, 642 pages, 6 x 9, 452 illustrations, 260 tables, $13.50 
ruidebook has been 
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Introductory Offer . . . 
for TITEWALL 
BATH TUB HANGERS! 


Use the Coupon below to get your FREE 
set of 4 Titewall Tub Hangers 





You'll Save Time and Money with 
this NEW Speed-Easy-Way to Hang Tubs 





= 

3 
P 
Es 
a 
a4 uw 
ut 2 — PREVENTS UNSANITARY UGLY CRACKS 
= = a BETWEEN WALLS AND TUB WHEN WALLS 
2 ce S OR FLOOR SHRINK OR MOVE 
GS « r 
236 y TITEWALL HANGER COMPANY F 
a = ce 8 :9837 S. Western Avenue, Chicago 43, Illinois 
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of success is the same in either instance, and 


WAlnut 
5-2416 


the “soaring °60’s” will require diligence, 


Stallat 


dows. Attra 


skill and determination in order to reap the 





“ 
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full benefits provided by the economy. 


ate 


Air Conditioning 


med 


By G. S. Jones, Jr., managing director, 
Air Conditioning & Refrigeration Institute, 
Washington Bg Oe 


GA and SU 


y 
HR are A 


THE AIR CONDITIONING and refrigeration in- 
dustry has had the best year in its relatively 


PATCO hot water BASEBOARD 


short history in 1959, and 1960 promises to 
break all records for the sale of all types 
and sizes of equipment using the “mechanical 
refrigeration” cycle 


231 N. Bread Street, Philadelphia 6, Pennsylvania 


PATCO MFG. CO., INC. 


At the 11th exposition of the industry, 
held at Atlantic City last November, the 
almost-200 exhibitors were virtually unani- 


Make more money! Install the PATCO LINE 










PATCO warm air BASEBOARD 


approved 


mous in expressing the belief that the come- 
back made by the industry in 1959, after two 
vears when the sales curve was considerably 
flatter than in the preceding decade, pre- 
sages a record-breaking 1960 and continued 
progress through the 60’s. 


OR CALL... 


PATCO @./7\) ed Lae 


a While all the figures for 1959 are not yet 
reported and tabulated, the growth trend 
already shown is enough to convince in- 


TH . G REA TES T N A M E IN dustry observers that 1959 sales of all prod- 


ucts in our field will run as much as 20 per- 


FROST PROOF H YDRA N TS, cent ahead of 1958, and 10 to 15 percent 


ahead of the best previous year—1956. 


y A L y E S A N D Sales of unitary air conditioners will show 


a 40 percent gain over 1958, based on figures 


S é A Fis A C T | 0 N for the first nine months of the year. A total 


shipment figure of 320,000 units is being esti- 
















ated, compared with 231,000 in 1958. “Uni- 
CLOSETS ne 


tary” equipment includes all central resi- 
dential installations, and many smaller com- 
mercial and industrial (packaged) applica- 
tions. Central residential installations have, 


for Service Stations, Garages, Camps 
for Motels, Ranches, Parks 
for Farms, Dairies over the years, accounted for more than 60 


percent of unitary sales, so, following out the 
for Race Tracks, Stables 


trend, the Institute estimates that some 200.- 


000 U. S. homes have been centrally air con- 
OVER 2,000,000 


ditioned this year. This is more than double 


INSTALLED the home installations in 1954. 
» Undoubtedly one of the factors behind the 
N 0 I 0 N EH A 5 1959 gains of unitary equipment has been the 
EV E R FR 0 ZEN! Unitary Certification Program launched by 
° ARI at the beginning of the year to stabilize 
and standardize capacity ratings of this 
MANUFACTURED BY equipment, providing the purchaser with a 
JOSEPH A. VOGEL COMPANY yardstick for buying cooling. 


About 90 percent of the manufacturers of 
WILMINGTON, DELAWARE etal 
unitary air conditioners are participating in 
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the program, which will be made known 
even more widely during the coming year as 
the Institute seeks to give assurance to pur- 
chasers and prospective purchasers on what 
these units will do. 

Another has been the growing awareness 
of builders and the public of the truth of 
the declaration by Federal Housing Adminis- 
tration officials that non-air conditioned 
homes in many sections of the country will 
be obsolete within 10 years, and the relax- 
ing of FHA rules to encourage installation 


of air conditioning in FHA-financed homes 


e Other federal government agencies have 
recognized the growing trend toward air 


conditioning and its contribution to effi- 


ciency, and some of the defense units are - 


providing air conditioned quarters for per- 
sonnel who must be in top condition at all 
times for the defense of the country. (In- 
cidentally, Air Force officials are giving con- 
sideration to the requirement that any uni- 
tary equipment purchased by that service 
will, in the future, bear the seal of certifica 
tion under the ARI program.) 


# Aside from central residential air condi 
tioning, in which perhaps the most spec 
tacular gains for 1959 will be shown when 
the final figures are in, the installation of 
big “systems” for the cooling of office build- 
ings, apartments and hotels, industrial plants 
and similar large structures has continued 
its upward trend in 1959, although perhap: 


not so sharply as in the smaller units 


Early estimates are that installed value 


(Please turn to page 198) 
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Quality IN EVERY 


DETAIL OF CONSTRUCTION! 
@ NEAT, ATTRACTIVE DESIGN! 
@ SILENT, AUTOMATIC OPERATION! 


Ewin9 VERTICAL HEAVY-DUTY 
HOT WATER HEATERS 


Provide a Constant, Abundant Supply of 


LOW COST 
HOT WATER 


5-YEAR GUARANTEE 1-Year Un- 
conditional; 4 additional years pro- 
rated. 


* Automatic self-generating con- 
trols; no electrical hook-up is re- 
quired. 


* Comes COMPLETELY set up with 
burner and all controls already 
installed on Heater. 


* Permanent baked-on enamel fin- 
ish in attractive red and black 
crinkle finish. 


* NO Galvanized surfaces! All in 
terior surfaces treated by special 
metal protectives. 





USES ANY TYPE GAS 





NOW offered in FOUR Convenient Models 


Recovery Storage Height Inches in BTU 

Per Hour Capacity Inches Diameter Input 
850 gals 226 gals 82-In 40-Inches 900.000 
500 gals 145 gals 82-In 31-Inches 520,000 
300 gals 85 gals 77-In 25-Inches 315,000 
180 gals 50 gals 63-In 20-Inches 190,000 


Recovery figures based on 100 degrees F. temperature rise 








COMPLETE with temperature and pressure gauges, tem- 
perature and pressure relief valve, gas flow regulator, 
drain valve; draft diverter, dielectric fittings; magne 
sium rods installed and included in each unit 


ALL EWING HEATERS MORE THAN MEET ASME requirements; 
%-inch heads, '4-inch steel shells, 11-gauge tubes; heavy flue 


sheets; brass clean-out plugs—easy to remove. 


Install a EWING WATER HEATER and SEE FOR YOUR- 
SELF how it will out-perform any other water heating 
equipment. Complete details, prices, name of nearest 
distributor upon request. Backed by 35 years of nation- 
wide, successful manufacturing of heating equipment. 


MANUFACTURING CO. 


25435'NW 10 P, O. BOX B75 


OKLAHOMA CITY, OKLA. 














The most complete line of 


VACUUM BREAKER Faucets 


To prevent pollution of water 
supply, more and more codes 
are calling for integral vacuum 
breakers on faucets where pos 
sibility of back syphonage 
exists. You'll find your most 
complete selection at Chicago 
Faucet—for slop sinks, bed pan 
flushers, laboratory sinks, 
shampoo fixtures, etc. —with in- 
terchangeable spouts and sup- 
plies to meet every need. The 
vacuum breaker proper is sim- 
ple and positive in operation, 
compact in size,and meets every 
code we know of. The faucet 
mechanism is the famed Chicago 
Faucetinterchangeable unitthat 
permits minor repair or com- 
plete replacement in a matter 
of minutes. 


Bed Pan Flusher No. 904, with 
integral vacuum breaker, tem 
pering and control valves, 
integral cut-off and check valves 


and rubber hose with rose spray 








Slop sink faucet No. 897, 


with integral va 


uum breaker, 


adjustable wall brace, pail hook 


adjustable supply arms with 


integral stops. 


The Chicago Faucet Co. 
Chicago 339, Ill. 





Chicago Faucets 
are distributed 
through the 
plumbing trade 
exclusively 
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of such systems in 1959 will be more than 
$600 million, a gain of about 10 percent from 
the figures of $550 million in 1958, and al- 
most 60 percent over the five-years-ago 
(1954) installed value of $379 million. These 
figures represent “equipment in_ place” 
rather than the value of manufacturers’ 
shipments and include cost of installations, 
ductwork, grilles, and other elements that 


go to make up the system 


# Manufacturers of system components feel 
that the potential for this type of equipment 
is great, particularly in the industrial field, 
pointing out that only about 10 to 15 percent 
of U.S. factories are air conditioned, but that 
industrial management is coming to recog- 
nize more acutely each year the econom- 
ic benefits of industrial air conditioning 
through improved employee health and 
morale, lower rates of absenteeism, increased 
efficiency and greater production. Hence, the 
outlook for continued gains in this field sup- 
ports the overall optimistic forecast for 1960 


and succeeding years 


Canadian Outlook 


By J a Corrigan, president, 
Canadian Institute of Plumbing and Heating 
Montreal, Que 


THE PLUMBING AND HEATING industry in 
Canada has for many years enjoyed a period 
of unprecedented prosperity, dating from 
the close of World War II. As the war 
ended, Canada found itself faced with a 
tremendous shortage of dwellings, institu- 
tions and commercial structures of all kinds 

But, in spite of almost 14 years of feverish 
activity, this country’s needs—particularly 
in the housing field—are far from being met 
A rapidly growing population—through 
heavy immigration as well as natural in- 
crease—and the normal rate of housing 
obsolescence and demolition have kept the 
country’s demands ahead of fulfillment 


# Authorities all agree that for the next two 
decades at least, Canada can look forward 
to a continuance of the rapid expansion and 
growth in the field of dwelling construction 

The Canadian Institute of Plumbing and 
Heating—composed of most of Canada’s 
leading manufacturers and wholesalers of 
plumbing and heating equipment—has, in 
the 26 years of its existence, striven con- 
stantly to cooperate with all other groups, 


whose interest is construction, to provide 
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the Canadian public with greater comfort, 


THERE’S MONEY EVERY PLUMBER 
IN FROZEN WATER PIPES | a 


Thousands sold 


: Coast to Coast. 
rh: % A (se . “Uy * 
what the future can hold for this industry Trin d/ Order yours TODAY! 
One single fact has made itself abundantly ; 
clear to us of the Institute. For several THERM-O-TRON 


Thaw out 
years we have devoted time, thought and a PIPE THAWER 


: , : ‘ The greatest time and mo for h J 'teyas, | 
not inconsiderable amount of money in re- fanaerin farms, er Pines tate how 110V elec. 


tric outlet. Thaws out frozen pipes in a few min- 
search and experimentation in the market- utes. NO FLAME. 
Be Plumbers make extra profits by faster handling WATE 
ing otf our products to the consumer The of emergency freeze-up calls. Also ideal for 
sweating copper tubes and pipes. Use it year 


fact that stands out most clearly and incon- round ter seldering and brazing . . . bending PIPES 


greater convenience. In so doing, we have 


arrived at certain definite conclusions as to 


copper pipes. Eliminates use of numerous fit- 
- ti d sub h ing time. 
trovertibly is that there is not just one mar- inas and subsequent threading time 


ket for the goods and services of our indus- re . - Electronically 
try. There are two. 
The market afforded by new building is 
the obvious one but we have come to a 
very firm conviction that a second, almost 
untapped, field for expansion exists in op- 
portunities afforded by home modernization. 
It is our intention to continue to cultivate 
this market as aggressively as possible We 
believe the possible sales to be made through 


the replacement market are staggering 


Cast lron Soil Pipe Shipped complete with 40 ft. of 


cable (Additional cable avail- 
able for greater lengths of pipe) 
pipe clamps and simple ; 
By Homer Robertson, erecutive operating instructions ro. — 
‘ . , Nothing else to buy. ss y Poe oar 
ice president, Cast Iron Soil Pipe teeter ey 


. Dept. P-7-B 
Institute. ( hicago 1807 8 Clark St 


Chicago 16, Ill 
CRYSTAL GAZING can have unfortunate re- 





actions, but here goes 
General business in 1960 should be better * Exclusive is 


than 1959 providing several sizable wage 


WORLD AND NATIONAL SUPPLIER OF 


AMERICAN KITCHEN 


Genuine Replacement Parts tor the Fau- 
cets, Dishwashers, Disposers and Cabinets. 
Price List Catalogue available upon re- 
quest. For name of your nearest whole- 
sale jobber, write to: 


contracts, which are coming up for discus- 

sion, are settled without lengthy strikes 
The construction industry likewise should 

have a good year with the exception of hous- 
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TRACY AMERICAN KITCHEN PARTS COMPANY 
P. O. Box 7346 Pittsburgh 13, Penna. 
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EPCO 
DIELECTRIC PIPE 
FITTINGS 


Do the job right the first time with EPCO 
dielectric pipe fittings. ONE INSTALLA- 
TION INDUCES ANOTHER 


Write for new catalog 


| EPCO SALES, INC. 


‘Would you please break down that tsk! 3204 SACKETT AVENUE CLEVELAND 9, OHIO 


tsk! tsk! to dollars and cents!’’ 
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Sir’ Patrick PEERLESS says 


“Buy PEERLESS!” 





QUALITY 
VITREOUS 
CHINA CLOSETS 
& LAVATORIES! 





avatlable ¢t matct 
Peerle “Lifetime 


Vitreous China 





No. 5200 Combination 





No. 30 Lavatory al- Close-coupled reverse trap combination 
so available in white in pure white vitreous china for life-long 
or matching colors cleanliness. Has the exclusive Peerless 4 
bolt tank connection and extra large trap 
way. 











Write, wire or phone for further information! 


Quality Vitreous China Since 1902 


Evansville 12, Ind. 


THE 
ULTIMATE 
IN 
BASEBOARD 
RADIATION 







SELLS ON SIGHT 


Rich natural wood grain finish harmonizes 
perfectly with wood paneling. In Blond, Cherry and Mahogany. Easy to 
install. Quality construction throughout. Better appearance. More BTU’s 
per foot. Write for more details. 


ARGO -INDUSTRIES INC., HARTFORD, CONN. 
: PLUMBING & HEATING WHOLESALERS 
Cittention HERE IS YOUR 
Iwo beautifully bound, rugged 


SOLUTION LAA 





y constructed loose eaf price 
data books for the P & H 
wholesaler d sections of vita 
information, fully illustrate 
MASTER copy advises on mar 
ket change Including « 
heet Size: 84." x | ‘ 
expanding rhe SUP 


PLEMENT, for wholesaler 
jobbers desiring additional cop 
ies for salesmen and counter 
ise. Size: same as Master 
Published by publisher of Brad 
ford Price Book 








ANSWERED 
QUICKLY cad 
EASILY! 


Published in 2 editions 


The sivticaenr'ven hm 
Mac EWAN MARKET MANUAL 





QUINCY 69, MASSACHUSETTS 
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Continued from page 199) 

ing starts. Home building may fall off about 
10 percent due, principally, to the high rate 
of financing it. The cast iron soil pipe in- 
dustry is affected accordingly. However, we 
are enjoying a larger replacement market 
than at any previous time, which has helped 
and will continue to help our sales 

Everyone in the plumbing, heating and 
cooling industry must be made to realize 
that the industry can only obtain a larger 
hare of the consumer’s dollar through in- 
telligent merchandising and advertising 

Manufacturers have spent large sums of 
money for literature, motion picture films 
and other useful sales tools which are not 
being used as effectively as they could be 
by all segments of the industry, to promote 


consumer buying 


s Local plumbing contractor organizations 
would do well to have a speakers bureau 
Qualified speakers could be used to talk to 
local ClVit organizations, service clubs, 
church groups, ete 

Their purpose would be to inform the pub- 
lic of the advancement in plumbing design 
and of the various products now available to 
provide more comfortable 


should also 


living. They 
inform the public of the health 
hazard in poor plumbing installations 

As part of a program to obtain more of 
the consumers dollar, additional money 
should be provided for the Plumbing-Heat- 
ing-Cooling Information Bureau to carry on 


an effective consumer advertising campaign 


Please ti te 


» page 208) 
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‘Take my advice, lady. If these pipes 
ever stop up—sell the house.’ 
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Septic Tanks... 


(Continued from page 132) 
satisfactory from the erosion 
standpoint. Also, the horizontal 
distance the the 


surface 


from side of 


trench to the ground 
should be adequate to prevent 
effluent 


breakout on the surface. 


lateral flow of and 

In serial distribution, each ad- 
jacent trench (or pair of trench- 
es) is connected to the next by 
a closed pipe line laid on an un- 
disturbed section of ground, as 
The 


arrangement is such that all ef- 


shown in Fig. B (page 97) 


fluent is discharged to the first 
trench until it is filled 

Excess liquid is then carried 
by means of a closed line to the 
next succeeding or lower trench 
In that manner, each portion of 
the subsurface system is used in 
succession 

When 
the 


serial distribution is 


used, following design and 


NEW WATER CLOSET 





NOW 


construction procedures should 
be followed: 

1. The amount of absorption 
area required shall be the same 
as shown in Table 1, page 6, of 
the Manual of Septic Tank Prac- 
tice. (The table is reproduced on 
page 98.) 

2. The bottom of each trench 
and its distribution line should 
have a relatively level grade 

3. There should be a minimum 
of 12 inches of ground cover over 
the gravel fill in the trenches. 

1. The 


absorption trenches 


Product Development Aid 
Offered by Chase Brass 


WaTERBURY, CoNN.—Chase Brass 
& Copper Co. has formed a new de- 
partment aimed at providing a pro- 
gram of continuing assistance to 
manufacturers in the development 
of new or improved products and 
components. 

Albert Blank, who is in charge of 


the new service, said that the de- 


should follow approximately the 
ground surface contours so that 
variations in trench depth will 
be minimized. 

5. There should be a minimum 
of six feet of undisturbed earth 
between adjacent trenches and 
between the septic tank and the 
nearest trench 

6. Adjacent trenches may be 
connected with the relief line or 
(Fig 
B) in such a manner that each 
trench is completely filled with 


a drop box arrangement 


(Please turn to page 203) 


partment will cooperate with cus- 
tomers in the solution of problems 
involving functional design and ma- 
terial 


selection where 


extensive 
study is needed. It will also assist 
in market planning. 


Additional 


obtained by 


information may be 
writing A. I. Blank, 
Product Development Department, 
Chase Brass & Copper Co., Water- 


bury 20, Conn 


remember 


hea 
NDEX © 
Scar 


has a complete line of chrome 
plated fixture fittings . . 





. for 





tubs, lavatories, sinks and water 
closets! including... 


SUPPLY PIPE COUPLING NUTS 


REPLACING THE "OLD STYLE" 
CLOSET COLLAR BOLT, FOR THE 
FASTENING OF WATER CLOSET 


Saves 


UP TO 








a 









$3.00 BOWLS TO FLOOR. ™ 
ON EACH 

& EVERY sk Your Wholesaler or Write ‘ 
Water Closet WIL . , Pr 
INSTALL- (ium OE WManupacturing Ca 

einai = PO. BOX 522 MADISON 1, WIS. . 


‘Servicing — 


Oil Burners 7 
YOU NEED THIS 


andy 20 page Catalog chock-full of popyja, 


EPLACEMENT PARTS and SERVICE TOOLS 
R to make your servicing easier 





= ® FUEL UNIT PARTS © CONTROL PARTS 
=. © CIRCULATOR PARTS © SHAFT SEALS 
ee ® STRAINERS © GASKETS 
¢ = © IGNITION TERMINALS 
= Your friendly Oil Burner Jobber stocks the 


HYDROVALVE Line 
Ask him for a copy of Catalog #60, or write direct. 


Hydro valVG cone. 






drovalve 


TY Or 


° 
cat aoe ® it 


~ 1319 Utica Avenue, Brooklyn 3, N. Y. / BUckminster 4-1330 
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SITUATIONS OPEN 





SALES MANAGER WANTED 


Leading manufacturer of quality show- 
er cabinets and shower receptors with 
national distribution and recognition 
needs top-drawer sales manager. If 
you're a hard-hitting go-getter, an ag- 
gressive executive thinker, planner, 
doer with the ability to build, coordinate 
and inspire a _ national sales staff of 
representatives in major markets all 
over the U.S.A., opportunity is unlim- 
ited. Experience and wide acquaintance 
in plumbing products and/or building 
products industries desirable. Home 
office in East. Appointment to be made 
as soon as possible. Send complete 
resume and photo. Address Key 181-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


KITCHEN SALESMAN 


To run department involving sales, 
processing business and layouts. Good 
opportunity, with benefits. Address Key 
184-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


MANAGING EXECUTIVE 


Engineering, sales, product development 
experience in pipe and sewer cleaning 
equipment field. Excellent opportunity 
to head new department with old, well 
established organization if qualified for 
this responsible position. Confidential. 


Address Key 187-E, “DOMESTIC 


ENGINEERING,” 1801 Prairie Ave., 


Chicago 16, Illinois. 


PLUMBING MAN 


To process business, orders and quota- 
tions, wholesale level. Excellent oppor- 
tunity, pension, fringe, and pay. Ad- 
dress Key 185-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, illinois. 


PLANT MANAGER 


For Sanitary Ware, with experience 
to manage modern pottery. MANAGER 
SUDDENLY DECEASED. P.O. Box 
1050, Columbus 16, Ohio. 
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RATES FOR CLASSIFIED ADVERTISEMENTS 

Light face advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements $3.00 per insertion. Rates for bold face adver- 
tisements, $6.00 per inch. Address all advertisements to Classified 
Advertising Department, DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing date: Fifteenth of month pre- 
ceding publication date 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHERS 

















SITUATIONS OPEN REPRESENTATIVES WANTED 








DISTRICT SALESMAN AGGRESSIVE-THOROUGH- 
For high-potential established mid-west GOING REPRESENTATION 


territory to sell to plumbing, heating, WANTED 
hardware and _ industrial wholesalers 

basic products of old established manu- State of Michigan 
facturer. Prior contacts and experience Including Detroit 

in calling on wholesalers is essential. (Excluding Upper Peninsula) 


Salary-bonus-expenses-fringe benefits 
provide an unusually attractive oppor- 
tunity. Furnish full personal history 
including 10 years experience record. 
Replies held strictly confidential. Con- 
tacts made only after interview. Ad- 
dress Key 179-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


Progressive manufacturer—top quality 
brass products including: non-freeze 
copper and brass wall faucets, non- 
freeze ground hydrants, heavy duty 
non-freeze wall hydrants, float valves, 
brass gas cocks, lock lever barrel fau- 
cets, brass screwed pipe fittings, brass 
fittings for plastic pipe and brass unions. 
Selling to jobbers and selected bona- 
fide O.E.M. accounts. Pricing structure 
SUPERINTENDENT competitive commensurate with quality 
; of product. Line requires multi-person- 
Sanitary Ware Manufacturer needs nel office. Please supply details related 
man as assistant to manager, cast iron to your organization; lines handled 
plumbing fixtures. Good opportunity number of salesmen, etc. Address Key 


and future. Address Key 186-E, “DO- 182-E, “DOMESTIC ENGINEERING,” 
MESTIC ENGINEERING,’’ 1801 1801 Prairie Ave., Chicago 16, Illinois. 


Prairie Ave., Chicago 16, Illinois. 














TH WINNER'S CIRCLE FOR SALES 
SITUATIONS WANTED wid Pronts for youl when ¥ou earn 
i ir! *, » d oil I d ra <tr ~atr Feta 
Experienced, aggressive salesman, age | es and air cooling units. Many types and 
35, now employed by full line wholesale | ze Trouble-free, compact, easy-to 
plumbing jobber in Tennessee, wants | : ria pga ed 4 a - a ai . ds 
situation with manufacturer as field FceidIWhG: AEA TIA Me plan ottcrs 
sales manager. Background includes | highest commissions, best discounts, ac- 
traveling as territorial representative | or. Hip ORs d sale pre Sebi 
for national plumbing fixture manufac- | See wget Pik "Ke ree : DOMES. 
turer with complete line in Tennessee, | TIC ENGINEERING,” 1801 Prairie Ave., 
Louisiana, Arkansas and Mississippi. | ‘hicago 16, [linoi 
For resume write to: P.O. Box 3642, | 
Memphis 14, Tennessee. EXCLUSIVE 
MECHANICAI ENGINEER -ESTIMA WASHEX automatic toilet seat elimi- 
Pi le it ay 2 : ) oe ee nates the use of toilet tissue. Unprece- 
natin coats. anh onuadiian snare dented nationwide interest demands 
r heating-plumbing, and air condi opening of new territories. Opportuni- 
tioning contractor. Honest and sincere ty for specialty representatives to 
inate = bes TI ( Sincrae ain “ist plumbing trade. Contact WASHEX 
Piaivie Ave. CGhitaeo 1¢ Tiingic CORPORATION, 2657 Main St., Santa 
Monica, California. 
POSITION WANTED AGE 36, ME 
hanical Engineering graduate 10 
irs of technical sal xperience witl 
de a Exes one a A i's co) Ane FOR ADDITIONAL CLASSIFIED 
Ohio. Address Key 136-E, “DOMESTIC ADVERTISEMENTS 
ENGINEERING 181 Prairie Ave, | SEE PAGES 204 AND 206 
Chicago 16. Illinois 
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(Continued from page 201) 
septic tank effluent to the full 
depth of the gravel before efflu- 
ent flows to succeeding trenches. 

(The sketches shown do not 
preclude the use of other ar- 
rangements to provide serial dis- 
tribution.) 

Trench 
should be four-inch tight-joint 


connecting lines 
sewers with direct connections to 
the distribution lines in adjacent 
trenches or to a drop box ar- 
rangement. 

Care 


constructing relief lines to insure 


must be exercised in 
of earth 


The 


for the relief pipe, where it con- 


an undisturbed block 


between trenches. trench 
nects with the preceding absorp- 
tion trench, shall be dug no deep- 
er than the top of the gravel. The 
relief line should rest on undis- 
turbed earth, and backfill should 
be carefully tamped. 

The relief lines connecting 
individual trenches should be as 


far from each other as prac- 
ticable to prevent short-circuit- 


ing. 
(- 


in the first relief line must be at 
least four inches lower than the 


It's Tax Time... 


(Continued from page 101) 


chased in a bonafide way—not a 


transfer between relatives, 


instance. 


common ownership could not sell 


property to anot her 


with the same common 


and qualify for the special de- 


duction. 


3. Property must have a useful 
life of 6 years or more. This is 
one point that must be carefully 
checked to be sure your purchase 
meets the requirements. “Useful 
life” is the point that has led to 
many disagreements in the past 


Invert of the overflow pipe 


for 
One business with a 


business 
owner 


invert of the septic tank outlet 
(Fig. B). 

8. All other construction fea- 
tures of the disposal field are the 
same as shown in the Manual of 
Septic Tank Practice. END 


between the taxpayer and the In- 
Revenue As a 
general rule, this is determined 


ternal Bureau 
by the useful life of the equip- 
the the 
normal useful life. 


ment to taxpayer—not 

For instance, you buy equip- 
ment that has a normal ten-year 
life. At first glance this would 
qualify, but if you have been in 
the habit of replacing this equip- 
ment every four years, it will not 
qualify. 
4. Both new and used equipment 
qualifies for the special first-year 
deduction. However, there 
two points to keep in mind about 
whether the equipment is new 


(Please turn to page 205) 


A feature-by-feature review of General Electric water coolers shows it pays to... 


LOOK BEYOND THE OBVIOUS 


No-squirt bubbler 

maintains continuous, designed to prevent 

proper stream height splashing, spilling, 
\ splattering. 


Anti-splash basin is 


New top— 
easy to 
clean; smart 
appearing, 
electro- 
polished, 
stainless 
steel finish. 





No-grope, full-width 
foot pedal permits 
easy water control 


Attractive front panel 
snaps off; allows easy 
access to controls 
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At first glance, all water coolers may 
seem alike. But it will pay you to 
take a closer look at General Electric 
water coolers. Only General Electric 
coolers offer you TOTAL VALUE— 
a combination of product features and 
back-up services that give you more 
than just a water cooler. For instance: 


Design Features—General Electric 
water coolers are built to last. You 
get style leadership, and compact, 


sturdy design. The features shown at 
left are typical. Others include: Easy- 
to-dial water temperature control and 
a hermetically-sealed refrigeration 
system that is lubricated for life. 
Economy—13 models (including hot- 
and-cold, pressure and_ bottle-type 
models) are moderately priced, Op- 
erating costs are negligible. 
Availability—Just check the yellow 
pages for your General Electric water 


cooler distributor. He can deliver the 


units you need immediately. 


GENERAL @@ 


Warranty Protection—A written one- 
year warranty on all parts and five- 
year replacement agreement on the 
refrigeration system help you avoid 
major repair costs. Also, nationwide 
General Electric Service Centers are 
always close at hand. 


Add to these advantages General 
Electric’s long years of leadership with 
water coolers and you can see that 
only General Electric offers you all- 
round TOTAL VALUE for the water 


coolers you buy. 61 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





LINES WANTED 





NATIONALLY KNOWN 


manufacturer of 
tory products 


and refrac- 
aggressive rep- 
resentatives for coverage of plumbing, 
heating and 
Areas now 
Florida, 


experience, 


chemical 
desires 


wholesalers. 
Kentucky, 


oil burner 

Indiana, 
Missouri. State 
territories covered, lines 
now represented etc. Address Key 123- 
E. ““‘DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


open: 


Kansas, age, 


COMET I N I l, ILEI 


Manufacturer of nationally known line 
of Medicine Cabinets & Vanity Cab- 
inets, also complete range of Shower 
Enclosures and Bases, changing policy 
of Reps. All areas open. Commission 
basis. Give EXACT territory covered 
and type of accounts sold. Replies con- 
fidential. Address Key 180-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


1.1 REPRESENTA 


PLUMBERS BRASS 


Two territories covering Michigan and 
Illinois now available for solid repre- 
sentation to plumbing wholesalers. Full 
advertising, publicity, and promotional 
support by nationally recognized AAA- 
1 West Coast plumbers brass manufac- 
turer with midwest warehouses. Write 
address Kev 174-E. “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
EXCLUSTVI PROTECTED TERRITO 
rie open for nation distribut 


t hir 
plumb 


] 


ed 


Uni e dem« 
f 10 ont 
“DOMESTI 

rié \ ‘ 


‘ EN 


FIELD REPRESENTATIVE 


One who is thoroughly conversant with 
drainage, waste and vent lines, house 
and building sewer installations. He 
must be personable and capable of talk- 
ing convincingly before groups of peo- 
ple. His headquarters to be in Okla- 
homa. Considerable traveling involved. 
Salary, and car furnished. 
When replying send photo or recent 
snapshot, tell your qualifications, age 
and salary expected. Only written ap- 
plications considered. 


CAST IRON 
SOIL PIPE INSTITUTE 
205 W. Wacker Drive 


Chicago 6, Illinois 


expenses 


IT} 


National distributor of copper water 
tubes desires sales representatives with 
strong following among plumbing sup- 
ply jobbers. Attractive commission and 
protected territory. Send resume includ- 
ing lines carried, territory covered, etc. 
Addess Key 177-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


PR STV REPRESE? 


WANTED 


Manufacturers’ representative—all areas 


by a fast growing and apgressive 
manufacturer of a very competitive line 
of domestic oil-gas steel heating boilers 
and basebord radiation. High commis- 
sion. Address Key 159-E, “DOMESTIC 
ENGINEERING.” 1801 Prairie Ave., 
Chicago 16, Illinois. 





LINES WANTED 





SEEKING ADDITIONAL LINES 


Chicago manufacturer’s representative 
agency with warehousing 
facilities seeking manufacturers who 
want large movement of their products. 
Concentrating plumbine 
honses in Ihinois, Indiana. Wisconsin 
and Eastern Mics If you want tke 
inb done pronerly with youne avcres- 
sive organization. Address Kev 145-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


complete 


on sunvlw 


uri 


WANTED 


NEW PRODUCTS—NEW ITEMS 
NEW INVENTIONS—NEW IDEAS 


For the plumbing and heating trade by 
well rated and long established whole- 
sale and distributing house in Canada. 
If you have a new product or items 
which can save the master plumber or 
heating contractor time and money, we 
are interested. We are organized to 
handle our own imports. Address Key 
175-E, “DOMESTIC ENGINEERING,” 
1881 Prairie Ave., Chicago 16, Illinois. 


LINES WANTED 


Have complete background of sales in 
fixtures, brass, fittings, pipe and kindred 
items. Want several lines for Michigan. 
Am known throughout territory and can 
produce results. Regular calls and pro- 
motion of your line assured. Address 
Key 196-E, “DOMESTIC ENGINEER.- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


SIANA 


RKANSAS 


we 


WILLIAM G. FRANK 


7900 Old York Road, 212A 
Elkins Park 17, Pa. 


Ihastern Pennsylvania 
and surrounding aren 
PENNSYLVANIA AND AD 

ear elling leading 
vill devote 
ood iné \ddre IX @) 
OMESTIC ENGINEERING 


Pr rie Ave ‘hicago 16, Illir 


INDIANAPOLIS, INDIANA 


Home base of manufactureres’ repre- 
sentative who can handle one additional 
line covering entire state excluding 
Lake Porter county. Concentrating on 
plumbing and heating wholesalers. Ad- 
dress Key 148-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 


16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 202 AND 206 
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Its Tax Time... 


Continued from page 203) 
or used when applying this spe- 
cial deduction the first year. 
First, the same six-year pro- 
vision applies to the used equip- 
ment as well as the new equip- 
ment. For instance, if you buy 


used equipment with an esti- 
mated 10-year useful life when 
it is five years old, it will not 
The life to the 


taxpayer is the important point 


qualify. useful 
to remember in applying for this 


special deduction 


s Second, you must keep in mind 
the special requirements for de- 
that 
To qualify 


used 
the 
faster depreciation rates of the 


preciation apply to 


equipment. for 
double - declining - balance meth- 
od, the equipment must be new 
Thus, even though it could qual- 
ify for the special 20 percent 
first-year deduction, it might be 
necessary to depreciate the bal- 
ance on the straight-line or the 


sum-of-the-digits methods 


5. Election must be made in the 
taxable year and is irrevocable 
When you file your income tax 
will made a 
the de- 


preciation used, and it becomes 


return, you have 


selection on method of 
irrevocable after that. However, 
latitude in 
the 


tor 


you do have 


making 


equipment 


some 
your selection of 


you wish to use 
the special 20 percent deduction 


the first year 


a For instance, if your total pur- 
this year 
exceed $10,000, you can divide 


chases of equipment 
this in any way you think is best 
for your business 
$10.000 can 


The complete 


be allocated to one 


piece of equipment, divided 


equally between two pieces of 


equipment or spread around in 
any other way you prefer. 

You will have tax savings ev- 
ery year you purchase new 
equipment to keep your business 


modern. The law sets up these 


ENGINEERING, FEBRUARY 1960 


provisions not for just this year, 


but for every year. And, when 
you replace your old equipment 
with modern new equipment, 
you will have a capital gain at 
the lower tax rate that will save 


you more tax dollars 


# For example, if you purchased 
$10,000 worth of equipment this 
year, you would have the follow- 
ing deductions for your business: 


.. $10,000 
2 000 


Cost of equipment 
Ist-year deduction, 20°. 


Balance to be depreciated $ 8,000 


Depreciation, declining balance 
$1,600 
1,280 
1,024 
818 


Ist year 
2nd year 
3rd year 
tth year 


$4,722 
Book value of equipment 


In other words, if you bought 
$10,000 worth of equipment this 
vear and depreciated it over a 
four-year period, you'd have de- 


preciated it in the amount of $4.- 


BEASLEY BROS 
PLUMB/NG 
a 


aw 


Item D, Column L, Line C is here!” 


‘Just tell him Page 5, 


722, leaving a book value on the 
equipment of $3,278. If you sold 
this equipment at the end of four 
years, for anything over $3,278, 
you would be money ahead. For 
example, if you sold your old 
equipment for $5,000, you would 
have a long-term capital gain of 
$1,722, of which one half would 
be subject to income tax 

Even if you don’t sell the old 
equipment for a profit over youn 
book valuation, you will still re- 
alize extra benefits by having 
your working capital back ear- 
lier under the speed-up depreci- 
ation deduction 


ain summary, if you want to re- 
alize full value on your tax sav- 
the 
speed-up law, you should keep 


ings through depreciation 
these points in mind: 
1. Buy 

equipment up to $10,000 
If more than $10,000 is need- 
ed for modernization, hold 
back $10,000 until after the 
end of the tax year. 


either new or used 


Be sure the equipment has 
least six 
END 


a useful life of at 
years. 


Mb 





Pe 
¢° > 
a 
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LINES WANTED 


LINES WANTED 


LINES WANTED 





KENTUCKY—INDIANA 


Established manufacturers’ agency (2 
men) experienced, aggresive, alert and 
contacting all of the plumbing supply 
wholesalers desires two additional top 
lines—flexible tubing, 
copper (sweat) drainage, iron drainage, 
toilet 
stainless and porcelain steel sinks, etc 
Will consider any good volume line 
Address Key 168-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi 


cago 16, Illinois 


supplies, copper 


combinations, shower cabinets, 


BOSTON 


Manufacturers’ representative with long 
successful selling to New 
England plumbing and heating supply 
give personal aggressive 


experience 


jobbers, can 
representation to additional quality line. 
Address Key 170-E,“DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi 


cago 16, Illinois. 


CLARKE SALES COMPANY 
12 years service 
VIRGINIA & WEST VA. 
OHIO RIVER CITIES 
407 Beech Ave., Charleston, W. Va 


ST. LOUIS AREA 


Plumbing wholesalers contacted twice 
monthly by aggressive 
agency. Can handle two additional qual- 
ity lines. Address Key 144-E, DOMES.- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


representative 


NEW YORK AND NEW JERSEY 
Well organized 
sentative sales organization 
additional lines for representation 
through plumbing supply wholesalers in 
New York and New Jersey. Warehouse 
available. Address Key 151-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


manufacturers’ repre- 
seeking 


KIGHT YEARS 5 A LAN 


Ne fur 


minatir ‘ 
DOMESTI 


MANUFACTURER'S AGENT 


Well-known and aggressive, specializing 
in plumbing and heating is looking for 
additional lines. Extensive and well-or- 
ganized coverage of Eastern Canada. 
TRANS-CANADA PLUMBING 
AGENCIES (1956) LTD., 5717 Monk- 
land Ave., Montreal 28, P. Q., Canada. 
Tel HUnter 9-6221. 


NEW ENGLAND AREA 


15 years of direct sales, well versed 
master plumbers and _ heating 
Seeking salaried position 
among manufacturers of enamelware, 
boilers, heating supplies. Address Key 
164-E, DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


among 
contractors. 


NEW YORK STATE 


PLUMBING-HEATING 
THOMAS G. JONES 
37 Hillside Ave., New Hartford, N. Y. 


lOWA 


Now contacting plumbing wholesaler 
jobbers in Iowa only. Doing an effective 
job. Will give concentrated coverage 
Address Key 146-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 13, Minn. 


Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


DoMESTI 


ILLINOIS—WISCONSIN 


Manufacturers’ representative covering 
Illinois and Wisconsin seeks one addi- 
tional allied line. Contacting wholesale 
plumbing supply. Has good following. 
Address Key 131-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


WISCONSIN 


Manufacturers’ representative selling 
plumbing supply jobbers desires addi- 
tional allied lines. Address Key 147-E 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key 152-E, “DOMESTIC EN.- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 
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FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 202 AND 204 
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There’s one in every bunch that stands out... that’s STANDOUTISM! So it 
is with baseboard ... PANEL-TRACK outfeatures all others! PANEL-TRACK 
... has the only element with full free-flow expansion on its built-in slide 
tracks ... no wedges or clips .. . mechanical damper as standard equip- 
ment... one piece pendulum action hangers ... the most complete pack- 
aging in the industry ... “decorator haze-white” finish ... high output... 
modern cover design. Send for catalog PT-BB1 ... buy... sell PANEL- 
TRACK! You can be a top banana, too! 


PANEI-ZRACA 


3/4’ HYDRONIC BASEBOARD 


pe oe EMBASSY STEEL PRODUCTS, INC. 
890 STANLEY AVENUE * BROOKLYN 8, NEW YORK 
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NEW for Big Volume Hot Water 
BASMOR Bil 


“BIG BOY” ail 
COMMERCIAL 
power gas-fired 

water heater 


For restaurant: 
tore 

factones ar 
Recover 


y 
t temperatu ré 


MULTI-FLUE CONSTRUC- 
TION—135 gal. ASME. a 
atl 1 tank with twenty-f 


flues for maximut 


NEW POWENe® area 


Multi-jet. powered t 


4 


eram mt 


4¢ 
| y 


ELECTRONIC CONTROLS— 


Jingo ele 
cluding 


afe, sure operat 
water automat 
Many ex 


for literat 


MANUFACTURERS OF A COMPLETE LINE OF WATER 
HEATERS, BOILERS, INCINERATORS AND WALL HEATERS 


BASTIAN-MORLEY C0O., INC. 


LA PORTE, INDIANA @ ‘Branch Plant: PITTSBURG, TEXAS 


Newly Revised... DOMESTIC 
aaa oe | ENGINEERING’s 
Most Popular Reprint 


COMMERCIAL 
RESIDENTIAL 
INDUSTRIAL 


120 pages 


FREE With Your New or Extension Subscription to DOMESTIC ENGINEERING 


Please send me the New Edition of your reprint book, “ 

Short Course in Oi] Heating and Oil Burner Servicing,”’ 
with my [] new [_] extension subscription to DOMESTIC 
ENGINEERING at the Special R: ite of Two Years for$8.00*. 


*Saves 20% off the Regular Rate of $5.00/yr. 


Address 


City 
[ | Remittance Enclosed sill Wit My Company 


DOMESTIC ENGINEERING + 1801 Prairie Ave. + Chicago 16, Ill. 


Continued trom page 200) 


New England Wholesaler Outlook 


R. Louis Towne. executive director. 
Plumbing and, Heat ting W hole salers 
New England, Wellesley Hills, Mass 


EVERY INDICATION seems to point to firm 
and increasing markets in 1960, from the 
stand point of domestic and industrial use of 
plumbing, heating and air conditioning. 

Our tremendous population increase and a 
hoped-for improvement in the domestic labor 
and management situation, as well as the 
improved international situation, certainly 
promise a period of peace and prosperity. 

Countering this will be a very rapid 
growth and increased sale of foreign mate- 
rials in our field. Our industry, in. all 
branches, must be alert to this increasing 
competition as well as domestic competition 


from outside our industry 


a There is only one logical answer: We must 
broaden the base of our markets by properly 
instituted and implemented development. 
sales and merchandising activities 

It is time for a re-evaluation. We must 
compete as an industry for an ever-increas- 
ing share of the public’s spending dollar. We 
must do this by education and the creation 
of a desire within the public’s mind to have 
more and better of what we have to offer. It 
will be necessary that each branch of this 
industry begin to support every other branch 


r 


of the industry 


Warm Air Heating 


By James Martin secretarwu-treasiure? 
National Warm Air Heating & 
Air Conditioning Assn Cleveland 


THERE'S NO pousT that 1959 will go down 
as a record year for warm air heating. But 
what about 1960? Those who are somewhat 
pessimistic blame the tight mortgage credit 
conditions for an anticipated decline in resi- 
dential construction. This implies, according 
to one financial source, heightened competi- 
tion, difficulty in recouping cost increases 
through higher selling prices and resultant 
pressures on profit margins 

We feel that 1960 can still be an excellent 
year with estimated shipments of 1,347,000 
units, the same as 1955, the previous record 
year. This amounts to only a slight decline 
from the 1,414,000 units estimated for 1959 
On the local scene, the association’s Silver 
Shield program will continue to serve as the 
bellwether of marketing activity. END 
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Acme Industries, Inc 
Adrian Div., Hoover Ball & Be 
Aermotor Co 
Air-Conditioning & Refrigerat 
Alabama Pipe Co 
Alco Valve Co 
Aluminum Co. of America 
* American Brass Co., The : 
American Hard Rubber Co., Div. of Amerace Corp 149 
American Iron & Steel Institute, Committee on 
Steel Pipe Research 
*American Radiator & Standard Sanitary Corp 
C. F. Church Div 
American Solder & Flux Co 
American Telephone & Telegraph Co 
American Tube Products, Inc 
* Anderson Products, Inc 
Argo Industries 
Armco Steel Corp., The National Supply Co., 
Subsidiary 


Barnes Mfg. Co 
Bastian-Morley Co., Inc 
*Beaton & Cadwell Mfg 
*Bell & Gossett Co 
Borg-Warner, Mart 
Bi idy Companie 
* Brass-Craft Mfg. Co 
*Bridgeport Brass Co 
*Briggs Mfg. Co 
Bryan Steam Corp 
Buckeve Valve & Mfg. Co 


Burnham Corp., Heating & Coo 


Carrollton Mfg. Co., Sink Div 

Chevrolet Div. of General Motors Corp 

Chicago Faucet Co., The 

*Church Div., C. F.. American Radiator & Standar 

Sanitary Corp 

Committee on Steel Pip Research, American Iror 
& Steel Institute 

Conco Engineering Works, Inc Field Control Di 

Connecticut Stamping & Bending Co., The 


3 
Affiliate of Tube Bends, Inc 


De leo Appliance Di Genera 
*Delta Faucet Cor} 

Deming Co., The 

Dodge Corp., F. W 

Domestic E: 


* Dunham-Bush, 
Duro Co., The 


Eastman Products Corp 
Elkay Mfg. Co 

Embassy Steel Products, Inc 
Epco Sales, Inc 

Ewing Mfg. Co 


7 


Fiat Metal Mfg. Co 26 & 27 
*Field Control Div., Conco Engineering Works, Inc 157 
Ford Motor Co. 50 & 51 
Franklin Electric Co., Inc 33 


General Electric Co 

General Filters, Inc 

General Motors Corp., Chevrolet Div 
General Motors Corp., Deleo Appliance Div 
Gerber Plumbing Fixtures Corp 

Goulds Pumps, Inc 


Hammond Valve Corp 

Hobart Mfg. Co., The, Kitchen Aid Hom« 
Dishwasher Div 

Hoover Ball & Bearing Co., Adrian Diy 

House & Gardens 

Hydro alve Co., lr ( 


*® Insto-Gas Corp 


International Nickel Co., Inc. The 


Janitrol Heating and Air Conditioning, Div. of 
Midland-Ross Corp 121 & 
Jensen Thorsen Co 
* Jervis Corp., Middleville Engineering Mfg. Co 
Inc., Diy 187, 191, 194, 201 
Jones & Laughlin Steel Corp 118 & 119 
Jones & Laughlin Steel Corp., Stainless & Strip Div 185 


Josam ig ; 71 


Continued on Next Page 


%& See Our Catalog in DOMESTIC ENGINEERING CATALOG DIRECTORY 
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Continued trom Preceding Page 


Kensico Tube Co., ] 
Kitchen Aid Home D A er D 
The Hobart Mfg. C 


Kohler Co 





? 
*Kuhns Brother Cr 146 
*Lee Brothers Fou ( lr 9 
Lyon Stainle P D I I be 
* Mac Ewan Market Manual ‘ 200 
* Maid-O’-Mist, Ini 192 
Marbon Chem D Borg-Wa 25 
Martin Stampir « Stove Co 211 
*McDonnell & Miller, Ir 144 & 145, Back Cove 
McGraw-Hill Book Co 195 
* Middleville Engineering & Mfg. Co., Inc 
Div. of Jervis Cor 187, 191, 194, 201 
Midland-Ross Corp., Janitrol He 
Conditioning Div 121 & 122 
Minneapolis-Honeywell Regulator Co 68 & 69 


* Mueller Brass Co 

* Mueller Climatrol, Div. of Worthington Corp 
Mueller Co 

* Mustee & Sor Inc. E. L 


National Safety Council 

National Supply Co., The, Subsidiary of Armco 
Steel Corp 

National Tube Div., U. S. Steel Corp., Columbia 
Geneva Steel Div., U.S. Steel Export Co 


Nibco, Inc 128 


Oil Heat Institute of America, Inc 


Oshkosh Filter & Softener Co 


Patco Mfg. Co., Inc 
Peerless Potte ry, Inc 


*Pennsylvania-Bradford Appliance Corp 


%& See Our Catalog: in DOMESTIC ENGINEERING CATALOG DIRECTORY 
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46 
130 


196 
200 
18] 





Roberts-Gordon Appliance Corp 13] 


*Scovill Mf Ce 139 
*Sherwood Brass Work 75 
Slant-Fin Radiator Corp Inside Back Cove1 
Sloan Valve C 3 
*Spartan Convector Co., Inc 53 
Spartan Electric Radiator Corp 53 
*Spartan Shower Stall Co., Inc 3 
Stainless & Strip Div., Jones & Laughlin Steel Corp 185 
Starbuck & Sons, Inc., R. M 194 


*Symmons Engineering C 


*Tait Mfg. Co., The 19 
*Thrush & Co., H. A 79 
Titewall Hanger Co 195 


Tracy American Kitchen Parts Co 199 
*Trind! Products Ltd 199 
Tube Bends, Inc T} ( ‘ S 


*Union Malleable Mfg. Co.. The 160 


United States Plumbing Fixture Heating and 

Cooling Cor} 186 
U. S. Steel Corp., Natior Tube Div., Columbia- 

Gene va Stee Diy U ». steel Export Co 58 
Universal-Rundle ( rp 137 
Universal Water Softener Co 19] 


Vance Industries, Inc 148 
*Vogel Co., Joseph A 196 


*Watts Regulator Cx Inside Front Cover 
Weil-McLain Co 59 
*Weil Pump Co 183 
*Weksler Instruments Corp 182 
*Wheeling Machine Products Co 188 
Whirlpool Corporation 9 
*Wilkoe Mfg. Co 201 
* Worthington Corp., Mueller Climatrol Dir 140 
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NEW DUO-VENT 
THRU-THE-WALL HEATER 


Available in 2 models, with 25,000 and 
35,000 BTU input. Saves up to 70% on 
installation. Vents outside, draws com- 
bustion air from outside. No flues or 
chimneys required 


Lee es 


Le Ree ae 


Bee Se es 


ee 








To completeness of line and Continental Console Styling, 
Martin now adds a third dimension for volume sales — High- 
Fidelity Heat. High-Fidelity Heat means more economical, 
more effective heat — heat that blankets a given area with 
welcomed warmth. It is the result of 55 years of Martin 
engineering and experimentation in the field of gas 
combustion. It gives you a sales plus that will move more 
Martin Gas Heaters now...and bring back more customers 
in the months to come. 


For more details on Martin Gas Heaters and High-Fidelity 
Heat, ask your Martin distributor or write direct. 


STAMPING & STOVE COMPANY 
HUNTSVILLE, ALABAMA 
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AMERICA'S MOST COMPLETE HEATING LINE 
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NOW! Alcoa Aluminum helps you cut, thread and 


ream faster... with the all 


Toledo turned to the /ight, stro? metal when they 


“98” pipe threading machine! Packed 


designed their new 
threading 


features, the “‘98”’ speeds cutting 
conduit and 


Aluminum, 


with new 
and reaming of all pipe sizes up to 2 in. 

bolts, too. And, because it’s cast in Alcoa 
the new unit is compact, weighs only 180 lb, is easy to 


transport anywhere! 


Other features include a full 10 in. of travel, with 


rugged cast aluminum carriage plus new aluminum 


chuck, with no protruding jaws—you can work within 
1 in. of face without worrying about chips! 


And that’s not all! This new designed-in-aluminum 


“98” boasts highly rmproved working visibility 


212 


-new Toledo “98” 


spindle bearings lubricated at the factory 
easier spout positioning to put coolant directly on work 


faster, 


and the famous Toledo motor, power-packed and 
readily accessible! 

For more information, contact Aluminum Company 

of America, 2073-B Alcoa Building, Pittsburgh 19, Pa. 


CHOOSE PRODUCTS MADE 


ALCOA 65. 
A. LU AAT U AA 


ca 





W/TH ALCOA ALUMINUM TO 





LUMINUM COMPANY OF Aman) 


MAKE YOUR JOB EAS/ER 
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Nick, lots of things in this business can make a man 
feel real beat. Like | mean noise, and big installation costs, 
and call-backs, and all that jazz. Let me clue you, man. 
Use SLANT/FIN, the patented fin-touch-fin 
construction baseboard that took the beating out of heating. 


baseboard FOR MEN WHO DIG WHAT THEIR CUSTOMERS WANT 


For cool profits, send for our Literature. Write, man, write. 
SLANT/FIN RADIATOR CORPORATION, 130-15D 89th Road, Richmond Hill 18, N. Y. 





What prompted this question was the third re- 


equipment that would probably put an antique 
quest in four days for repair parts for one of our 


museum to shame! 

Well, we realize that auto makers have a smart 
way of obsoleting their models almost before the 
paint is dry. But we're not suggesting that kind of 
pressure; we're just saying sell ‘em a new one when 
they need it. 

The owner of that 1930 feeder probably needs, 
not only a new feeder, but a whole new heating 
plant to go with it. You have people like him in 
your locality. Tell ‘em and sell ’em what they need 

NEW, doggone it, NEW! It’s all right to fix 
what can be fixed, but let’s not forget that 


fix is to REPLACE! 


WM op, Ave., Chicago 18, Ill. 


good old 1930 boiler feeders 


letter 


along with a nice 


telling us how it has 


served for all those 


40 years. 
Thanks tor those kind words 
but tell us: Hasn't that 


, friend contractor, 
1930 feeder 
ment? Does its owner still drive 
We'll bet the of that feeder has had 
least eight fancy motor cars in the past 30 years, 
and nearly as 


earned retire- 
a 1930 automobile? 
owner 
many dishwashers, 
gadgets. But 
hidden from the 
scorn of his neighbors, is an assortment of heating 


retrigerators, 


toasters and other 


flashy automatic 


down in his basement, safely 


the best 


McDonnell & Miller, Inc. 3500 N. 


No. 47-2 Feeder ond Cut-off Com- pi a pe ‘ond 


bination—for most automatically fired 
heating boilers operating at pres- 
sures up to 25 psi. Other types for 
larger boilers, higher pressures. 


Alarm Switch—for boilers up to 150 
psi. Also available with integral water 
column (No. 157). Other types for 
pressures up to 250 psi. 


heating boilers, higher operating 
pressures. . 


230 Series & 240 Series Pressure 
Relief Valves — for hot water space 


heating boilers, and domestic hot 
water tanks and heoters. Btu.-rated 
by National Board. 


MCDONNELL 2.4 Hate Cool Controle 











